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WOMEN CUSTOMERS 
are attracted to this residen- 
tial station where female 
attendants make them feel 
at home. TBA is handled 
but is displayed on a one- 
of-a-kind basis. Except for 
pump island the building is 
designed to fit in with sur- 
roundings and has some- 
what the appearance of a 
modern house. See page 52 
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How to Set Up a TBA Budget Plan, p. 73 


Latest News on Oil Labor Dispute, p. 25 
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M-P SYSTEMS P2ivo4 Gasoline-uot pull it 





-chiminating vapor toe 


ERIE locates a single, powerful, motor driven, sub- 
merged, turbine type pump at the storage tank to serve 
up to 8 dispensers. Result—only one pipe ditch to dig 





not 8 only one motor not 8—only one pumping unit 


not 8 only one air eliminator 


a 





not 8, thus reducing first 


costs, installation, opera- 





ting and maintenance 
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costs while improving 


performance. For com- 














plete details write for 








Bulletin No. 1382. 


The Erie M-P installa- 
tion above has 2 Erie 
Turbine Pumps, 2 Erie 
Dehydrator-Filters and 8 
Erie M-P Dispensers 














WATER—No. | reason for pump ‘‘shut-downs’’ 
meter repairs and loss of gasoline sales through 
poor product performance. Note here how 
gasoline is pumped through Erie Dehydrator- 
Filters to remove all water and particles of rust, 
scale, etc., thus reducing maintenance costs 
and increasing gallonage sales through greater 
customer satisfaction 


Wain Office and Plant: ERIE, PA. 











A U.S.Royal Basis for Business— 


(reater Value-Creater rot! 





‘ 


The exclusive, visible sales features throughout the U.S. Royal 
line convince the car owner of greater tire and tube value. 
These features are wanted for their extra safety, mileage and 
comfort. They bring the U.S. Royal Dealer more top-quality 
sales... greater profit! 





UNITED STATES RUBBER COMPANY 
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THE CARE AND NURSING OF TANK CARS 




























































































When unloading toxic 
chemicals, keep a 


gas mask handy. 


Another way to get more from your GATX tank cars 


\GAaTxX7 GENERAL AMERICAN TRANSPORTATION CORPORATION 
pa 135 South La Salle Street + Chicago 90, Iilinois 


District Offices: Buffalo « Cleveland « Dallas « Houston » Los Angeles « New Orleans 


New York « Pittsburgh « St. Lovis « San Francisco « Seattle « Tulsa « Washington 
Export Dept.: 10 East 49th Street, New York 17, New York 






So many people have requested reprints of these cartoon advertisements that 
we are making them available to you for use in your shops. Just write us. 
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If you like the sweet music of coins dropping 
into your cash drawer... 


If “fill ’er up” appeals to you when you’ve got 
your cash register on your mind... 


Then the three merchandising suggestions oppo- 
site will help you make more money by increas- 
ing traffic at your service station and by 
increasing add-on sales of everything you carry. 


We know what we’re talking about. You see, 
we checked what service station customers do— 
15,597 of them. 


And we found that next to gasoline, Coca-Cola 
is the most popular item the service station 
carries. 


Also, we found that 82 per cent of the motorists 
who bought Coke got out of their cars. And 
those are the people who buy oil, tires, batteries 
and accessories. 


So, you can’t miss if you put Coca-Cola to work 
to bring people in and increase your add-on 
volume. I’ll be glad to help in every way I can. 


“COKE” 1S A REGISTERED TRADE-MARK. 
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i. These 3 simple steps 


Sell Coca-Cola for take-home 
enjoyment—and repeat visits of 


customers bringing back empties. 








| What you want 
is a Coke 
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will help you 
increase TRAFFIC 


and ADD-ON SALES 


Put a red cooler for Coca-Cola 
out front where it will invite 
passing motorists to stop. 


DRINK 


Co. 


COME | we i 


~~ be al 


3 Use Coca-Cola point-of-sale 
advertising to turn thirst 
into sales and profit. 





WITCO CHEMICAL COMPANY 


protects its products 
and its customers 





aus 
Tri-Sure Closures 


 Warce . 
( a cece on every drum 


Qe 
Chemical Wlanufact# 


The Witco Chemical Company, of Chicago, has 
built a national reputation for the purity 
95 MADISON ave. NEw YORK of its Paint Driers, Butyl Stearate, Plas- 

; ticizers and other chemicals. And this 
purity is protected from plant to purchaser— 
safeguarded from leakage and contamination— 
because every Witco drum is sealed with 
Tri-Sure Closures*. 


Throughout the petroleum and chemical 

industries, company after company is offering proof 
after proof that it pays to protect every product 
shipped in drums with Tri-Sure Closures. There’ is no 
substitute for the Tri-Sure Flange, Plug and 
Seal—just as surely as there is no substitute for 
complete security from leakage, pilferage 

and contamination. 


By specifying ‘“Tri-Sure Closures”’ on your 

drum orders, you protect the quality of your 
product .. . enhance the prestige of your company 
. .. preserve the good will of your customers. 


*The “Tri-Sure”’ Trademark is a mark of reliability backed 

by 29 years serving industry. It tells your customers that 
genuine Tri-Sure Flanges (inserted with genuine Tri-Sure dies), 
Plugs and Seals have been used. 

AMERICAN FLANGE & MANUFACTURING CO. INC. 

30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited 
St. Catharines, Ontario, Canada 


CLOSURES 
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AHEAD OF THE NEWS 





DISCOUNT UNREST—The breakdown in consumer 
tank wagon prices is spreading rapidly, particularly 
in rural areas of the Midwest, and is causing increas- 
ing unrest among jobbers. Some companies adopted 
a policy of making dumps of 100-150 gals. at a dis- 
count of about 1.5c per gal. This discount previously 
was granted for deliveries of 1,000 gals. or more. 
Jobbers are being hard hit by the discount policy be- 
cause, in order to meet competition, they must make 
small farm deliveries, sometimes over long distances, 
for the same profit they ordinarily get for delivering 
to a service station. One jobber spokesman pointed 
out that “if this trend continues, it will mean the 
elimination of consumer tank wagon. All there'll be 
left will be dealer tank wagon. And then what will 
happen? Is a 30,000-gal. per month account going to 
be willing to pay the same price as someone buying 
150 gals. per month?” 


FILMS FOR JOBBERS—Cities Service is undertaking 
a program to make available to joté:ers a catalogue 
of films for use in training their employes and deal- 
ers. Films would apply to specific jobs within a dis- 
tributor’s operations, and would cover such subjects 
as truck driver salesmanship, how to write letters, 
how to answer the phone, etc. The catalogue would 
include films available to jobbers free or at a nom- 
inal rental. : 


INDUSTRIAL LUBES—Preliminary results of an 
NPN survey show that 63% of jobbers contacted to 
date handle both industrial and automotive lubricants. 
Percentagewise, the volume of industrial lubes han- 
dled by these jobbers ranges from less than 10% of 
total lube volume to “more than 50%.” Rough break- 
down of industrial lube volume as compared to total 
lube volume shows: 23% of jobbers report less than 
10% of lube business is industrial; 29% report volume 
between 10-20% of total; 18% say it’s in the 20-30% 
range; 6% place industrial lube volume at 40-50% of 
total lube sales; 12% report better than 50% of lube 
volume is in industrial sales; and 12% failed to indi- 
cate any percentage. 


EUROPEAN HELP—The drain of foreign oil oper- 
ators on U. S. mills for equipment may taper off in 
the near future, with a top PAD expert in Europe 
now looking over the materials situation there. Among 
other things, PAD’s Materials Director Morrison will 
examine capacity (used and unused) of loca] facilities 
for oil equipment, scheduling practices, total require- 
ments of U. S. companies abroad and how much ma- 
terials and equipment is needed from the U. S. 
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RETAIL WARS ENDING?—One salutary effect of 
the oil strike is the trend in the Midwest to wipe 
out gasoline price wars. The strike had been under 
way only a few days before a long standing price war 
was settled at Fargo, N. D. This one had existed for 
a year, so long, in fact, that Fargo oil men were de- 
scribing their subnormal prices as the “normal.” At 
Omaha, where a service station price war had raged 
for several weeks, prices were returned to normal. In- 
dications were that other subnormal areas would be 
corrected as the strike continued. 


NEW STATION PRODUCT?—A new sideline, now 
getting an experimental try in an eastern service sta- 
tion, is hot coffee at 10c per cup. The dealer who 
was induced to install the automatic dispensing ma- 
chine, says coffee sales are good, and general station 
business has been stimulated. 


100 OCTANE GASOLINE—Two oil industry research 
specialists believe premium grade gasoline with 100 
octane rating will be sold in service stations within 
the next decade. One estimates “seven to 10 years” 
—the other “eight to 10.” They say the industry has 
the processes to produce higher octane gasoline that 
will satisfy car engines now in the making, but financ- 
ing is a problem. ‘One of the men (from an oil com- 
pany) comments: “We have the processes, but not 
the dollars.” 


RUBBER NOTES—Just because National Production 
Authority has removed virtually all rubber controls, 
don’t expect more natural rubber in tires. Reasons: 
natural still costs considerably more than synthetic; 
NPA still requires all industries to consume a total 
of at least 450,000 tons of synthetic a year; and tire 
manufacturers have found synthetic is as good as 
natural rubber for tire treads. They use natural only 
in the tire carcass. 


UP FOR VOTE—Arizona, Alabama and Georgia will 
vote next November on anti-diversion amendments to 
their constitutions, with some gubernatorial support 
for the amendments now seen in one or two instances. 
In Michigan, a decision by the state Supreme Court 
may come in its June term—maybe not until the Sep- 
tember term—on whether the 1.5c gasoline and ic 
Diesel fuel tax increases voted by the legislature last 
May are a proper subject for a referendum. 
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THREE LONG-LIFE FEATURES THAT HELP BOOST SALES 


Sil V/ UM the corrosion-resistant grid alloy, 
resists a batfery’s most destructive enemy—grid 
corrosion caused by overcharging. 


6.0.X *y new active material,so effective that it is 
possible to take full advantage of an acid solution 
of lower specific gravity. 


PO R MAX , Practically indestructible plastic sepa- 


rators, are extremely resistant to heat and acid... 
flexible and tough. Low internal resistance increases 
cold-weather starting ability. 


P l UY Ss Vitrex Retainers— Element Protector— 
Plastic Connector Shields—Plastic Vent Caps—Im- 


proved Sealing Compound — Shock-resistant 
Container. 


WHEN IT’S AN Exide YOU START 
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““Exide’’ is more than a battery line. It’s a symbol of dependability. 
The Exide sign on your place of business will give your customers 
confidence that they can depend upon all your products and ser- 
vices. And “Exide” means sales. To help you build a sound, 
growing battery business Exide offers all these PLUS values: 


A COMPLETE LINE. wide price range to fit the needs of all motorists... 
ULTRA START, HYCAP, SURE-START, STARTEX. 


135,17 9,740 Exide National Advertising messages in 1952. This program will 
do a real selling job right in your own trading area. 


EXIDE SURE-START PROGRAM with time-saving tools and equipment. 
SELLING AIDS that assure quick, easy, profitable battery sales. 
ATTENTION-WINNING DISPLAY MATERIAL. 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 
Exide Batteries of Canada, Limited, Toronto 


ACT TODAY-SWITCH TO Exide 








HOW ABOUT SELLING THEM 


_ AT WORTHWHILE Props ? 


There is such a thing as “profitless prosperity". And it's the bugaboo of 
countless independent tire merchants who are being squeezed between slim 
profit margins and dog-eat-dog competition. Factory set short margins and 


forced retail prices make all your good sales work count for little or nothing. 


Sure, you can give away tires! But you are not in business for the manufac- 
turer's benefit. If you want to sell tires and tubes at worthwhile profits, you 
need a better deal than most suppliers are offering. 


CORDUROY’S Direct-From-Factory Plan 
Is Solving the SALES and PROFIT PROBLEM for 
THOUSANDS of PROGRESSIVE MERCHANTS. 


CORDUROY'S plan has been developed, and and backed by an exceptionally liberal, writ- 
proved successful, over the years -- - since ten double guarantee. Your biggest competi- 
1919, in fact. It starts with PREMIUM tors--- mail order, chain store, oil company 
QUALITY fires and tubes sold DIRECT from stations « + - feature a written guarantee. 
the factory, with elimination of all in-between Motorists expect it and buy where they can 
expenses . - - making possible a far more get it. With CORDUROY you have it. Get 
attractive profit margin for you. CORDUROYS all the facts regarding CORDUROY'S Premium 
are actually America’s FINEST Replacement Quality and Steady Profit, Long-Range Plan. 
Tires and Tubes .- - nationally advertised, 


Write TODAY for CORDUROY'S BIG NEW 1952 
GUIDE TO GREATER TIRE SALES and PROFITS 


CORDUROY 


RUBBER COMPANY 





America’ 
erica’s FINEST Replacement TIRES and TUBES 
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WASHINGTON 








Fair Dealers Blast Away at Foes 
Of U.S. Grab for Tidelands Oil 


By Andrew R. Patla, Washington Editor 


It hasn't taken 
the Fair Dealing 
solumnists long to 
start working 
over the views recently expressed by 
General Eisenhower in favor of state 
control over the oil-rich “tidelands.” 




















































The liberals object to his declara- 
tion that federal ownership “in this 
case, as in others, is one that is cal- 
culated to bring about steady pro- 
gress toward centralized ownership 
and control, a trend which I have 
bitterly opposed.” 


Already being foisted on the public 
is that old baloney about the con- 
troversy being much too complicated 
for a relative newcomer to politics 
to fully comprehend. 


Every responsible citizen, they also 
try to tell us, is opposed to any trend 
toward centralized ownership and con- 
trol, except where “national security 
and the public welfare” require such 
centralization. That is the catch, of 
course. It is the same argument that 
the Fair Dealers try to use to camou- 
flage every scheme for foisting social- 
ism on the nation. 


We are being blandly assured that 
the issue as seen by the General 
actually is not the real issue involved 
in the “tidelands” controversy. Using 
the old Hitler psychology that the 
people will believe anything if it 
is hammered at them long enough, 
the administration supporters con- 
tinue to howl to the heavens that to 
give the “tidelands” to the states 
would be to overturn the Supreme 
Court rulings in the California, Texas 
and Louisiana cases. They fail to 
mention that the real effect of those 
decisions was to give Congress the 
responsibility of determining whether 
the respective states or the federal 
government should have control over 
these lands. 


That is exactly what Congress is 
attempting to do now, despite loud 
bleatings that the “quitclaim”’ legisla- 
tion being considered is part of a 
“grab” being perpetrated for the ben- 
efit of the oil companies. 


One of the most absurd inferences 
run across of late was that of Senator 
Hennings (D., Mo.) to the effect that 
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the Federal Trade Commission is at- 
tempting to shield foreign oil opera- 
tors by keeping secret its report on 
alleged international oil “cartels.” 
Evidently, he forgot to ask himself 
why FTC made the study in the first 
place. Also, the senator seems to 
have forgotten that only several days 
ago the commission did some far 
reaching into the past in an attempt 
to show the workings of reported 
price discrimination and monopoly in 
the industry. If Mr. Hennings needs 
further proof that FTC and the oil 
industry don’t make a habit of play- 
ing “footsie,” he might try checking 
with Indiana Standard as to its treat- 
ment in the “Detroit” case, or with 
the five Standard-named companies 
that FTC hopped on in the Atlas 
Supply (TBA) case. 


Incidentally, while on the subject 
of motives, we wonder as to the real 
reason for Mr. Hennings’ interest in 
international oil operations. Some 
people have pointed with significance 
to the fact that this home state hap- 
pens to be a popular stamping grounds 
for certain co-operative interests who 
previously have cast hungry eyes at 
the foreign oil business. 


* * * 


A Texas newspaper publisher who 
had driven to Washington on business 
and had brought his family along for 
sight-seeing, got a bad case of oil 
strike jitters last week when he heard 
the hot rumor that there soon would 
be no gasoline for motorists. 


He worried about it until 2 a.m. 
one night this past weekend, then 
roused his family, did a quick pack 
job and headed back for Texas. 


He figured by driving night and 
day, he could get home in time to 
catch an airplane back here to take 
care of his unfinished business. 


If he stopped to read a newspaper 
on the way to Texas, he must have 
read that the first pinch was felt on 
aviation gasoline rather than motor 
gasoline. 

Imagine his predicament if, on ar- 
riving in Texas, he found he couldn’t 
book air passage back to Washing- 
ton! 





QUIZ 


If you’re an Independent Petroleum 
Distributor, ask yourself these quies- 
tions. 


Do | want to handle a full 
line of Petroleum Products, 
Rich in Quality, Rich in Per- 
formance and backed by pro- 
ductive advertising? 


Do | want a supplier with poli- 
cies and programs expressly 
designed to protect and pro- 
mote the interests of the In- 
dependent Distributor? 


Do | want expert assistance 
with my marketing problems? 


If you do, you want RICHFIELD, 
the oil company that distributes 
exclusively through Independent 
Marketers. Phone or write for the 
facts about a Richfield Franchise in 


your territory. 


Nidiaia a 


OIL CORPORATION 
OF NEW YORK 





SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS 





















i 


Kellys’ long-standing reputation 
for quality can help you increase 
sales and profits! 


Hang up the sign of this quality line and you’re on your 
way to a bigger volume of tire sales. Motorists every- 
where know Kellys. The Kelly name has long stood for 
tires at their finest—tires that regularly roll up extra 
thousands of safe miles! 


Handle Kellys and you not only get a line with high 

public acceptance—you get the full benefit of Kelly’s 

outstanding program of dealer support: 

® Tires you can sell at top prevailing prices, thus protecting 
your profit margins! 


ye 4 7 


PUT THIS FAMOUS NAME TO WORK AND... 


LY SEL 


L MORE TIRES! 


Pen.” ald vse 
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®@ A line known everywhere for quality—an excellent pres- 
tige builder for your entire TBA line! 


@ An ample trading area in which to graw and build repeat 
business! 


® A complete line for farm, truck and passenger vehicles— 
the right tire to sell to every customer! 


® Continuous advertising in leading magazines and a power- 
ful promotional follow-through at the local level! 


There’s lots more to this profit story. Send a post card 
today and we'll give you complete details about a 
money-making Kelly Franchise in your area. Write: 


THE KELLY-SPRINGFIELD TIRE COMPANY 
Cumberland, Maryland 





Proved 
and Improved 


Selling Kelly Ties is a Good Businens KELLY 
TIRES 


Truc Trac 


Truck 


for 58 years! 





Sure-Stop 
Passenger 


Super Flex 
Passenger 


Cruiser 
Passenger 


Grip Trac Passenger 
and Truck 


Dual Trac 


Special Service 


Commercial Heavy 
Tread Truck 





12 NATIONAL PETROLEUM NEWS 








et ce ade ee 














Ips with Speed and 
A Accuracy 






.» through 
Free-Running 


ROCKWELL 
(ROTOCYCLE 


SOS SSS SSS 
METERS 


There’s no tougher service on meters than bunkering. 
The runs are long, the pressures and temperatures can 
be high and the flow rates are usually at maximum line 
capacity. It takes a superior meter design to carry this sus- 
tained load without mechanical failure or excessive wear. 

Rockwell Rotocycle meters are proving their worth on 
many bunkering operations. They are engineered and 
built to stand up under the most rigorous schedules. 

By giving outstanding service on the most difficult 





‘ applications, it is a certainty that Rotocycle meters will Effortless "'Flo-Ward"’ Rotation 
best serve the less demanding requirements of petroleum ‘ 
marketing. Write for literature. doet the ick 


The heart of this meter is the rotor in which all operating 
parts freely revolve in a forward direction. The rotor is carried 
on anti-friction bearings. All parts are heavily constructed for 
maximum durability. Rotor pulls intact from meter body for 


ROCKWELL ===: 


MANUFACTURING COMPANY 42 
=(9° You Can RELY ON ROCKWELL 


PITTSBURGH 8, PA. Atlanta Boston Chicago Houston Kansas City 
Los Angeles New York Pittsburgh San Froncisco Seattle Tulsa 
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Metal SERVICE STATIONS 


Dress up now to step up your sales from 
now on!. Whether it be a new location or 


a building replacement at an old location, 

o COLUMBIAN Metal Service Station will 

give you the attractive appearance that 
invites customers. The smooth exterior finish is 
easily kept spotless and sanitary—painted surface 
can be washed just like a motor car. 


COLUMBIAN Metal Service Stations also give you 
the magic of STEEL—with its rugged strength and 
protection against warping, rotting, shrinking and 
splitting for lower upkeep cost—plus the extra pro- 
tection against fire and termites. 


These popular stations give you expert design 


~so that sales and service can be accomplished with 


the least time and effort. They give you precision 
engineering that makes them more permanent than 
any other construction—yet can be easily disman- 
tled, moved, and re-erected without damage. 
Super-service stations as shown above, or small 
units as shown below, with or without Lubritorium. 


Free Literature—Write now for literature giving 
complete information. 
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SUPPLY AND DEMAND 





Marketers Put Close Watch on Stocks 
As Strike Cuts Output by One-Third 


The strike of oil refinery workers 
last week brought product stocks 
sharply into the picture since cus- 
tomers’ supplies depended partially 
on the amount of these inventories. 
About one-third of the nation’s re- 
fining capacity was struck. (For 
latest news on strike see p. 25). 

Fortunately, most areas of the na- 
tion were in fairly good stock posi- 
tion, although there were some local- 
ities—such as Detroit and Chicago— 
which felt the pinch quickly. 

Refineries were operating at near 
record output in week ended April 26, 
according to API statistics. Refinery 
runs totaled 6,600,000 b/d, only 216,- 
000 b/d below record high set in 
week ended March 1. 

Gasoline stocks declined substan- 
tially from 157,392,000 bbls. in week 
ended April 19 to 155,367,000 bbls. on 
April 26. Inventories of other prod- 
ucts gained. 

Gasoline and Kerosine output was 
off and output of distillate and resi- 
dual fuel oils increased (See summary 
table on this page.) 

Production of crude oil and conden- 
sate averaged 6,370,000 b/d, up 5,- 
300 b/d from previous week. 

Days’ Supply—A tabulation of in- 
ventories vs. demand shows that 
there was enough finished and un- 
finished gasoline stored in the U.S. 
on April 30 to supply customers for 
44 days. The stock position of prin- 
cipal oil products on April 30 as com- 
pared to month and year ago follows: 


Apr. 30 Mar.31 Apr. 30 
1952 1952 19651 
Finished & unfinished 
gasoline ........ 44 43 42 
ee 76 58 76 
Distillate fuel ofl... 51 43 52 


Residual fuel oil... 27 24 24 


Bureau of Mines forecast figures for second 
and third quarters 1952 have been used by 
NPN to cover period three months ahead in 
calculating days’ supply of stocks (API data) 
shown for April 30, 1952. Comparative figures 
for stocks at end of preceding month were 
calculated from B. of M. forecast for second 
quarter 1952 and API data. Comparative 
figures for 1951 date shown were calculated 
from Bureau of Mines actual stocks figures for 
date shown and actual consumption figures for 
period three months beyond that date. 


West Coast Demand—Demand for 
petroleum products on the West Coast 
dropped below supply for April, the 
Oil Producers Agency of California 
reports on the basis of U. S. Bureau 
of Mines and API figures, This is 
the first month supply has been ahead 
of demand this year, the figures 
showed. 

Supply averaged 1,103,000 b/d for 
the period April 1-26, compared to a 
demand average of 1,035,000 b/d, the 
Agency reported. For the week ending 
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Apr. 26, supply averaged 1,103,000 b/d 
compared to demand of 957,000 b/d. 

Crude Demand Cut—Total crude 
runs and demand for domestic crude 
in second quarter “may be substan- 
tially below previous forecasts” as re- 
sult of favorable first quarter stock 
developments, Bureau of Mines says. 

The Bureau pointed out that new 
supply of all oils in first quarter has 
been “substantially greater” than 
forecast, with larger production of 
crude oil and light oils from natural 
gas and greater import of residual 
fuel oil. This has resulted, agency 
said, in total decline in product stocks 
in first quarter that “may not ex- 
ceed” 30 million bbls. as against fore- 
cast of 40 million. 

It was noted, however, that total 
demand for first quarter seems to ap- 
proximate previous forecasts, with 
increase of about 1% in demand for 
distillate fuel balanced by lower de- 
mand for other products. 

As for crude in first quarter, the 
bureau estimated production at about 
6,334,000 b/d and demand at 6,314,000 
b/d, while total crude runs to stills 
“may have approximated” 6,670,000 
b/d. 

In forecast for May, the bureau 
sees crude demand at 6,310,000 b/d, 
compared with 6,330,000 forecast for 
April. Forecast includes estimates of 
total gasoline demand of 106 million 
bbls. in May, gasoline yield of 43.4% 
and crude runs of 6,670,000 b/d. 

Allowable Cut?—The Texas Rail- 
road Commission must cut oil pro- 
duction to the same extent that re- 
finery operations are reduced by 
strikes, Commissioner William J. 
Murray, Jr. said May 1. 

“I personally feel that the action 
is inevitable,” Mr. Murray added. 
“The only question is when.” 

Commissioner Murray favors mak- 


ing a deep cut, unless the strike is 
settled promptly. 

“With a major cut, we could con- 
tinue to produce longer at reduced 
rates, rather than run full-scale for a 
while and then have to shut down 
completely,” Mr. Murray explained. 

Refinery Sold—Ute Oil & Refining 
Co. is selling its 1,000 b/d Graham, 
Tex., refinery to E. R Marchman of 
Graham and is purchasing a 2,500 
b/d plant from Petroleum Products 
Refining Co. at Prewitt, N. Mex., 
both transactions effective May 1. 

Mr. Marchman of G and B Oil Co., 
formerly was part owner of the 
Graham plant when it was known as 
Gratex Refining Co. 

C. A. Copple, vice president of Ute, 
said his company now will concen- 
trate most of its sales efforts in the 
New Mexico area. Company expects 
to hike the Prewitt plant’s capacity 
to approximately 10,000 b/d by about 
mid-October. 

New Discovery—Union Oil of Cali- 
fornia reports “a major oil discovery” 
in Santa Clara Valley, 40 miles north- 
west of Los Angeles, and announced 
it regards the find “so significant 
that immediate development of its ex- 
tensive holdings (30,000 acres) has 
been started.” 

Penna. Crude Runs—Weekly runs 
to stills of Penna. grade crude oil de- 
clined to 50,243 b/d in week ended 
April 26, National Petroleum Assn. 
reports, compared with 51,007 b/d in 
previous week and 60,152 b/d a year 
ago. Tabulation follows: 

Penna. Crude Runs to Stills 
Week Ended Week Ended Week 
April 26. 1952 April 19,1952 April 27, 1951 

50,243 b/d 51,007 b/d 60,152 b/d 

PAD Western Hemisphere Study— 
In a summary on the Western Hemis- 
phere oil supply-demand situation, 
(presented by William H. Farrand, 
PAD’s director of foreign production, 
before the recent IPAA meeting in 
Columbus, Ohio), last year was re- 
ported as Canada’s most successful 
for oil operations. A record 108 new 


Refining Operations Summary 
(U.S. Totals — B. of M. Basis) 


Production 


Crude runs—daily avg. 
Foreign crude included 
Percent operated ..... 
| ay 
Kerosine ..... 5 aris 
Distillate fuel oil .. 
Residual fuel oil 
Stocks 


it 


Week Week Increase 
Ended Ended or 
April 26 April 19 Decrease 
(thousands of bbls.) 
6,600,000 6,501,000 4+ 99 
546,000 492, + & 
90.7 89.3 - LA 
20,903,000 21,303,000 400 
2,517,000 2,720,000 203 
9,236,000 9,123,000 113 
9,034,000 8,958,000 - 
55,367,000 157,392,000 ~ 2,025 
18,546,000 17,321,000 41,225 
51,274,000 49,358,000 41,916 
38,526,000 36,828,000 + 1,698 






SUPPLY AND DEMAND 





discoveries were made including 40 
new oil fields and 68 new gas fields 
plus many important extensions of 


Le a previously discovered areas. 
HG Canadian crude reserves were esti- 
3 mated at 1,750,000,000 bbls.—30 times 
Retuporced the 1947 figure—and known gas re- 


serves were estimated at between 7.5 


and 15 billion cu. ft. Canadian pro- 
duction averaged some 130,000 to 
135,000 b/d for 1951 as completion of 


Interprovincial pipe line provided an 
increased outlet for crude. Estimates 
on the Canadian potential now range 
from 225,000 b/d to 300,000 b/d, with 
the latter figure suspected as be- 
ing on over-optimistic side. 





In Mexico, PAD report showed the 
present average production is 227,000 
b/d. Total of 267 wells were drilled 
during 1951. There are 113 rigs now 
in use on wild-cat and development 
drilling and on workovers, and some 
44 geophysical and geological parties 
are actively searching for new plays. 
It seems, though, that any large in- 
creases in production will have to 
come from the discovery of new areas, 


not from exploitation of known re- 
serves. 


Venezuela’s current production rate 
of 1,800,000 b/d is high, said Mr. Far- 
rand, up almost 100,000 b/d over the 
1951 average of 1,705,000 b/d, which 
was itself better than a 200,000 b/d 


increase over the 1950 figure of 1,- 
500,000 b/d. 


Over the last decade roughly one 
wildcat of every five drilled has made 
a discovery. There has been a total 
of about 12,500 wells put down in 
Venezuela, and almost 90% have been 
producers. Whether or not new fields 
will offset normal decline in produc- 
tion from existing producing areas is 
difficult to say. Those who have 
studied Venezuela, though, believe it 
may well attain a 2,000,000 b/d out- 
put, substantially above the present 
1,800,000 b/d. 











; Exports Rise—Exports of major 
the U. S. increased to 
superior product outstanding package products from the 


an average of 168,000 b/d for the 
! mpbell Chains have Campbell Chains are attrac- week ended April 4 from an average 
8 ee Lug-Reinforced _ tively packed in boxes and bags of 164,000 b/d for the previous week, 
construction that means greater for easy identification and con- according to PAD’s weekly report. A 
traction on ice and snow... venient i ved or — breakdown is shown below: 
vards against skids and side Every box includ es the easy-to- 
° a use Chain Applier. Exports ee b/d) 
| Avgas 
forceful merchandising national advertising Motor gasoline. 
: i i i tl Distillate . i ke ai : 
Campbell's new point-of-sale Campbell advertises consistently a 
: Seaver, ad-mats, window in Paturinver, Business Weex and v8 Residual 
} streamers and display sugges- a complete list of automotive 
tions are real sales helps. and farm trade publications. 








Kansas allowable—The State Cor- 
interizi i i ration Commission has set Kansas 
Make your winterizing program complete. Write for details. — reams ap ng wong ey 


000 b/d, not including condensate, a 
reduction of 10,000 b/d from the April 
CAM Company figure. This marks the first change 


since May 1951, when the allowable 
was increased from 300,000 to 310,000 
Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE b/d. 
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Du Pont Purchases 
Plant Site in Texas 


A 562-acre tract in the Beaumont, 
Texas area was recently purchased 
by the Organic Chemicals Depart- 
ment of the Du Pont Company. The 
Petroleum Chemicals Division, sup- 
plier of tetraethy] lead, is part of this 
department. 

The plant site is bounded by the 
Neches River and the Kansas City 
Southern Railroad. Definite plans for 
plant construction on the new site 
have not yet been announced. The 
land, however, was purchased for the 
purpose of expanding the Company’s 
regular manufacturing activities. 

The location is conveniently close 
to an ample supply of petrochemicals 
...used in making many Du Pont 
products. There are now three major 
Du Pont Company plants in Texas, 
at Sabine, Victoria and Houston. 











NEW DU PONT MARKETING AID... 


Unique Mileage Calculator 
Now Available for Your 
Special Gasoline Promotions 


Why does a motorist select your gas- 
oline brand . . . or your competitor's? 

Miles per gallon is, no doubt, one of 
his most important considerations—be- 
cause he can see how it affects his pock- 
etbook. That’s why many car owners 
are interested in keeping score on gas- 
oline mileage. 

By giving the motorist an interesting 
gadget that helps him determine his 
mileage accurately, you can gain his 
friendship ... and often create a favor- 
able impression for your brand. 





The new Du Pont gasoline mileage 
calculator is designed to help you do 
just that. It is essentially a circular slide 
rule with simple settings that tally 
miles-per-gallon performance. 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. 1. dy Pont de Nemours & Company (Inc.) 





New Visual Training Aid 
On Blending Plant Safety 
Developed by Du Pont 


“Safety” is always a password to the successful handling of tetraethy! lead. 
And uniform handling procedures are of prime importance in maintaining 


safety in the blending area. 


Since tetraethyl lead was first used in gasoline in the early twenties when 
Du Pont developed a safe commercial method for making it, a variety of 
methods for training blending personnel have evolved. 





THIS NEW DU PONT TEL SAFETY PRESENTATION can be clearly seen by a group of 20. And it 
is specially designed for convenient handling by the training instructor or discussion leader. 








The calculator accurately figures the 
mileage on fuel measured to the near- 
est fifth of a gallon. And a handy indi- 
cator, which the motorist sets with each 
tank filling, automatically keeps track 
of his previous mileage. But the tank 
has to be completely filled at each gas 
stop to enable the motorist to maintain 
a continuing check . . . which is, of 
course, to your advantage. 

Complete instructions, plus your 
trade-mark and brand name are printed 
on the front of the calculator. It carries 
no other advertising. This makes it an 
ideal tie-in for your special promotions 
—such as the introduction of a new or 
improved gasoline, the opening of a 
new station, or as a low-cost write-in 
item for testing your advertising or 
radio program. 

The Du Pont calculator design is 
available to oil companies who, in turn, 
would have them made with their own 
brand name and trade-mark in any 
desired quantity. 





Now, to fill the need for a single, easy- 
to-understand tool for training prospec- 
tive blending plant operators, and as a 
refresher course for experienced per- 
sonnel, a carefully detailed turnover 
presentation has been developed by 
Du Pont. And this new visual training 
aid may well become the standard for 
training blending plant operators 
theoaghent the country. 


CLEAR, SIMPLE 


Stressing “correct operating proce- 
dures” as a means to safety, the presen- 
tation convinces viewers that correct 
operation, while not difficult, is vitally 
important. And the presentation is for- 
tified with plenty of “reason why” to 
make its message penetrating. 

For clarity and human interest, the 
turnover is made up of a series of easy- 
to-understand illustrations and dia- 
grams. The simple, straightforward 
text on the back of the turnover is read- 
ily visible to the instructor, either for 
reading verbatim or as a guide for 
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Safety Turnover 
delivering the presentation with his 
own personal showmanship. 

Big enough for visual impact, yet 
small enough for convenient Leeds, 
the 47 pages are 18%” by 24”. Color 
has been added to many of the illustra- 
tions to show graphically and vividly 
the actual flow of liquids during the 
unloading and blending operations. 


STEP BY STEP 


The presentation is divided into two 
sections—tank car unloading and blend- 
ing plant operation. Health precautions 
and the use of proper procedures are 
analyzed step by step. 


— REVERSE 
PLACARDS 

TO READ 
* DANGEROUS 
turty” 





CLOSE AND LOCK DOME 











REMOVE 
DERAIL 





REMOVE WHEEL BLOCKS 





A TYPICAL PAGE shows graphi- 
cally the important steps in pre- 
paring aTEL tank car for release. 


In addition to the actu: al turnover, 
en by an attractive “Fabrikoid” 
yinder, an “Instruction Manual” has 
been prepared to assist the speaker in 
the initiz gore of becoming familiar 
with his presentation. The handy 8” 
ped 11” size of the manual permits the 

aker to study his material at his 

esk, at home, on a plane or train with- 
er the necessity of handling the larger 
turnover, ~ 








NEVER... 


anything contaminated 
with TEL compound 
without rubber gloves 


ALWAYS... bathe 
hly after work 
ing with TEL.... 


fouch 











HUMOROUS FIGURES add 
interest to a serious point. 


Suitable for either the novice or ex- 
perienced blending crews, the new 
Du Pont turnover follows the style 
of the National Safety Council’s 
“Safetygraph.” 


E. 1. DU PONT DE NEMOURS & COMPANY I(INC.) 
Petroleum Chemicals Division @ Wilmington 98, Delaware 





Coordinator of Du Pont District Laboratories 


THE PROMOTION of ARTHUR F. BOWE 
to the position of Laboratory Coordi- 
nator was recently announced by the 
Du Pont Petroleum Chemicals Division. 

Since 1949, Bowe has been manager 
of the Division’s Eastern District eae. 
ratory at Wilmington. This laboratory 
serves refineries on the Atlantic sea- 
board of the United States. He had pre- 
viously been acting manager of the 
Gulf Coast District Laboratory at 
Houston, Texas, and supervisor of the 
analytical section of the Du Pont Pe- 
troleum Laboratory. 

Before joining Du Pont in 1947, 
Bowe was with the Cities Service Oil 
Company at East Braintree, Mass. He 
was gra uated, with a B.S, in chemis- 
try, from Tufts College in 1939 and 
during his senior year was a teaching 
assistant in chemistry. 


ARTHUR F. BOWE 





Du Pont Mieteron — 





yer ‘ww 


"Sill a 


An early supplier of Du Pot + was a 
Philadelphia firm that sold kegs to the 
powder mills. The containers were all 
sizes and qualities, causing confusion 
in sales and frequent losses from break- 
age and dampening of the powder. 
Later, Alfred Victor du Pont, son of the 
founder, built his own cooperage shop, 
designed a satisfactory standard keg 
and, thereafter, made the containers on 
the mill premises. 

Today, containers, ranging all the 
way from paper envelopes to the tank 
cars carrying Du Pont’s TEL, rank 
among the most important products 
Du Pont purchases. And Du Pont buys 
from more than 30,000 firms. Petrole- 
um companies, » Suppliers of the petro- 
chcntetlé: ans in making Du Pont 
products, esl Sal up among the firms 
— ~ om Be e largest volume of com- 

ties bought by Du Pont. 


Petroleum ( 


District 
Offices: Houston, Texas 
Los Angeles, Calif. 


New York, N. Y. 








MOVIES AND 
LITERATURE AVAILABLE 


Here is a partial listing of the movies, 
bulletins, reports, booklets and aids 
available to you through the nearest 
Du Pont Petroleum Chemicals Divi- 
sion district office: 
Safety for the Small Refinery — A 42- 
page book on how to set up an ef- 
ctive small refinery safety pro- 
gram. . ‘Serial A-2848 
Stability of Present-Day Gasolines — A 
12-page paper on the value of stor- 
age tests — as compared with induc- 
tion period—for determining stability 
of modern gasolines. Serial A-3199 
Pipeline on Wheels—A 26-minute, full- 
color movie on tank truck safety. 
Suitable for both training and public 
relations purposes. 
Prints of Du Pont films are available to 
oil companies for training and public 
relations purposes. They may be bor- 
rowed or purchased. 


GU PONY 


86. y. 5. Pat OFF 


Better Things for Better Living 
. . through Chemistry 



































Chicago, III. 
Tulsa, Okla. 
Houston, Texas 
El Monte, Calif. 


District 


Wilmington, Del. 
Laboratories: 


IN CANADA: Canadian Industries Limited — Toronto, Ontario — Montreal, Quebec — Calgary, Alberto 
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HOW DO YOU 
RATE 
WITH WOMEN? 


Catch the eye of 
the appearance experts 
with handsome DULUX colors 


No doubt about it, appearances are impor- 
tant to a woman. And you can bet that to- 
day’s women drivers will note the appear- 
ance of your station. Smart, well-groomed 
pumps and buildings can play a big part in 
bringing the ladies, as well as the men, into 
your station . . . and winning their continu- 
ing patronage. 


With competition stiffer than ever, mak- 
ing a good impression on women motorists 
is becoming increasingly important. That’s 
why so many progressive station operators 
are relying on Du Pont DULUX Enamel 
to maintain the good appearance of pumps 
and buildings. They know that durable 
DULUX keeps its gloss and color for months 
. .. resists harm from hard knocks, gas and 
oil spillage and weather exposure . . . bright- 
ens up after every wipe-down. This cuts 
maintenance headaches, maintenance costs. 

So give your station a top appearance 
rating with both men and women. Start using 
DULUX today! E. I. du Pont de Nemours 
& Co. (Inc.), Finishes Div., Wilmington, 
Delaware. 








DULUX 


ENAMEL Tite 


REG. vu. 5. pat. OFF. 
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CHEMICALLY ENGINEERED 
TO DO THE JOB BETTER 
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Ree! 


A scientific interior painting plan is fully de- 
scribed and illustrated in a new book which suggests 
many ways color can be put to werk in your sales 
rooms, rest rooms, etc.—at no extra cost. Send for 
your free copy today! 








New 32-page book shows benefits of 
DU PONT COLOR CONDITIONING. 


ing book. 


Name 


Finishes Division, Dept. NPN-5, Wilmington 98, Delaware 


Please send me, at no cost, the new Du Pont Color Condition 








Firm 





Address 





City and State 
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BE A CHAMPION DEALER / 


AMERICA’S 


RACING 


DEALER’S 


T PAYS! 


NATIONAL PETROLEUM NEWS 





Spark Plug 
(Champion 


. AVOR l TE - « - Because of its outstanding dependability, scores of 


surveys show Champion to be “America’s Favorite” year after year. 











CHAMPION’S FAVORITE. . - Because of its outstanding 


performance, Champion has been the choice of the vast majority of racing 


champions and record holders year after year. 


FA VO RITE - - - Because it eee him the most complete line, the best 


advertised line, and the line with the greatest turnover, volume and profits 


year after year. 


CHAMPION SPARK PLUG COMPANY, TOLEDO 1, OHIO 


MAY 7, 1952 19 








| Prest-o-lite 


NATIONAL PETROLEUM NEWS 












THE ELECTRIC STORAGE BATTERY CAME INTO ITS 
OWN IN 1912 WHEN CADILLAC ADOPTED 

> A GENERATOR-BATTERY SYSTEM FOR 

——S—— + LIGHTING ANO IGNITION. 





CARS TOOAY ARE LOADED WITH ELECTRI- 
CALLY OPERATED ACCESSORIES. BECAUSE 
OF THE CONVENIENCE OF THE SERVICE 
STATION TO THE CUSTOMER, IT HAS BE- 
COME A HIGHLY IMPORTANT OUTLET FOR 
THE SALE OF THESE ACCESSORIES, REPLACE- 
MENT BATTERIES AND OTHER TBA ITEMS. 
COMMERCIAL: IF YOU ARE INTERESTED IN 
CONTACTING THE O1L COMPANIES AND IN- 
DEPENDENT JOBBERS WHO SUPPLY THESE 
SERVICE STATIONS ONE SURE WAY TO 00 
fT tS THROUGH WAT/ONAL PETROLEUM WEWS. 





TOP HEADACHE FOR MOTOR- 
ISTS IN 1950 WAS BAT- 
TERY FAILURES... 10,830,000 IN NUMBER. 
_¢ — APPROXIMATELY 25,000,000 BATTERIES WILL BE 
* S/S) aq) $000 #4 1952. 17 Is ESTIMATED OVER HALF OF 





ie THESE WILL BE SOLD THROUGH SERVICE STATIONS. 
sud) 
, 
—_— 
R.L. (608) SOMMERVILLE, 
ASSISTANT GENERAL SALES 
TBA ITEMS REPRESENT MORE THAN ONE-FIFTH MANAGER, ELECTRIC STOR- 


OF THE GROSS SALES 
OF & TYPICAL SERVICE 
STATION, NATIONAL 
PETROLEUM NEWS IS 
THE PUBLICATION 

THAT CAPTURES THE 
AUDIENCE OF INOE- 
PENDENT OIL VOB - 


AGE BATTERY COMPANY, 

PHILADELPHIA SAYS: 
“EXIDE USES NATIONAL 

NEWS AS 

A MEANS OF CONTACT- 
ING MAJOR O1L COMP- 
ANIES ANO INOEPEN- 
DENT JOBBERS. THRO- 





BERS AND MAJOR UGH IT'S ADVERTISING 
= aay smyand tad PAGES WE ARE MAKING 


A STRONG BIO TO GET OUR 

Anke ' FULL SHARE OF THE REPLACEMENT 
ae y : BATTERY MARKET SOLD THROUGH 
THE NATION'S MORE THAN 200,000 Service 
STATION'S THIS YEAR.” 
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1213 WEST THIRD ST. *® CLEVELAND, OHIO 
OFFICES: IN NEW YORK + CHICAGO «+ PHILADELPHIA + HOUSTON + LOS ANGELES 
*®T BA iS THE OIL INDUSTRY'S DESIGNATION FOR TIRES, BATTERIES AND ACCESSORIES 
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Purolator co-operation doesn’t stop with the 
sale of the filter! No, sir! 


(1) Purolator’s forceful national advertising pro- 
gram works day and night, gaining wider and 
wider acceptance for the Purolator* Micronic 
Oil Filter with both station and motorist. 


(2) Purolator’s experienced field force helps 
dealers sell every T.B.A. item stocked—not just 
filters. Competent advice and proved selling 
suggestions are available to dealers. 


(3) Purolator helps build oil sales. Every refill 
sold means an extra quart of oil sold. And every 
oil change means the chance to sell a new 
Purolator Micronic* Refill. 


So—make sure your dealers do three things: 
(1) Stock to sell every car that calls; (2) 
Check the filter when they change the oil; 
(3) Use Purolator tie-in material. You'll find 
all this pays—all ways! 


*Reg. U.S. Pat. Of. 


NOW ... WITH THE NEW DIRT-CHECK WINDOWS 


AAynolator 
On ane, 


Easy to SEE 
Easy to SELL! 


<— sohiaaelaaihagteiaoaiens 


ee 2 ae 
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RALPH HENTGES 
Independent Oil Company 
Canby, Minnesota 


PUROLATOR 
MICRONIC OIL FILTER 
§) 


PUROLATOR PRODUCTS, INC. RAHWAY, NEW JERSEY, AND TORONTO, ONTARIO, CANADA 


= 
« 











Another “Safety” First by 


PENNSYLVANIA 







THE GREAT ALL-NEW 





CUSHION @ TIRE 


a-tohatlalale mm > <alerina- 


Pennsylvania is first again, this time with the great new, 
modern-design Aerolux Tire featuring exclusive Flexo- 
matic Action. Result of a new bead tie-in construction 
method, Flexomatic Action increases the sidewall flexline 
by a full 35% . . . provides safer, softer, cooler running 
plus plenty of extra miles. For bigger profits from 


faster sales, put your name on the line . . . the one and ¢ 
only quality Pennsylvania Tire line. Waite Today 


1 Pennsylvania Rubber Company, 
; Mansfield, Ohio 










Please send me full facts on the new Aerolux Tire with 


*}] MADE BY THE MAKERS Flexomatic Action. 


OF THE FAMED 


| Sileit Vacuum Cup Tine 








Name 









: Address 








PENNSYLVANIA RUBBER COMPANY H 


Mansfield i) Ohio 
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BLOCKADE—Pickets prevent movement into and out of Sinclair's East Chicago refinery 


Strikes Choke Off Third of Oil Supply 


The long-threatened oil strike, with 
its paralyzing impact on the na- 
tion’s economy, is now a reality. 

One third of U.S. refining capacity 
is shut down. And no important 
settlements are reported near. 


The strikes came April 30, when 
the combined labor unions finally 
went through with their walkout 
threat, after last-minute negotiations 
failed to bring settlement. 

There are no shortages yet, but 
time is running out. If the strikes 
are still on a week from now, some 
areas will be scratching for oil prod- 
ucts. Another two weeks would 
mean real trouble. 

At present, oil company-union talks 
are continuing on a local basis. Some 
settlements have been made, but none 
at refineries that would set a “pat- 
tern” for the industry. The solid 
union front is serving to block local 
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settlements not acceptable to lead- 
ers of the combined unions. 

WSB Asks Meeting—Apparently in 
an effort to avoid dumping the oil 
strikes into the lap of the President, 
Wage Stabilization Board has asked 
oil companies and unions to come to 
Washington for a meeting Tuesday, 
May 13. 

WSB asked also that the unions re- 
turn to work immediately while con- 
tinuing negotiation efforts. 

Officially, WSB said the meeting 
was being called to get a report from 
each party on the status of wage 
negotiations. 

Unofficially, there was speculation 
that the meeting was to be used as 
an opportunity to bring the “top 
brass” of each side together for a 
showdown on settlement possibilities. 

Giving substance to this specula- 
tion was the fact that Federal Media- 


tion and Conciliation Service has com- 
plained that its local mediators have 
been able to make little headway in 
negotiations, because company repre- 
sentatives or labor representatives, or 
both, at many of the local meetings 
do not have authority to negotiate 
final settlement terms. FMCS indi- 
cated this was particularly true of 
unions. Clearance by “united front” 
was necessary in each case. FMCS 
pointed to the proposed settlement at 
Sugar Creek, Mo., which failed be- 
cause top union leaders refused to 
approve the agreement which had 
been reached in local negotiations. 


It had been generally expected that 
Wage Stabilization Board would refer 
the strikes back to the White House, 
but apparently WSB decided that the 
impact of the strikes was not too 
grave at the moment and that it 
still had time to try once again to 
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PARADE OF PICKETS halts operations at the Linden, N. J., refinery of Cities Service 


bring about a settlement. Too, it was 
learned that WSB became a little 
more hopeful of settlements after it 
learned this week that O. A. Knight, 
president of the Oil Workers Inter- 
national Union (CIO), had said his 
unions would be willing to accept an 
offer of 18.5c per hour increase. 

(Although there had been reports 
that the unions were hinting they 
might settle for around 18c, Mr. 
Knight’s public statement was the 
first official announcement of this 
new stand. Originally, the unions had 
demanded 25c, but finally began to 
reduce their demands. First they 
dropped to 22c, then to 20c and finally 
to 18.5c.) 

As for the motor vehicle fuel sup- 
ply, few experts expected a major 
crisis soon even should the strike con- 
tinue for several weeks, although ob- 
viously it would put a strain on sup- 
ply and some temporary shortages 
would develop in some areas. Already, 
with the strike nearing the end of its 
first week, there were some dry gaso- 
line pumps and some localities where 
gasoline was a little hard to get (for 
details see p. 29). 

The first force of the strike impact 
hit aviation gasoline, where supply 
has had such a thin edge over demand 
that shutdowns immediately made use 
restrictions necessary, and Petroleum 
Administration for Defense promptly 
issued orders aimed at conserving 
the short supply. 

Agreement Hopes Die — About the 
wage fight itself, the past week was 
a hectic one with some actual set- 
tlements (which had little effect on 
the over-all picture) and some “al- 
most” settlements which might well 
have set a general pattern had they 
jelled. 

It looked for a time that a major 
settlement was going to be reached 
the very first day of the strike— 
April 30. 

Federal Mediation and Conciliation 
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Service reported enthusiastically at 
mid-afternoon on that day that an 
agreement had been reached between 
the big Standard Oil Co. (Indiana) 
refinery at Sugar Creek, Mo., and 
Central States Petroleum Union Local 
101. 


It was big news because CSPU 
is the bellwether of the independent 
unions of the “united front,’”’ second 
in importance only to Oil Workers 
International Union itself. 


There was high excitement at 
FMCS, for the mediators were sure 
this settlement would break the ice 
and that other important settlements 
would be reached quickly. 


However, the fly soon was in the 
ointment. J. J. McKenna, head of the 
independent union faction, heard of 
the announcement and flew into a 
rage. After a quick telephone talk 
with O. A. Knight, OWIU president, 
he decided to try to block the an- 
nounced settlement. 


There were conflicting reports over 
whether the Sugar Creek local had 
ratified the agreement reached by its 
committee. But there was no doubt 
about the fact that the local had 
a meeting that night and, apparently 
after some talking to by top union of- 
ficials, voted against accepting the 
settlement terms. 


This development blasted the bright 
hopes for a quick settlement. In sev- 
eral areas where it had appeared that 
settlement was close, the companies 
and unions veered away, and the rift 
was widened. 

By the end of the week, federal 
mediators felt pretty hopeless about 
it all and Clyde Mills, assistant FMCS 
director, told the Wage Stabilization 
Board so. That set the stage for 
WSB to discuss sending the entire 
strike matter back to the White 
House, since WSB itself had given 
up long ago when its efforts to hold 


panel hearings on wage disputes failed 
at St. Louis. 

The terms of the Sugar Creek 
settlement were to have been a 15c 
an hour wage increase effective May 
1, and a retroactive pay settlement 
of 4.2% covering the period from 
Nov. 15 to May 1. In addition, shift 
differentials were to have been in- 
creased to 6c and 12c beginning May 
1. The contract was to have been for 
one year, with the unions being given 
the right to reopen the contract one 
time during the year for wage ne- 
gotiations. 

While this was going on, Shell Oil 
Co. and OWIU also were reported 
very near to a contract signing stage, 
and for a time it appeared that a 
settlement would soon be reached. 
But the blow-up of the Sugar Creek 
settlement, plus some other conflict- 
ing reports, chilled the pleasant at- 
mosphere, and negotiations petered 
out. They were resumed later, but 
didn’t seem to be as close to a settle- 
ment as they once had been. 


Unions Lower Demands — Even 
though the general deadlock contin- 
ued, some progress was made during 
the week. 

The companies were around the 15c 
mark, but there didn’t seem to be any 





How Strike Stands 


The oil strike situation in a 
nutshell. 

Shut Down — 55 refineries 
with 2,500,000 b/d capacity— 
about 35% of U. S. total. Also 
some terminal, marketing and 
production operations. 

Length of Strikes—-One week 
in most cases (at NPN press 
time). 

Cause of Strikes—Wage hike 
demands of “united front” 
unions. 

Settlements So Far — Four, 
none important enough to set 
industry “pattern.” 

Negotiations —- Outlook is 
gloomy. Union demands down 
from 25c per hour to about 
18.5c. Some oil company offers 
up to about 15c. 

Government Action — WSB 
has asked companies and unions 
to meet in Washington May 13 
to discuss negotiations. 

Effect on Supply — Detroit 
and Chicago in gasoline trouble. 
No shortages yet, with most of 
country able to last several 
weeks. 

Supply Restrictions —- PAD 
has limited oil product inven- 
tories in all except five Western 
states. Avgas use cut 30%. No 
rationing planned yet. 
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Price Lid Tight—OPS 


WASHINGTON—A top Of- 
fice of Price Stabilization offi- 
cial has emphatically ruled out 
any price increase for the oil 
industry based on any wage 
hikes that result from negoti- 
ations. 

Asked if OPS would consider 
any request for a price increase 
on that basis, Assistant Price 
Stabilizer Edward F. Phelps, 
Jr., replied: 

“We will not. We will apply 
the same standards to the oil 
industry as we do to steel.” 

The OPS policy with the steel 
industry is to allow something 
around a $3 per ton price in- 
crease under the Capehart 
Amendment to the Defense 
Production Act, but no boost as 
a result of wage raises. 

Thus, oil companies will have 
to absorb any wage increases 
they may grant as result of 
negotiations. 

Furthermore, Mr; Phelps has 
made it clear he does not think 
oil companies can qualify for 
any increases under the Cape- 
hart Amendment. 











indication they were going to go any 
higher. So, at the moment, some- 
thing like a 3c gap exists, and fed- 
eral mediators are finding that gap 
a hard one to get across. 

Mr. Knight’s remarks about 18.5c 
came after a rival union, the Inde- 
pendent Union of Petroleum Workers, 
had settled with Standard Oil of Cal- 
ifornia for an 18.5c “package.” 


Mr. Knight made it clear that 
IUPW “has never been and is not 
now” a part of the “united front,” but 
he did admit TUPW got a satisfactory 
settlement. 

The IUPW agreement was being 
ratified by its locals at press time. 

Agreements Reached—Other set- 
tlements during the week included 
these: 

1. OWIU signed with Farmers Un- 
ion Central Exchange, Inc., at Laurel, 
Mont., to end the strike there. Cen- 
tral Exchange operates a 10,000 b/d 
refinery and has about 130 union em- 
ployes. The agreement calls for an 
18c wage increase and shift differ- 
entials of 6c and 12c, plus a lump 
sum of $100 to cover retroactivity. 
It was the first OWIU union to sign 
but Mr. Knight said it wasn’t a “pat- 
tern.” 

2. OWIU also signed with Jenney 
Manufacturing Co., a large Independ- 
ent New England distributor, for a 
15-21c wage increase, but once again 
OWIU headquarters said this was 
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not to be taken as a pattern, since 
the Jenney local “was never in the 
primary wage fight.” 

3. Local 351, International Union 
of Operating Engineers (AFL) rep- 
resenting about 3,000 Phillips em- 
ployes in the Texas Panhandle, set- 
tled for wage increases of 15c retro- 
active to Oct. 1 and an increase 
of shift differentials to 6c and 12c. 
Since this local was not a part of 
the “united front,” it held little major 
significance. 

Shortly after the strikes got under 
way, PAD released its estimate of the 
extent of the strike. 

At that time, PAD said, 46 refin- 
eries were being shut down. Their 
combined capacity was estimated at 
about 2.2 million b/d, meaning that 
about 30% of the nation’s production 
was being lost. 

The Strike Blow—The heaviest im- 
pact was in the Gulf Coast and Chi- 
cago areas, where the shutdowns af- 
fected a high percentage of the total 
facilities. At Chicago, for example, 
daily refining capacity shrunk from 
a normal of 475,000 b/d to about 55,- 
000 b/d. 

PAD’s summary of the situation 
included the opinion that over-all it 
appears the strike “will not be im- 
mediately fatal to petroleum supply, 
although it will present many vex- 
ing problems.” 

By the first part of this week, Na- 
TIONAL PETROLEUM NEWS’ box score 
on strike shows that 56 refiner- 
ies have now been shut down. (For 
area-by-area listing of struck com- 
panies see p. 29. 

While there were some signs of 
jitters among the general public over 
the possibility of automobile gasoline 


shortage, PAD officials said flatly 
that no form of rationing was yet 
being considered and continued to 
maintain that most normal require- 
ments could ye met for some time yet. 

As for aviation gasoline, however, 
the picture was different. The mili- 
tary first announced a 30% cut in 
avgas ases outside the Korean the- 
atre, and PAD followed quickly by 
setting similar restrictions on civilian 
avgas cosumption. 

Inventories Limited —- PAD also 
placed a 10-day inventory limit on 
oil products in effect on May 1, cov- 
ering 17 eastern states and District 
of Columbia. On May 6 the order was 
amended to apply to all states ex- 
cept District 5—Washington, Oregon, 
California, Nevada and Arizona. 

Move was made to forestall possible 
oil product shortages as a result of 
the strike. Order prohibited truck and 
rail deliveries to resellers or large 
consumers having more than a 10- 
day inventory, except public utilities 
where a 15-day inventory is allowed 
before cutoff. 

Gasoline, kerosine, home heating 
oils, Diesel and residual fuel oil are 
covered by the order. 

The restriction does not apply to re- 
sellers handling products from their 
own manufacturing facilities or re- 
receiving shipments via tanker, barge 
or pipe line. 

Exempted from the order are de- 
liveries to home heating installations 
and tanks forming “an integral part” 
of automotive equipment such as 
cars, buses, tractors, trucks, etc. 

Those persons covered by the or- 
der who do not have more than 10 
days’ supply are permitted to accept 





INDEPENDENT UNION of Indiana Standard pickets entrance to industrial relations 
division offices 
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deliveries in usual quantities even 
though they may have more than 
10 days’ supply after delivery. 

The regulations do not prohibit 
placing orders for products. Appeals 
may be made to PAD for adjustment 
or exemption on hardship cases. 

The PAD order also prohibits ex- 
ports to all countries except Canada 
and except from states of Washing- 
ton, Oregon and California. Military, 
Atomic Energy Commission and Na- 
tonal Shipping Authority are exclud- 
ed from the order. 

Congress Critical—On Capito] Hill, 
a number of Congressmen were view- 
ing the oil strike with increasing 
alarm and were loosing shafts of criti- 
cism at President Truman for his 
failure to use the Taft-Hartley law 
before the strikes ever began. That, 
they pointed out, would have fore- 
stalled the strikes. 

Senator Schoeppel (R., Kans.) was 
one of the top critics, claiming that 
the strike could have been avoided 
“if there had been a desire to do so 
on the part of the executive depart- 
ment of the government.” 

Some congressmen from the na- 
tion’s farm states also pointed out 
that the strike might endanger farm 
operations at a critical time in spring 
plowing and planting. Idle tractors 
now, they warned, would mean emp- 
ty granaries next fall. 

Many major cities were holding or 
planning meetings to discuss the sit- 
uation in their particular area to 
determine if possible how long it 
would be before shortage of petroleum 
products might begin crippling their 
entire transportation systems. 


kes es 


STOCKHOLDER and wife tell.pickets they have constitutional right to attend sched- 


Dealers Warned Against Filling Unsafe Containers 


Stations throughout the country 
should take extra precautions against 
fire during any strike-born scare buy- 
ing. 

This is the warning of Robert S. 
Moulton, technical secretary of Na- 
tional Fire Protection Assn. He 
points out there is “a lot of legisla- 
tion—state and _  local—prohibiting 
gasoline sales except into tanks of 
cars or into safety cans.” 

Strongly advising against filling 
bottles and leaky cans for motorists 
seeking reserve fuel supplies, Mr. 
Moulton noted a seller could well be 
sued if he filled an unsafe container 
and fire resulted. He added custo- 
mers should be reminded that many 
fire departments require permits for 
storage of more than five gals. of 
gasoline on home property. Some 
departments have a one-gal. limit. 


In Chicago, the Fire Prevention 
Bureau also is warning dealers not 
to violate state and city laws by fill- 
ing open gasoline containers and 
other illegal types. 

Frank J. Prindiville, chief fire pre- 
vention engineer for Chicago, said 
word is going out to dealers through 
the co-operation of Gasoline Retail- 
ers Assn. of Metropolitan Chicago. 

According to Mr. Prindiville, city 
codes permit a maximum 10 gals. 
of gasoline to be stored in a brick 
building in 10 approved type 1-gal. 
containers, and only 5 gals, in similar 
containers in a frame building. 

Meanwhile,, Indiana Standard has 
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uled annual meeting of Indiana Standard at Hammond, Ind., May 1. The meeting was 
adjourned until later because entrances were blocked by strikers 











issued warning to dealers advising 
against “filling odd cans, barrels, 
etc.” with gasoline. 


And Shell Oil Co. has given this 
advice to its dealers in the company 
publication Shell Progress. “Never 
place gasoline in glass containers. 
They are too easily broken. Use 
only safety containers with tight- 
fitting covers. The container should 
be painted red, and should be clearly 
marked to indicate that it contains 
gasoline.”’ 


Oil Marketing Equipment 
Not Hurt by Steel Strike 


The short-lived steel strike will 
have little effect on supplies of oil 
marketing equipment, according to 
an NPN spot check of manufacturers. 
Unless a new strike develops, rela- 
tively minor delivery delays in some 
products will be the most serious re- 
sult of the steel workers’ walkout. 
This was the opinion of all companies 
contacted. 


Two large fabricators of storage 
tanks said their supplies of some 
sizes, thicknesses and forms of steel 
are short. But they were not forced 
to lay any men off. Another com- 
pany, a maker of consumer tanks, 
said it has a good inventory, and 
that the short strike would cause lit- 
tle trouble. 

A manufacturer of ‘oil transport 
trailers reported the strike would 
have had to last until May 15 to af- 
fect deliveries. And a fabricator of 
truck tanks and transport tanks 
stated the short strike would have 
“no appreciable effect” on its ability 
to supply customers. The company 
carries a “sizable working inventory 
of steel and tanks. However, it noted 
that possibly its “low priority” proj- 
ects would be delayed by the steel 
cutoff. As for transport tractors, a 
manufacturer said its output would 
have been “all right” even if the 
strike had lasted 30 days. 


Oil meter supply of a large manu- 
facturer was reported more than ade- 
quate, with the company carrying a 
three-month inventory of meters for 
Service stations, bulk plants and 
trucks. 

A station lift manufacturer said 
the strike will have “no immediate 
effect” on its output, although it 
admitted the possibility that disrup- 
tion of steel mill schedules might 
cause inconvenience. The company 
would not have been forced to lay 
off workers unless the strike had 
lasted into June. 


Oil equipment jobbers, with gen- 
erally good inventories, are not ex- 
pected to feel a supply pinch. 


NATIONAL PETROLEUM NEWS 











THE WEEK‘’S OtlL NEWS 











Detroit, Chicago First to Feel Pinch 


As Oil Strike Casts Shortage Shadow 


Time was running out fast—along 
with oil product supplies—in some 
U. S. cities at NPN press time. Un- 
less oil strikes are settled within 
the next week, shortages may start 
to spread. So far, Detroit and Chi- 
cago, are the only cities having 
trouble, mainly with gasoline. 

This is shown by an NPN survey 
of the local supply situation, exclud- 
ing the Far West, where there are 
few strikes. In most areas there 
has been little real pinch, although 
here and there distribution problems 
have caused brief spot shortages. 

Most cross-country truck and bus 
operators report their supply situa- 
tion is not acute. But American 
Trucking Assns., Inc., was quick to 
warn that a prolonged strike would 
“have effects more far-reaching and 
serious than even a steel or rail 
strike” on the nation’s economy. 

An ATA official said the motor 
transport situation is not yet serious, 


and that the critical point is not 
expected “for a few days—-maybe 
longer,” although some isolated lo- 


calities may be feeling effects al- 
ready. 

But to illustrate the factors in- 
volved in any prolonged oil strike, 
he pointed out that 97% of all milk 
produced in the U. S. is carried from 
origin to consumer via motor trans- 
port, and that 25,000 communities in 
the country are entirely dependent on 
trucking for the necessities of life. 

Interstate Commerce Commission is 
starting an investigation to find out 
what truckers would need emergency 
supplies if strikes continue. 

Bruce K. Brown, deputy PAD, re- 
ports most railroads have a 45-day 
supply of Diesel fuel. New York Cen- 
tral states its supply will last 30 
days, and that if necessary it can 
shift to coal-burning locomotives. 

Following is a summary of NPN's 
local supply survey: 


Midwest 


Except for Detroit and Chicago, 
the local oil supply situation in the 
Midwest is generally good, according 


ter- 
minals and jobbers in southern Iili- 


to NPN checks with supplier 


nois; Minneapolis; Madison, Wis.; 
Fargo, N. Dak.; Huron, S. Dak.; 
Omaha; Des Moines; St. Louis; Wich- 
ita, Kans.; and South Bend, Ind. 


Worst spot in Midwest appeared 
to be Detroit, where at least 60% 
of the service stations in the metro- 
politan area were reported out of 
gasoline by Sunday night, with no 
prospects of immediate refills. Sev- 
eral terminals of large oil companies 
in the Detroit area also were re- 
ported out of gasoline. The Detroit 
problem developed quickly following 
the halt of truck shipments from 
Toledo refineries, plus picketing of 
the River Rouge terminals of big 
suppliers. Public transportation has 
not yet been curtailed. 


In Chicago, unions have been pick- 
eting several refinery bulk plants, 
even though plants are out, or nearly 
out, of product. Stations had no big 
runs last weekend, but were selling 
gasoline in two-and three-gal. 
amounts to motorists trying to keep 
tanks full. Consensus of refiners was 
that real pinch at Chicago stations 
would come May 7, by which time 
supplies would be very short, and 
motorists would be returning for re- 





These Oil Plants Are Hit By Strikes 


CLEVELAND—About 35% 


Refineries 
Gulf Coast 


Company and Location 
American Liberty—Mt 
Atiantic—Port Arthur 
Crown Centra!l—Houston 
Gulf Oil—Port Arthur 
Gulf Oil—Fort Worth . 
Magnolia—Beaumont 
Magnolia—Fort Worth 
Pan American—Texas City 
Pure Oil—Smiths Bluff, Tex. 

Republic Oil—Texas City . 

Shell Oil—Houston .... 
Sinclair—Houston a ; 
Sinclair—Corpus Christi <a 

Taylor Refining—Corpus Christi ke 
The Texas Co.-—Port Arthur 

The Texas Co.—Port Neches (asphalt) 


Midwestern 
Cities Service—East “pt eas 
Globe Oil—Lemont, Ill. .. 
Gulf Oil—Toledo, Ohio e 
Phillips Chemical— Kansas city, Kans. ‘ 
Pure Oil—Toledo, Ohio ... “ ie 
Rock Island—Zionsville, Ind. 
Sinclair—East Chicago 
*Socony-Vacuum—tTrenton, 
Socony-Vacuum—East St. Louis, Ill. 
Socony-Vacuum—Augusta, Kans. 
Standard (Indiana)—Whiting, Ind. .. 
Standard (Indiana)—-Wood River, III. 
Standard (Indiana)—-Sugar Creek, Mo. 
Standard (Ohio)—Cleveland (No. 1) 
Standard (Ohio)—Cleveland (No. 2— 
Standard (Ohio)—Toledo ...... 
Skelly Oil—El Dorado, Kans. 
The Texas Co.—Lockport, Ill. 
The Texas Co.—Lawrenceville, Ill. 
Mid-Continent 
Cities Service—Ponca City . 
Phillips Chemical—Kansas City, Kans. 
Deep Rock—Cushing, Okla. .. 


Pleasant, Tex. 


Mich. 
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of total U.S. refining ca- 
pacity is represented in the following list of 56 strike- 
bound refineries compiled by NPN. Struck facilities are 
given by areas in which refineries are located, followed 
by a list of other installations hit by strikes. 


Johnson Oil 


Cleveland, Okla. .. 6.000 
Pan-Am Southern—El Dorado, Ark 


32.000 


The Texas Co.—-Tulsa ..... 35,000 

Tide Water—Drumright, Okla 12,000 
East Coast 

Cities Service—Linden, N. J 15,000 





—tubes) 


Cities Service—Camden, N. J. (lubes) 
Elk Refining—Falling Rock, W. Va 1,000 
Pure Oil-—-Cabin Creek, W. Va. . 450 
Sinclair—Marcus Hook, Pa. .. 100, 000 
Sinclair—Wellsville, N, Y. (lubes) 10,000 
. Rocky Mountain 
a Bay Petroleum—Denver .... ° 6,000 
Continental—Denver ..... . - » 8,600 
15,000 Phillips—Wood Cross, Utah . 10,000 
55,000 Sinclair—Sinclair, Wyo, . 7 . * ; 17,500 
32,500 The Texas Co.—Casper, Wyo. . 10,000 
240,000 **Utah Oil Refining—Salt Lake City 27,000 
aan aan Pacific Northwest 
12 000 Phillips Chemical—Great Falls, Mont 2,800 
130,000 Phillips Chemical—Spokane, Wash. 5,000 
65,000 
40,000 Other Installations 
125,000 
90,000 Company and Location Type of facility 
31,000 American Oil—Carteret, N. J Terminal & marketing 
30,000 American Oil—Boston .. Terminal & marketing 
190,000 American Oil—Rosslyn, Va. . Terminal 
40,000 Cities Service—Petty’s Island, N. J Terminal 
Cities Service—East Braintree, Mass. Termina! & marketing 
35,000 Cities Service—Great Bend, Kans. Production & marketing 
40,000 Cities Service—El Dorado, Kans Pipe line & production 
40,000 Cities Service—Russell, Kans. Production 
58,000 East Texas Salt Water 
30,000 Disposal Co,—Kilgore, Tex. . Plant 
12,000 General American—Chicago . . .. Terminal 
95,000 Gulf Oil—River Rouge, Mich . wae se kee Terminal! 
30,00u ***Panhandle Eastern—Okla. to Detroit .. ..Gas transmission 
30,000 Pure Oil—Chicago ...... j a 4 Terminal 
27,000 Pure Oil—Midland, Mich. Production 
195,000 Pure Oil—Dawes, W. Va. Production 
45,000 Sinclair—Harvey, Il. .. Laboratories 
39,000 Socony-Vacuum—St. Louis Terminal! 
42,500 Shell—River Rouge, Mich. Terminal 
4 Skids Shell—East Chicago .... ‘ Terminal 
21,000 Standard (Indiana )—River ‘Rouge, Mich. .......Terminal 
40,000 The Texas Co.—River Rouge, Mich. ..... . .Terminal 
60,000 AST a 
30,000 
* Trenton plant closed by picketing in marketing operations union 
15,000 strike. 
58.000 ** Strike effective April 24; not authorized by OWIU international 
18,000 *** Line struck but facilities reported operating. 
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fills. Many stations are being sup- 
plied on day-to-day basis. 

Chicago Transit Authority has cut 
city bus service during rush hours 
10%. The Authority said this would 
leave enough fuel for seven days’ 
operation of essential routes. Mean- 
while, Chicago city officials are meet- 
ing with unions to arrange emergen- 
cy shipments of gasoline to essential 
users. 

In Cleveland, there is enough gaso- 
line and Diesel fuel on hand for the 
next week, several majors reported. 
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So far, the problem is more one of 
distribution than supply, with spot 
shortages resulting from scare buy- 
ing at a few stations. Cleveland 
Transit System is meeting full needs 
of its busses, for both gasoline and 
Diesel fuel, and has not cut sched- 
ules. The city’s taxis are not worrying 
for the present, since they are largely 
supplied by sources unaffected by 
strikes. 


Minneapolis appeared in excellent 
condition unless secondary boycotts 
develop. One source said the Twin 
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Cities could operate under present 
conditions for at least another four 
weeks. 

At Milwaukee, with settling of the 
for-hire petroleum drivers’ strike 
(thus opening Jones Island to trans- 
ports), gasoline supply is reported 
adequate to meet normal demand for 
25-30 days. Motorists are not jam- 
ming service stations, although there 
is a tendency for car owners to keep 
tanks full. 

That is the situation generally at 
other Midwest points. None reported 
runs on stations, and supplies at pres- 
ent are in good shape. But this could 
be changed by secondary boycotting, 
industry sources said. 


East Coast 


Supply in the East is holding up 
well, with no threat of early short- 
ages reported. 

For example, pipe lines into Pitts- 
burgh area are delivering at capac- 
ity. However, inquiries for gasoline 
are reported from distant points, with 
one refiner saying he had a call from 
a Chicago buyer wanting eight cars 
for immediate shipment—delivered 
cost no object. 

In Washington, D. C., the Dis- 
trict of Columbia Emergency Com- 
mittee has reported no immediate 
gasoline shortage threat. Following 
a meeting with distributors and deal- 
ers, Chairman J. Thomas Kennedy 
summed up: “The situation has not 
crystallized sufficiently yet to affect 
Washington.” The committee will 
meet again next week if the strike 
continues. 

In North Carolina, W. A. Parker, 
executive secretary of North Carolina 
Oil Jobbers Assn., has reported no 
supply troubles as a result of oil 
strikes. He said the only noticeable 
reaction was on the part of motorists 
who normally would make five- or 
six-gallon purchases of gasoline, and 
who now are filling tanks when they 
buy. 


Gulf Coast 


Most Gulf Coast marketers do not 
fear service station shortages for at 
least three weeks. Several refineries 
are still operating, and supplies were 
in good shape at the start of the 
strike. However, marketers conceded 
spot shortages may develop if the 
public starts making “runs” on sta- 
tions. 

In North and West Texas and Ok- 
lahoma, gasoline is very tight in 
some places, with scare buying “pret- 
ty bad.” One Oklahoma refiner pre- 
dicts a bad gasoline shortage in Ok- 
lahoma City if strikes last another 
week. 

No stations in the Mid-Continent— 
Gulf Coast area are reported closed 
for lack of gasoline so far, and oil 
jobbers generally are still getting 
product. Local rationing has not ap- 
peared. 
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(Issued Apr, 29-May 5, inclusive) 

This description of ofl defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service, pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 


ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 


Price Stabilization. 


List of Orders 


PAD—Petroleum Administration for Defense 
PAD Order No. 5, Inventories of petroleum 

products. 

PAD Order No. 6, Aviation gasoline. 

SSB—Salary Stabilization Board 
GSSR 6, Pension and profit sharing plans. 
SPR 2, Enforcement procedures, 
GSO 12, New profit-sharing 

bonuses. 

OPS—Office of Price Stabilization 
PPR 1, Rev. 2, General price procedures. 
GCPR, SR 57, Amdt. 2, GR-S type of syn- 

thetic rubber. 

NPA—National Production Authority 
M-75, Revocation, Steel Shipping Drums. 


What Orders Do 
Petroleum Administration for Defense 


INVENTORIES OF CERTAIN PETROLEUM 
PRODUCTS—PAD Order No. 5, effective May 
1, places limitations on deliveries of petroleum 
products to certain resellers and consumers in 
17 eastern states and the District of Columbia. 
Order also limits exporting of products. 

LIMITATIONS ON AVIATION GASOLINE— 
PAD Order No. 6, effective May 6, establishes 
a limitation on deliveries of aviation gasoline 
to carriers and noncarriers and prohibits the 
exportation of aviation gasoline to foreign 
countries without permission of PAD. 


Salary Stabilization Board 


PENSION PLANS, DEFERRED PROFIT- 
SHARING AND STOCK BONUS PLANS — 
GSSR 6 defines conditions under which pension, 
retirement annuity, deferred profit-sharing or 
stock bonus plans may be put into effect or 
amended without prior approval. 

ENFORCEMENT OF SALARY REGULA- 
TIONS—Salary Procedural Regulation 2 sets 
forth the: procedures with respect to the en- 
forcement of salary regulations issued by the 
SSB and determinations of the Office of Salary 
Stabilization. 

NEW PROFIT-SHARING AND OTHER 
BONUSES—GSO 12 establishes a basis for 
payment of bonuses by employers who did not 
pay bonuses during the calendar years from 
1946 to 1950. 


Office of Price Stabilization 


GENERAL PRICE PROCEDURES—PPR 1, 
Rev. 2, effective Apr. 28, brings the regulation 
up-to-date and clarifies certain procedures, 

SYNTHETIC RUBBER — GCPR, SR 57, 
Amdt. 2, effective May 6, reduces ceiling prices 
on GR-S synthetic rubber sold by the RFC 
and distributors. 


National Production Authority 


STEEL SHIPPING DRUMS—Revocation of 


and other 


NPA Order M-75, effective Apr. 29, 1952, 
places steel shipping drums under provisions 
of NPA Reg. 1. 


U. S., Venezuela Still Talk 


CARACAS—(Reuters)—U. 8S. and 
Venezuelan trade discussions which 
have been in progress here for the 
last two weeks now are approaching 
their most difficult stage, it was 
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Defense Orders for the Oil Industry 


learned from usually well informed 
sources. 

Observers listed several points on 
which they said conferences are turn- 
ing, including: 

1. Venezuela’s desire for formal 
agreement by U. S. to provide a mar- 
ket for all oil imports from Vene- 
zuela. 


2. Requests by U. S. for stable oil 
Venezuela in exchange 


supplies from 






_ Whether for your use or the use of your 
customers, you'll appreciate the many fine 
features of the Tokheim double-action pump. 


It operates with a single sturdy diaphragm; 
yet it pumps on back and forward strokes, 
providing continuous flow with minimum 
effort. High suction efficiency. Self-priming. 
All-round reliability. Available in several 
models — with hose or spout outlet — for 
drums or underground tanks. Call your 
Tokheim man today, or write factory for 
literature showing all models. 


OKHEIM 


for U. S. preferential tariff treatment 
of Venezuelan oil—treatment which 
Venezuelans insist upon. 


Esso Gets New Director 


NEW YORK—Courtney C. Brown, 
assistant to the chairman and eco- 
nomic advisor of New Jersey Stand- 
ard, has been elected a member of 
the board of directors of Esso Stand- 
ard, and as such will be the first 
Esso director to have direct respon- 
sibilities in the Jersey company. 
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Tanker Rate Puzzle Delays Increase 
In Heating Oil Prices on East Coast 


WASHINGTON —- Frustrating de- 
lays that have dogged progress of the 
Office of Price Stabilization’s efforts 
to settle the East Coast heating oils 
price “squeeze” situation continued 
this week to postpone clearance of a 
draft by the OPS Petroleum Branch. 

The branch had set itself a May 1 
deadline for sending the proposed 
pricing change to the Clearance Com- 
mittee, but fell behind, chiefly over 
what weight to allow for the tanker 
transportation factor in the new 
formula. 


At NPN press time, there was no 
definite, clear-cut decision on what 
the total increase will be. It has 
ranged, during the week of discus- 
sions, from a 1.32c per gal. increase 
for tank car sales at New York, down 
to less than Ic. 

It was definitely understood that 
the proposed 0.2c per gal. boost for 
terminalling has been stricken from 
the proposal with little chance of be- 
ing re-inserted. 

That would be a blow to some quar- 
ters of industry opinion which have 
urged such an increase in order to 
promote more storage construction. 
However, some OPS officials report- 
edly feel that a sufficiently large 
over-all increase might induce the 
suppliers to. widen the present mar- 
gins and thereby accomplish the same 
results. 

Furthermore, there was also a feel- 
ing that the terminalling factor 
should be reviewed simultaneously 
with future OPS consideration of the 
distributors’ problems on the East 
Coast. This will follow a final deter- 
mination of the present problem, 

Meanwhile, there were these devel- 
opments on pricing from Washington: 

Washington State—OPS expressed 
a cool attitude this week toward a re- 
quest from the Washington State Oil 
Heat Institute for heating oil price 
increases. The agency apparently be- 
lieves that proposed increases of 0.3c 
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in the premium market areas and 
0.8c in non-premium areas for No. 1 
and No. 2 heating oils would place 
distributors “in a better position than 
they have ever been in before.” 

OPS is willing to consider bringing 
premium and non-premium market 
areas “into line” with a price in- 
crease but the institute feels this 
would do little, if any, good for the 
state—that it would merely put some 
of the distributors who are losing 
money into a “break-even” category. 

The Washington State situation, 
however, seems to fit right into the 
new approach OPS’ Petroleum Branch 
is working out to relieve bad margin 
conditions through a modified use of 
the Industry Earnings Standard (dis- 
cussed earlier in NPN.) 


Transportation Pass-Through—OPS 
Clearance Committee this week re- 
ceived a proposal from the Petroleum 
Branch to clarify agency policy on 
a pass-through of transportation cost 
increases. 

It would amend three petroleum 
pricing orders, Ceiling Price Regula- 
tion 17 (wholesale transactions), and 
63 and 66 (lube oil and asphalt sales) 
by placing identical language in each 
and by extending the no-cut-off-date 
provision in CPR 17 to the other two 
orders. 

The change would allow the prices 
in any particular area to be based on 
the prevailing form of transportation, 
according to customary industry prac- 
tice in that area, regardless of the 
particular method of transport used 
by an individual reseller. 

Thus, it was explained, along the 
New York Barge Canal, increases 
granted for barge transport could be 
passed along by the reseller, regard- 
less of how supplies reached him. 

The proposal would limit the pass- 
through to finished products, exclud- 
ing shipments of such products as 
crude, charging stocks sold by one 
refiner to another and tetraethyl 
lead. 


At the same time, a _ proposed 
amendment to CPR 17 also has been 
forwarded to the Clearance Commit- 
tee to permit retail distributors and 
wholesalers of liquefied petroleum 
gas to pass-through any cost in- 
creases resulting from _ increases 
granted their suppliers. 

The provision was made necessary 
by OPS actions bringing suppliers 
“in line” with competitors and re- 
cent freight rate increases. 

The Clearance Committee ordinar- 
ily requires several weeks before act- 
ing on such proposals. 

Florida Residual—_OPS apparently 
is unconcerned, temporarily at least, 


with what had appeared to be a 
threatening heavy residual fuel oil 
shortage in Florida. It has learned 
that suppliers recently were able to 
furnish an unexpected 500,000 bbls., 
thus staving off any imminent short- 
age. 

Western Price Spell-Out — West 
Coast Petroleum Wholesalers Industry 
Advisory Committee was engaged this 
week in three-day Washington session 
aimed at putting final touches on a 
spell-out of prices for eight products 
at bulk plants in five western states— 
Washington, Oregon, California, Ari- 
zona and Nevada. 

The committee was broken down 
into three subcommittees to draft 
recommendations on (1) statement of 
considerations, (2) table ceiling prices, 
and (3) an amendatory provision—all 
to be incorporated into a supple- 
mentary regulation to Ceiling Price 
Regulation 17 (wholesale petroleum 
transactions). 

Products under consideration are 
first, second and third grade motor 
gasoline; kerosine; Diesel fuel; fur- 
nace oil; stove oil; and bunker oil. 


Increased Margins Won't Cure 
Fuel Oil Profit Problems 


ASBURY PARK, N. J.— Better 
margins are not the only solution to 
fuel oil dealers’ profit problem, Kirk 
B. Shivell, marketing counsel, told the 
annual convention of Fuel Oil Distrib- 
utors Assn. of New Jersey May 2. 
“Dealers,” he said, “can and should 
stop losing money on equipment sales 
and service.” 

The situation is made worse by the 
fact that many companies think they 
are breaking even or better when 
realistic accounting would show they 
are sinking deep in the red, and oth- 
ers accept these losses as inevitable, 
he declared. 

“When money is lost on burner 
sales it has to come from somewhere, 
and the only place it can come from 
is the oil margin. No one in the fuel 
oil business today can afford to spend 
his money to subsidize the oil burner 
industry,” Mr. Shivell said. 

Fuel oil dealers should resolve never 
to sell a burner unless a fair profit is 
made, and should “work through 
state and local associations for a 
wider understanding of the economic 
facts of life,” he stated. 


Death 


G. B. Hurlbut, 64, retired Pure Oil 
distributor at Oneonta, N. Y., died 
April 19 at Franktown, Va. 

Before becoming a _ distributor, 
Mr. Hurlbut was for many years with 
Indian Refining Co. He retired from 
the oil business in 1940. Surviving 
are his widow, one son and three 
daughters. 
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Oil Hauling Facilities Adequate, NGAA Told 


HOUSTON—The petroleum indus- 
try faces no transportation difficul- 
ties in the near future, Richard H. 
Lamberton, assistant director, Rail- 
road Transport Division of Defense 
Transport Administration, told the 
Natural Gasoline Assn. of America 
May 2, at its annual convention in 
Houston. 


He told a group meeting on LP- 
gas that “it is our opinion that if 
there is no all-out war, the transpor- 
tation requirements of the petroleum 
industry will be met satisfactorily 
from existing equipment, plus equip- 
ment programmed for construction 
between now and Dec. 31, 1952.” 


As for movement of LP-gas itself, 
Mr. Lamberton forecast that for the 
winter of 1952-53 “there will be suf- 
ficient pressure cars in petroleum 
service to take care of all volume 
that has to move by rail,” barring bad 
weather, strikes, sabotage, and the 
like. 


On the subject of new tank cars 
being built, he estimated that not 
more than 7,500 would be put into 
service this year, of which 2,800 
would be LP-gas cars, as compared 
with 6,495 new cars produced in 1951 
and 1,684 in 1950. 


At another group session, C. G. 
Hayes, vice president, Texas and Pa- 
cific Railroad, Dallas, forecast an in- 
creased pipe line movement of LP- 
gas in competition with railroad tank 
cars. 


Mr. Hayes cited two reasons for 
this trend; (1) establishment of large 
underground storage 
LP-gas at or near heavy consuming 
areas, and (2) the increasing vol- 
ume of LP-gas being moved. 


Because of these factors, he said, 
“there seems likely; to emerge a pat- 
tern of transportation and distribu- 
tion similar to that developed in 
earlier years on crude oil and gaso- 
line which again will force the rail 
lines out of the picture.” However, 
he didn’t write this business off en- 
tirely, adding later that the “ad- 
ditional traffic resulting from in- 
creased consumption will more than 
offset the losses and the railroads 
will handle an increasing volume but 
to a lesser degree than the increase 
in consumption.” 


Receives Award—-During the con- 
vention, NGAA’s Hanlon Award was 
presented to T. W. Legatski, assistant 
director of research, Phillips Petro- 
leum Co. 


Mr. Legatski is the 16th recipient 
of the award, which is conferred an- 
nually by NGAA for outstanding 
service in the natural gasoline and 
cycling industries. 


He received the award for his “25 
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facilities for - 


years of productive research and 
guidance in the field of light hydro- 
carbons.” 

J. F. Lynch, La Gloria Corp., Cor- 
pus Christi, was re-elected associa- 
tion president. 


Cities Service Withdraws 

From Barge Fuel Oil Market 
NEW YORK —Cities Service Oil Co. 

has informed its barge customers that 

it is discontinuing barge sales of 


light and heavy fuel oils on the East 
Coast May 31, because “our refinery 
production of distillate and residual 
fuel is wholly insufficient to meet de- 
mands.” 

Company's decision to “withdraw 
completely from the barge market” 
affects sales of kerosine, Diesel fuel, 
Nos. 2, 4, 5, and 6 fuels at New York 
Harbor, Philadelphia, Boston, Balti- 
more, Bridgeport and Norfolk. Cities 
Service also is discontinuing all sales 
of heavy fuel in Baltimore and Bos- 
ton, leaving only New York Harbor 
and Philadelphia where company will 
market heavy fuel to retail trade. 
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Steel Container Curbs Are Lifted; 
11 Product Line Projects Given Pipe 


WASHINGTON—The good news to 
oil marketers last week was an an- 
nouncement from National Production 
Authority that all restrictions had 
been lifted on the sale and use of 
steel shipping containers. Oil users 
had been restricted to 90% of base 
period (1950) use. 

In another branch of the packag- 
ing field, however, the news was 
more gloomy, with NPA revealing 
that disruptions in steel supplies had 
forced it to postpone indefinitely its 
plans for lifting quota restrictions on 
blackplate cans. Here again, the oil 
industry is operating on 90% of av- 
erage 1950 use. Had the steel situa- 
tion not darkened, the can restric- 
tions probably would have been lifted 
last week, retroactive to April 1. 

Over on the PAD side of town, 
meanwhile, it was reported that 11 
large oil product lines had received 
allotments of line pipe for the third 
quarter, including three lines which 
had previously been granted steel for 
earlier quarters: Shell Oil (Wood 
River to Chicago), Indiana Standard 
(Sugar Creek to Dubuque, Iowa) and 
Susquehanna Pipe Line (Fostoria to 
Randolph, Ohio). 


Following are details on the 11 
product projects given line pipe, in- 
cluding, in respective order, initial 
capacity, estimated cost and esti- 
mated completion date: 


PRODUCTS LINES 


Total 3rd Qtr. 
Require- Allot- 
ments ments 
(Tons) 
Shell Oil Co. ...........+++.- 36,917 6,238 
285 mi. 14” from Wood River, 
Ill., to Chicago and Argo, Il. 
85.000 b/d 
$10,588,000 
4th qtr. '52 
Tuscarora Oi! Co., Ltd. .... 3,059 3,059 
27 mi. of 12” between Allen- 
town and Tuckerton Station, 
Pa, Part of rebuilding pro- 
ject between Allentown and 
Midland, Pa. 
$8,398,000 
20,000 b/d 
3rd qtr. "52 
Phillips Petroleum Co. ...... 6.383 1,452 
54.24 mi. 8” loops to Mextex 
line between Goldsmith and 
Borger, Tex. Also 50 mi. 
8” from Spraberry plant to 
Goldsmith 
8,000 b/d 
$2,729,000 
4th qtr. '52 
Bell Oil & Gas Corp. ....... 9,012 3,956 
145 mi. 8” and 6” from 
Ardmore to Drumright, Okla. 
9,000 b/d 
$3,270,000 
ist qtr. °53 
Standard Oil Co, (Indiana). . 
316 mi. 12” from Sugar Creek 
refinery to Dubuque, Iowa. 


33,180 27,180 


Susquehanna Pipe Line Co... 9,606 7,695 
rij 


Phillips Pipe Line Co........ 1,808 1,808 
35 mi. 6” from Okmulgee to 
Tulsa, Okla. 
12,000 b/d 
$566,000 
4th qtr. '52 


Pioneer Pipe Line Co. ...... 21,639 21,639 
310 mi. 6” and 8” line from 
Sinclair, Wyo. to Salt Lake 
City, Utah 
12,000 b/d 
$7,840,000 
4th qtr, "52 


Salt Lake Pipe Line Co., .... 
329 mi, 8” loops between 
Salt Lake City and Boise, 
Idaho 
17,000 b/d 
$8,000,000 
4th qtr. ‘52 


Texas Pipe Line Co. ........ 
198 mi, 16” from Port Ar- 
thur, Tex. to Baton Rouge, 
La., via Lake Charles, La. 
96,000 b/d 
$12,900,000 
Ist qtr. '53 


19,790 9,905 


28,451 28,451 


Sinclair Pipe Line Co. ...... 
Harbor products system 
89 mi. of 16” from Phila- 
delphia area to New York 
Harbor area. Also 14”, 12”, 
8”, and 4” feeder lines 
110,000 b/d 
$8,911,000 
Ist qtr. "53 


14,884 14,884 


Also approved were a number of 
crude lines including the following: 


CRUDE LINES 
Total 3rd Qtr. 
Require- Aliot- 
ments ments 
(Tons) 


Sinclair Pipe Line Co........ 144,055 10,000 


683 mi, 24” and 22” from 

Drumright, Okla., to Salis- 

bury, Mo., and Chicago 

280,000 b/d 

$51,942,000 

3rd qtr. "52 
Shell Pipe Line Corp.— 
py eee 129,458 51,898 

463 mi. 24” from McCamey 

to Houston area. 

209,000 b/d 

$41,631,000 

4th qtr. '52 

Also in the materials news this 
past week: 

1. Defense Transport Administra- 
tion is prepared to ask Defense Pro- 
duction Administration to authorize 
the construction of 2,000 tank cars 
for the fourth quarter. DTA pressed 
for 2,500 cars in the third quarter but 


was cut down to 2,000. 

2. PAD warned that, apart from 
the impact of the on-again-off-again 
steel strike, the petroleum industry 
continues to face major steel short- 
ages. Before the strike, PAD pointed 
out, many people had been saying 
we would soon be having steel run- 
ning out of our ears. While that may 
be true in some other fields, the 
agency declared, “such talk certainly 
finds no support in the mobilization 
field for which PAD has responsi- 
bility.” 


API Jobber-Supplier Group Nears Reality 


TULSA—Over its first hurdle 
is the proposal to set up an advisory 
subcommittee on jobber problems 
within the Marketing Division of 
the American Petroleum Institute. 


Meeting here last week, API's 
Board of Directors in effect gave its 
blessing to the idea by authorizing 
the Marketing Division to “consider 
and take action” on proposal at its 
May 19-20 meeting in Boston. The 
only conditions laid down were that 
the activities of any such committee 
must be confined within certain 
bounds and that API President Por- 
ter is to have the final say on actual- 
ly setting it up. 

Plan for the jobber subcommittee 
was developed by a special study 
committee under the chairmanship of 
Harry J. Kennedy, Continental Oil 
Co. and API vice president for mar- 
keting. 

While details were not made pub- 
lic, proposal is understood to be heav- 
ily ringed around with legal limita- 
tions recommended by various oil 
company attorneys, yet even so to be 
acceptable to jobber leaders who had 
a share in whipping it into shape. 

In the main, activities of the sub- 
committee would consist of fostering 
the collection of statistics and the 
making of studies helpful to jobbers 
in their operations; promoting a bet- 


ter understanding on the part of job- 
bers and suppliers of each others 
problems, etc. 

On the taboo list would be such 
things—all flavoring of a respect for 
the antitrust laws—as the recom- 
mending of plans or programs or 
engaging in discussions involving 
prices, margins, sales territories, con- 
tracts, supply arrangements, profits 
and marketing policies. 

If the Marketing Division ok’s the 
proposal and Mr. Porter also ap- 
proves, jobber advisory subcommittee 
probably would be made up of a 
dozen members, with jobbers and 
suppliers having equal representation 
and the list on each side to include 
at least one attorney. 
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Heads-Up Independents Can Outsell 
Majors, Indiana Jobbers Are Told 


BY LEONARD CASTLE 
NPN Midwest Editor 


FORT WAYNE, Ind.—J. G. (Jack) 
Sinclair of Colfax, Ill, who became 
an Independent jobber after retiring 
as a major company executive, pre- 
dicted last week that “as long as the 
jobber utilizes his inherent flexibility, 
the jobber picture and the jobber 
climate will be good.” 

Mr. Sinclair was the featured speak- 
er at the annual spring convention of 
the Indiana Independent Petroleum 
Assn. April 30 and May 1. He and 
his son organized the Farmer’s Oil 
& Supply Co. at Colfax two years 
ago, after Mr. Sinclair retired from 
the Shell Oil Co. at age 65. He had 
been with Shell for 27 years, the last 
several of them as division manager 
at Indianapolis. His company now 
distributes Shell products from bulk 
plants at Colfax and Gibson, Ill. and 
is running approximately 150,000 
gals. per month through 10 service 
stations and four commission trucks. 


Other speakers at the convention 
were Lawrence W. Lee, director, di- 
vision of distribution and marketing, 
Petroleum Administration for De- 
fense; Francis Schuster of Indianapo- 
lis, association president; W. C. Eg- 
gert of Phillips Petroleum Co., Indi- 
anapolis; H. E. Kroll of Dun & Brad- 
street, Chicago; and Daniel R. Blount 
of International Shoe Co., St. Louis. 

A partial text of Mr. Lee’s speech, 
outlining how PAD’s program affects 
jobbers, will appear in a later issue. 

The association adopted a resolu- 
tion urging speedy settlement of the 
nationwide oil strike. 

Jobbers’ Position Sound—NMr. Sin- 
clair said that the primary reason 
for deciding to invest his life sav- 
ings and the remainder of his future 
in a petroleum jobbership was “my 
firm conviction in the future stability 
of the petroleum industry, and an 
equally firm conviction that a job- 
ber could look forward to a continu- 
ing good income picture.” 

“I state that emphatically and with 
the full knowledge that there are 
some segments of the industry who 
are pessimistic about the future net 
income of the jobber,” he declared. 
“I have always maintained that there 
is a complete economic justification 
for a jobber, and that in practically 
all cases the jobber can run rings 
around so-called major company com- 
petition if the jobber is alert and 
aggressive. 
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“I predict that those two conditions 
will continue to exist and that as long 
as the jobber utilizes his inherent 
flexibility, the jobber picture and the 
jobber climate will be good. That 
does not mean to say that everything 
will be stabilized in a rigid structure 
held within the framework of to- 
day’s programming. Basically, and 
with a full realization of possible 
changes, I still insist, the jobber who 
applies himself and his money in the 
proper fashion and in the proper 
channels will make money.” 

Mr. Sinclair noted that supplying 
companies now are competing as to 
how much assistance they can give 
the jobber. This is a splendid de- 
velopment, he said, but warned that 
the assistance should not go further 
than the jobber himself, that it should 
not be extended to his dealers. 


The reason is, he explained, that 
jobbers should be the people who 
give merchandising assistance to their 
dealers. Whenever the jobbers re- 
linquish their responsibility for sell- 
ing and merchandising they are not 
utilizing their best advantage in out- 
performing the major company op- 
eration, he warned. 

“We are the people who can do 
that job best, because it is our money 
which is invested, and because if any 
additional money is to be expended, 
we should know that program back- 
wards and forwards before we spend 
it. We are not only the people who 
can do it best—it is to our best in- 
terests to do it and do it well. We 
know our dealer, and his attitudes 
and his disposition—and thus we can 
be more effective—and when we are 
more effective we make more money.” 

Jobber-Supplier Teamwork — Mr. 
Sinclair listed five points of future 
responsibility which should. be fixed 
for the supplier and jobber. 

1. The supplier should assume the 
obligation to fix the terms of jobber 
operation so that the competent job- 
ber can make money. That does 
not mean that they will subsidize 
inefficient or haphazard operations. 


2. The supplier should make a con- 
siderable amount of specialized assist- 
ance available to the jobber himself, 
“but I don’t quite see how those 
jobbers who fail to transmit such 
programming to their distribution can 
object too much if the supplier 
wishes to work with their dealers at 
times,” 


3. In circumstances of short sup- 


ply, or in the introduction of a new 
item whose first production may be 
relatively low, the jobber should get 
a fair and equitable share. He should 
be in a position of offering such prod- 
ucts to his dealers as the supplier of- 
fers to the dealers it serves directly. 

4. The supplier should be in a more 
receptive mood to the suggestions 
and criticisms, particularly the con- 
structive ones, of the jobber. “That 
receptivity is likely to be diminished 
unless we speak effectively, state 
our case logically and support our 
presentations with specific evidence. 
The conference type of jobber clinic 
or meeting is certainly useful in that 
respect.” 

5. The supplier should not make 
bids or price commitments in his 
own direct operation which are low- 
er, or in conflict with the established 
jobber structure. 

“As the various suppliers expand 
their jobber distribution, there un- 
doubtedly will be a considerable ef- 
fort in their behalf to encourage 
us to improve the appearance of our 
stations, to increase the illumination, 
follow industry trends on driveways, 
island design, and to more closely 
police restrooms,” Mr. Sinclair said. 

“I think I will be just as reluctant 
as you to spend money, but I think I 
will agree with them that we, as 
jobbers, must be just as modern and 
just as progressive as they are— 
and that there should be little dif- 
ference to the transient motorist in 
the facilities and the treatment which 
he receives as he encounters direct 
operation in one locality and job- 
ber operation in the next.” 

Time to ‘Sell’—Mr. Schuster, in the 
president’s message, called for a re- 
turn to old fashioned selling, point- 
ing out that “today, as never before, 
the ordinary individual can get along 
without purchasing for his day-to-day 
requirements. The consumer is free— 
free to postpone, free to reduce, free 
to anticipate, free to switch from one 
UNnecessity to another.” 

As a result, Mr. Shuster said, not 
only top management must sell, “but 
we must teach our employes to sell 
all the way down through the serv- 
ice station level. No one can be 
missed. 

“Just how are we to go about this? 
Well, one way is to tie in with our 
suppliers and make good use of all of 
the tools and the selling aids they sup- 
ply. For instance, many companies 
have advertising campaigns coming 
out each spring and fall .. . which 
we can use at our local level. Many 
companies do not push this sort of 
thing, but, if you will push them, 
they will supply you and help you to 
formulate each campaign.” 
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Majors Giving More Thought to What 
Jobbers Have to Offer, Harper Says 


By RAYMOND E. BJORKBACK 
Eastern Editor 


BEDFORD, Pa.--Members of the 
Pennsylvania Petroleum Assn. in their 
May 1-3 convention here heard the 
chairman of the National Oil Jobbers 
Council express the belief that the 
advantages of marketing through the 
jobber-distributor are gaining ‘“in- 
creasing consideration” from major 
companies. 

Also, the association heard a major 
company’s marketing vice-president 
say suppliers invite government con- 
trol in behalf of the dealer when 
they practice ruinous price action in 
gasoline competition in the name of 
the antitrust laws. 

NOJC Chairman John Harper, re- 
porting on discussions of jobber-sup- 
plier relations which he and NOJC 
Counsel Otis Ellis have been having 
with majors’ executives, said some 
majors are “gradually swinging 
around” to using jobber distribution 
more extensively. 


“Others are beginning to study the 
advantages of doing so, and I think 
as they look into the idea we'll see a 
much higher jobber representation in 
the over-all picture.” 


Most progress, perhaps, has been 
made with “the tougher companies,” 
Mr. Harper noted, “because they just 
haven’t been used to having some- 
body come in and tell them what 
we've been saying about jobber use- 
fulness and efficiency.” 

Noting that policy matters cannot 
be discussed in an API jobber-supplier 
committee such as may be estab- 
lished shortly, Mr. Harper said there 
nevertheless is another way to handle 
the problem. That, he said, is to get 
jobber views out in the open through 
speeches or letters which will be re- 
ported or printed in trade magazines. 


Advises Jobbers—At the same time 
Mr. Harper said: 

1. He doesn’t think the jobber “pays 
enough attention to the selection of 
his supplier,” and thinks the jobber 
listens too much “to what the sup- 
plier’s sales representative in the 
field says.” 

2. He believes the jobber can well 
do a lot more talking to his supplier 
about help in getting credit for ser- 
vice station construction, help with 
site surveys for projected stations, 
and help on service station design. 

3. He thinks the jobber should de- 
mand more co-operation from his sup- 
plier in the way of information on 
equipment and its use, on employe 
training, etc. 

Give Dealer Fair Chance — Vice 
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President Dwight Colley of Atlantic 
Refining, asking that the gasoline 
dealer be given “the fair chance we 
said we wanted the little guy to 
have,” pointed out that the very laws 
meant to be a guarantee against 
monopoly sometimes permit supplier 
selfishness to damage the business of 
dealers in general. 

“This may be the result of a non- 
stop contract, or a plain case of 
economic rabies,” Mr. Colley said, 
emphasizing that he was expressing 
his “personal” views on price wars. 


Warning that “these are times of 
control,” he suggested: 


“If it is truly a dealer fight, let 


them fight. Don’t tip the scales when 
your man seems to be losing .. . If 
we do not restrain ourselves ... we 


will be restricted by laws. Let’s not 
prove that this is a great competitive 


industry—with the little fellows’ 
money!” 


Jobber Recognition — Fresh ack- 
nowledgment by suppliers of the im- 
portance of resellers was seen by the 
association president, M. D. DeTar, 
in majors’ deciding to let price wars 
be “handled at the local level” (dis- 
continuing subsidies) almost entirely 
in the East, and in their emphasizing 
to the public that the local dealer is 
an Independent merchant. 


By resolutions, the Pennsylvania 
jobber association said it: 

1. Believes there will be no distillate 
fuels supply problem in its area in 
the coming season if the Office of 
Price Stabilization grants a higher 
ceiling to suppliers bringing material 
from the Gulf. 

2. Wants OPS to give prompt at- 
tention to problems of jobbers and 
dealers with a view to granting them 
increased margins. 

3. Recommends that members do 
not permit suppliers to cut heating 
oil contract quantities for the coming 
season below quantities actually pur- 
chased during the 1951-52 season. 


4. Recommends that members take 
steps to increase their fuel oil storage 
capacity and that suppliers grant a 
summer price incentive of at least 
0.5¢ for heating oil buyers at the 
wholesale level to encourage their in- 
stalling additional storage facilities: 
also that suppliers not require a job- 
ber or dealer to take more than 30% 
of his annual fuel oil requirements 
between June 1 and Dec. 1 of any 
year. 

5. Recommends that the fuel oil 
tank car price structure be changed 
so that the “present” tank car price 
shall apply only to purchasers who 
buy in transports or tank cars for re- 


sale purposes, and that a new con- 
sumers’ tank car price 1c above the 
resellers’ price be established for pur- 
chasers buying for consumption. 

6. Urges the State of Pennsylvania 
in its buying of petroleum products, 
particularly gasoline and fuel oil, to 
seek bids on a fluctuating price basis 
conforming to industry pricing and 
selling practices—not on the present 
firm price basis. 

7. Continues to oppose the granting 
of subsidies by suppliers to dealers 
in gasoline price wars. 

8. Seeks closer co-operation be- 
tween jobbers and dealers. 

Also, it was decided to hold the 
association’s fall meeting October 26- 
28 at Pocono Manor, Mount Pocono, 
Pa. 

Urges Support of OIIC—T. F. Mc- 
Garey, Cities Service, asked greater 
jobber participation in the Oil Indus- 
try Information Committee program, 
urging that “in your reaction to the 
value of OIIC, you divorce your minds 
entirely from any misconceived 
thought that the OIIC can help in 
creating such things as policies, mar- 
gins, differentials, etc.” 

Reporting that six out of eight 
county school chairmen in the O1Ic 
school program are jobbers, Mr. Mc- 
Garey said: 

“It is important that the school 
program be in the hands of jobbers 
and distributors because it is obvious- 
ly the type of work and responsibility 
which has to be done by local people.” 


North Carolina Jobbers Protest 
State Contract With Esso 


RALEIGH, N. C.—North Carolina 
oil jobbers are up in arms over the 
award of the state gasoline supply 
contract to Esso Standard Oil Co., 
charging that the state ignored in- 
stances in which Esso had been 
underbid by jobbers by individual 
county basis. 


The North Carolina Oil Jobbers 
Assn. by May 5, was winding up an 
intensive effort to gather gallonage 
figures in preparation for State 
Board of Awards meeting May 7 for 
reconsideration of the gasoline 
supply contract. 

W. A. Parker, executive secretary 
of the association said that the state 
also has auditors busy compiling 
breakdown by gallonage of deliveries 
last year under state contracts to 
various state departments. 


Mr. Parker said that Wednesday’s 
session should result in decision by 
state board either to affirm the con- 
tract with Esso or to call for new bids. 

The jobbers protested the blanket 
award, which was temporarily with- 
drawn, on grounds that the state 
ignored instances where jobbers 


underbid Esso on countywide basis. 


NATIONAL PETROLEUM NEWS 








MAY 7, 1952 


_ETI5 





EDITORIALLY SPEAKING 





Proof of Labor Boss Dictatorship Now at Hand 


For weeks on end almost without fail, NPN has been 
saying, in effect, that the events which now culminate 
in the oil strike and the difficulties of the steel indus- 
try are a part of a conspiracy between a morally-bank- 
rupt political administration at Washington and the big 
union labor bosses. 


We have said it so often, indeed, that at one point 
we seem even to have gotten under the skin of Mr. O. A. 
(Jack) Knight, the head of the Oil Workers International 
Union (CIO). At least, one of his associates relayed 
the word through an NPN reporter that such comment 
as appeared in this publication was nothing more than 
stupid; that everyone knew that the OWIU is a demo- 
cratic union and that its leadership, including Mr. Knight, 
were but representing the desires of the members in 
insisting upon a 25c per hour wage increase arrived at 
on the basis of industry-wide bargaining. 


There was, of course, only one possible reply to that, 
a reply that probably can best be summarized by the 
one-word expression, ‘“‘Nuts”—a perfectly understandable 
term which is plain, everyday American for “Go tell it 
to Sweeney.” 


Nor have occurrences since done anything but convince 
us that we are and have been right from the beginning 
in putting the conspiracy label on this whole trumped- 
up Fair Deal-Labor boss mess. The manner in which 
Harry Truman and Phil Murray have played footsie dur- 
ing the steel controversy is one noteworthy bit of sup- 
porting evidence. Even more so—and in direct refutation 
of the Jack Knight claim to being the slave and not 
the master—is the manner in which the “united 
front” oil labor czars last week reached out, from their 
bastions at Denver and from wherever else they are 
pulling the strings, to squelch the 15c an hour settle- 
ment verbally agreed to by an independent local union 
and Indiana Standard at Sugar Creek, Mo. 


Plainly here was an agreement that represented the 
wishes of all the men, members of the Central States 
Petroleum Union, employed in this refinery of 40,000 
barrels daily capacity. It was a settlement arrived at at 
the local level through the processes of true collective 
bargaining. For three decades or more, those same 
processes had been used successfully at Sugar Creek 
with benefits alike to labor and management. And here 
was an instance where they had worked again, thus 
promising a continuance of the same happy relation- 
ships that had prevailed down through all the years. 


Yet what happened. Why, from out in Denver Jack 
Knight ruled that any such agreement on a 15c pay in- 
crease is, in effect, illegal by reason of failure to come 
up to the minimum for which the “united front” union 
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“policy committee” apparently is willing any local union 
should settle. In other words, even though the Sugar 
Creek local was satisfied that it had made a good deal 
with the Indiana company—one fair both to the men and 
to the company—Mr. Knight possesses such obviously 
great powers, including that of the veto, that he was 
able arbitrarily to throw the whole deal overboard, and 
don’t you dare squawk, either, you local union fellas. 


As this is written the Sugar Creek refinery is shut 
down tight, along with dozens of other oil industry 
facilities throughout the country. And the men of Local 
101 are walking the picket line, while, presumably, their 
leaders seek to persuade plant manager H. R. Boehmer 
that the 15c pay raise he and they had mutually agreed 
to really wasn’t fair after all. We can see them now, 
arguing with tongue in cheek that somewhere along the 
line they had overlooked asking for that extra 3c per 
hour ($1.20 per week) which Mr. Knight says they have 
got to get or remain on strike, at a cost in lost pay per 
individual employe ranging anywhere from $74.60 to 
$106.80 per week. 


What a rotten, rotten situation. And yet Mr. Knight, 
without batting an eye, insists this is union “democracy” 
at work. Tommyrot! 


What is really going on here is a mad grab for power 
by a little group of willful men imbued with the philos- 
ophy of rule or ruin, and whose mouthpiece—yes “mouth- 
piece”—is a President of the United States who claims 
himself possessed of the “divine right” of kings. 


That is the way we see it. And that is the way we 
are going to continue to call it, to the end of time, if 
necessary, believing that somehow, somewhere, sooner or 
later, the citizens of this country, including the rank-and- 
file of labor, will come to their senses and say we've had 
enough. 





Most men are so completely corrupted by 
opinion that they would rather be notorious for 
the greatest calamities than suffer no ill and be 
unknown—Thomas Hobbs. 

Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, an industry or a company can arrive at 
sound decisions. 

NATIONAL PETROLEUM NEWS always welcomes 
comments on its editorials. 

Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 
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Socony’s Holton Deplores Growing Government Control 


NEW YORK — The “rapidly grow- 
ing government control” will event- 
ually result in the loss of personal 
liberty, Chairman George V. Holton, 
Socony-Vacuum Oil Co., told the com- 
pany’s annual stockholders’ meeting. 


The company’s owners also were 
told by President B. Brewster Jen- 
nings, that company’s first-quarter 
net profits were 10.8% greater than 
first-quarter 1951 income. 


Today’s earnings, however, are “ac- 
tually inadequate to meet the demand 
which can be resonably made by the 
owners of the business and the *pub- 
lic,” Mr. Holton declared. 


“It is the firm opinion of your 
management,” he said, “that the 
growing tendency for the government 
to control wages, prices, profits and 
countless other phases of business 
will inevitably result in less real divi- 
dends for you, lower real earnings 
for our employes, greater costs of 
goods for the consumer and most ser- 
ious of all, the loss of personal liberty 
for us all. What has happened re- 
cently in the steel industry can equal- 
ly as well happen to our and other 
industries.” 


Particularly during an election year, 
Mr. Holton said, “you can expect 
some people, in an effort to divert 
attention from their own shortcom- 
ings, to make scape-goats of this and 
other profitable businesses with the 
time-worn but still prejudice-arousing 
charges of monopoly, capitalistic im- 
perialism and all that sort of thing.” 


Mr. Jennings reviewed the com- 
pany’s resistance to anything suggest- 
ing industry-wide or company-wide 
bargaining in current oil workers’ 
strike threat, and said: 


“We are confident that a great 
majority of our employes concur with 
our position, that the place to bargain 
collectively for wages, hours and 
working conditions is at the local 
plants where the people involved have 
the opportunity to be heard regarding 
the conditions under which they 
work.” 


He estimated Socony’s net earn- 
ings during first three months of this 
year at $41 million, compared with 
$37 million for corresponding 1951 
period, and said that “modest im- 
provement is due primarily to greater 
volume in most of the country’s oper- 
ations.” 

Domestic sales were up about 5%, 
and during this year “we expect de- 
mand for petroleum products to con- 
tinue to increase, but at a somewhat 
lower rate than in the last two years,” 
Mr. Jennings reported. 


He noted increases in company’s 
refinery runs, to 635,000 b/d, as 


against 510,000 b/d, and said domestic 
crude production averaged 213,000 
b/d, about 9,000 b/d more than in 
first quarter of last year. 


Esso Denies 48% Early Fill 
For Heating Oil Customers 


NEW YORK—S£sso Standard has 
denied a report expressed to Empire 
State Petroleum Assn. by its sec- 
retary, Harry B. Hilts, that Esso 
means to require heating oil cargo 
customers to take 48%, and barge 
customers 38%, of their 1952-E3 sea- 
son requirements next June-October. 


It was Mr. Hilts’ “understanding” 
that Esso’s contracts with resellers 
last year called for cargo buyers to 
take 40% and barge buyers 30% of 
their 1951-52 requirements last June- 
October, and called also for the larger 


deliveries this summer. 

An Esso representative said: 

1. It was “just not so” that last 
year’s contracts projected 48% and 
38% deliveries for June-October, 1952. 

2. Esso “didn’t say anything about 
barge buyers last year.” 

3. Company did “indicate” to cargo 
customers “what they should expect” 
for 1952-53—“but it wasn’t 48%” de- 
liveries for June-October. 

Esso also indicated contracts for 
the coming season have yet to be 
made. 


Oil Drivers End Strike 


MILWAUKEE—A strike of for-hire 
petroleum drivers ended here May 4 
when Teamsters Union Local 200 ac- 
cepted Wage Stabilization Board’s 
recommendation of a $1.90 hourly 
wage rate, agreed to by employers. 

Union picketing had virtually halt- 
ed deliveries of oil products from the 
Jones Island terminals of seven oil 
companies. Pickets had been set up 
three times during a two-week period. 


Oil Companies Deny Overcharging U.S. Agency 


WASHINGTON — A top Justice 
Department official said that de- 
partment plans meeting “within 
next two weeks” if possible with rep- 
resentatives of three U. S. oil com- 
panies on claim by Mutual Security 
Agency that it was overcharged per- 
haps as much as $80 million by com- 
panies for Middle East crude oil 
shipped to Western Europe. 


The oil companies have denied the 
MSA claim. 

He said that DJ recently notified 
companies by letter that MSA is 
claiming about $52 million in over- 
charges on shipments between May 3, 
1949, and Dec. 31, 1951, and that com- 
panies requested meeting to discuss 
allegation. 


MSA identified the companies as 
Socony-Vacuum Oil Co., Esso Export 
Corp. and “affiliates of” California 
Texas Oil Co. 


DJ source said that department has 
made “no decision” as yet to proceed 
with case and that it will make an 
“independent” determination on 
whether overcharges occurred and, if 
so, how much they were before mak- 
ing any such decision. 


Cc. J. Dwyer, MSA oil representa- 
tive, said that claim involves Eco- 
nomic Cooperation Administration 
and MSA regulations (MSA is suc- 
cessor to ECA) which state that com- 
panies must not charge MSA more 
than. they charge a similar class of 
purchaser in same market for same 
product. 

Mr. Dwyer said that MSA was hop- 
ing for an out-of-court settlement be- 
cause of fact that agency has been 


negotiating for months with com- 
panies, looking toward reduction in 
prices on future shipments. He said 
that court suit might have adverse 
psychological effect on these negotia- 
tions. 

Big item here, he indicated, is de- 
sire of MSA to obtain prices that it 
can defend before Congress in seeking 
appropriations for European aid. 


DJ official said that it has power to 
negotiate settlement with companies 
but that such settlement is not man- 
datory. 

“We sent our letter to the com- 
panies outlining the MSA claim be- 
cause we feel that was the ethical, 
the gentlemanly thing, to do.” he add- 
ed. “We don’t know at this point 
whether the MSA claims are justified 
or not, much less whether there will 
be a settlement or a court trial. 


“As of right now, you can say the 
whole thing is in abeyance, pending 
a determination of the facts.” 


He said that the companies had de- 
nied, in their replies to DJ letter, that 
they had overcharged MSA. He add- 
ed that department is “quite willing” 
to hear their side of case. 


DJ Hires Consultant—Meanwhile— 
Samuel Nakasian, one-time Economic 
Cooperation Administration official in 
charge of Middle Eastern crude pur- 
chases for Western Europe, has been 
retained by Jutsice Department as 
$50-per-day consultant in case involv- 
ing alleged overcharges by three U. S. 
companies on sales to ECA and Mu- 
tual Security Agency. 

Mr. Nakasian now is practicing at- 
torney in Washington. 
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INTERPRETING THE OIL NEWS 








It was a stimu- 
lating and, in 
some _ respects, 
an unusual expe- 
rience to sit in the audience of the 
annual spring convention of the In- 
diana Independent Petroleum Assn. 
last week and listen to J. G. (Jack) 
Sinclair explain why he decided to 
become an Independent oil jobber 
after working as a major company 
marketing executive for 27 years. 
(See page 35.) 


The most impressive fact to emerge 
from Mr. Sinclair’s talk was his com- 
plete faith in the future of the In- 
dependent jobber, as long as the job- 
ber remains alert and aggressive. If 
he hadn’t possessed this faith two 
years ago when he retired at age 65 
from the Shell Oil Co., we doubt very 
much that Mr. Sinclair would have 
risked his life’s savings, as well as 
his peace of mind, to organize an In- 
dependent jobbership in the small 
town of Colfax, Ill. 


Possibly one reason that Mr. Sin- 
clair felt so deeply about the jobber’s 
future was that, as a major com- 
pany executive, he had been able to 
observe and study the jobber form of 
business operation from a compara- 
tively remote and unbiased vantage 
point. Perhaps he was able to see 
and envision advantages accruing to 
the jobber method of operation which 
jobbers themselves were prone to ig- 
nore or accept as a matter of routine. 


And this observation raises the 
question of whether some jobbers who 
are dissatisfied with their lot today 
might have this attitude because they 
are unable to see the forest for the 
trees. Maybe their status is not 
nearly so bad as some are inclined to 
make it. Maybe, if they would take 
time to list the benefits they enjoy 
as Independent jobbers, they would 
find that these far outweigh the prob- 
lems and disadvantages. We cer- 
tainly do not mean to say that job- 
bers do not face serious problems to- 
day, and that they should not discuss 
these ‘problems openly and forthright- 
ly. But it is interesting to note that 
Mr. Sinclair obviously ‘believes that 
the jobbership is a healthy and per- 
manent method of distributing petro- 





MAY 7, 1952 


TEF ARAWUEAR Was AW 





Faith in Future of Independents 
Makes Jobber of Major Official 


By Leonard Castle, Midwest Editor 


leum products, or he wouldn’t be in 
the business today. 


Mr. Sinclair, by inference, raised 
the question of whether some jobbers 
expect too much from their suppliers, 
of whether the jobbers might not be 
better off if they depended more on 
themselves. He noted that most sup- 
plying companies, either publicly or 
privately, are enlarging their pro- 
grams of aid to jobbers. In some re- 
spects, he says, this causes him con- 
cern because “it appears to me that 
too many suppliers now wish to form 
a mutual admiration society with the 
jobber as a charter member and pres- 
ident of the organization.” 

In other words, Mr. Sinclair won- 
ders whether it is possible for the 
supplier, in a gesture of friendship 
and good will, to provide so much 
help that he relieves the jobber of his 
own marketing responsibilities and 
functions. It is a basic point, and 
certainly one that each jobber should 


study with care. For, if the jobber 
turns over too much responsibility to 
the supplier, he is giving up his very 
reasons for existence. 

Mr. Sinclair’s answer to this prob- 
lem is that supplier assistance should 
not be permitted to go beyond the 
jobber himself, that it should not be 
extended to the jobber’s dealers. He 
points out that “Merchandising As- 
sistance” is a familiar term and that 
most jobbers probably can learn @ 
great deal about the subject. 


Most dealers, too, can well profit 
from merchandising assistance, he 
notes, but emphasizes that the jobber, 
rather than the supplier, should be 
the person to carry this message to 
the jobber’s dealers. Otherwise, the 
jobber is ceding to the supplier an 
important part of his function, one 
of his reasons for existence. 


“Whenever we relinquish our re- 
sponsibility for selling and merchan- 
dising, we are not utilizing our best 
advantage in out-performing the ma- 
jor operation,” Mr. Sinc'air observes. 
“We are the people who can do that 
job best, because it is our money 
which is invested, and because if any 
additional money is to be expended, 
we should know that program back- 
wards and forwards before we spend 
it.” 

That, we would say, 
reasoning. 


is sound 
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The Oil Indus- 
try Information 
Committee pro- 
gram appears to 
have made some recent gains in ac- 
ceptance among jobbers and distrib- 
utors in the East, but it also appears 
to have a long way yet to go in this 
direction. 

A case in point is that of the Penn- 
sylvania Petroleum Assn. 


This group, as it has in the past, 
gave a place on the program of its 
recent spring convention for a speak- 
er with an appeal to the jobber-dis- 
tributor to take more of a hand in 
OTIC activities. 


Members of the association heard 
him intently and applauded him 


‘Unfair’ Practices of Suppliers Still 
Dampen Jobber Enthusiasm for OIIC 


By Raymond E. Bjorkback, Eastern Editor 


warmly. But there was little doubt 
that their applause was more for the 
epeaker, Thomas F. McGarey, Cities 
Service, than for the program he 
talked about. 

Even as Mr. McGarey was intro- 
duced, it was plain that he was to 
speak to men who had rome substan- 
tial reservations with respect to par- 
ticipation in OTIC activity. 


Association President M. D. DeTar 
was forthright about it. He observed 
that OTIC had come in for a lot of 
praise from the jobber—and a lot of 
criticism. And he gave a clue to the 
root of the cwriticicem, recalling that 
one reason jobbérs have cited for 
their lack of enthusiasm for OTIC 
is the fact that suppliers sometimes 
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sell product to a commercial account 
at the same price the jobber pays. 

“For reasons such as this,” said 
Mr. DeTar, “it has been hard for us 
to take a completely detached view 
of the OTIC at the distributor level. 
So we haven't done the type of job 
in the OIIC program that we should 
do if we were behind it.” 

The area separating jobber and 
major, in which they must come to- 
gether before OIIC will be truly an 
industry program, and a truly ef- 
fective one, was rather clearly de- 
fined when Mr. McGarey said what 
he believes OIIC is and what it is not. 

“OTIC,” he said, “is designed to 
carry out a job of public relations for 
the petroleum industry and all the 
segments thereof. It was not organ- 
ized, was not designed and legally 
has no right to participate in any 
form of discussions as related to pol- 
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icies, margins, etc. Those are sub- 
jects far beyond the field of endeavor 
of the OTIC.” 

Afterward, more light on the mat- 
ter came from jobbers who had lis- 
tened in the audience. Said one: 

“I can’t get all steamed up inside 
of me. I think the boys all want to 
keep their minds wide open toward 
OIIC. Maybe it’s a question of more 
‘education’ on the subject—a ques- 
tion of not knowing. Maybe it’s just 
confusion.” 

Said another: 

“I think OTIC got off on the wrong 
foot. I know I’ve felt that it was ac- 
tually a majors’ program. A program 
really for their benefit only. 

“I think maybe it’s coming around 
on the right track now. It looks some- 
what like there’s more consideration 
being given to the part the jobber 
can play.” 





A pioneer 
serve - yourself 
man has started 
to work the other 





side of the street. 

Until this year, Frank Urich’s 
chain of multiple pump stations was 
east of Main St., Los Angeles. His 
1952 expansion program has carried 
him over to the west side of Los 
Angeles for the first time. The first 
phase of this expansion program calls 
for three multi-pump stations. 

There are some interesting points 
to this program. 

First, the class of trade. Up to now, 
Mr. Urich has spotted his stations in 
industrial areas where he bid for the 
business of the thousands of workers 
going to and from their factory jobs. 
He was the first to cultivate this 
local market on a large scale, Mean- 
while, however, fierce competition for 
the market has sprung up. 


The expansion program means 
that Mr. Urich is going after the 
uptown trade, too. One unit is going 
up on Sunset Blvd., a short distance 
from the radio-TV center of Holly- 
wood and on a_ heavily-traveled 
thoroughfare. A second is being built 
on La Cienega Ave., known as “res- 
taurant row” because of the string of 
fancy eateries up and down the street. 
It makes a big play for Beverly Hills 
carriage trade. A third will be built 
later near Inglewood. * 

Second, the stations will offer full 
service—a departure from the serve- 


Multi-Pump Chain Sheds Self-Service, 
Aims New Outlets at ‘Carriage’ Trade 


Bv Frank Breese, Pacific Coast Editor 


yourself merchandising originally ex- 
ploited by Mr. Urich. One reason 
of course, is that self-serve is pro- 
hibited in these localities by ordin- 
ance. 

Even so, the Urich organization has 
relaxed its self-serve policy. It of- 
fers service at all stations now. 


Third, gasoline will be dispensed 
by remote control. 

The two uptown stations will each 
consist of five islands of three pump- 
shells each. However, there will only 
be three pumps at the Hollywood sta- 
tion each located close to one of the 
three storage tanks. Each tank holds 
a different grade of gasoline, and its 
control pump connects the tank with 
five outlets (one on each island). 


On each island will be three shells, 
each with a computer and switch. 
This shell-computer-switch set-up is 
called a “pedestal’’.. When the switch 
is turned on, the pump will send the 
gasoline to the outlet, Each pump 
is rated at 35 gal. per minute. So 
rate of flow is reduced in ratio to the 
number of outlets drawing on a pump 
at one time. 


The station near Beverly Hills will 
be equipped with six 25 g.p.m. pumps, 
two at each tank. Only one pump 
operates when any of the first three 
pedestals of a bank are in use. The 
second pump kicks on when the 
fourth and fifth pedestals are placed 
in operation. 


Best reason for this arrangement 





is the savings on pumps, Mr. Urich 
believes. 

Fourth, the five island layout. Last 
year, Mr. Urich decided that four 
islands would be the going maximum 
for his future multi-pump stations. 
An exception is made with these two 
stations because of the belief that 
five islands will give the station a 
more impressive appearance in these 
particular locations. 

Fifth, “save 5” and “serve your- 
self” slogans will be left off future 
signs. 

Giant neon signs, shaped perpen- 
dicularly in 38’ x 16’ proportions, 
will carry the legend “Urich Sta- 
tions.” It takes mammoth spectacu- 
lars to catch the eye in those highly 
illuminated neighborhoods. 

Sixth, the stations are being built 
to Mr. Urich’s specifications by 
speculating property-owners. They 
will be operated under the direction 
of the Urich organization. 

Seventh, they will carry full TBA 
lines in an attempt to build them up 
into “one-stop super stations”, ac- 
cording to Hugh Lacy, vice presi- 
dent who handled the deals. 

Gasoline prices will be in line with 
neighborhood postings, said Mr. Lacy. 
“We're not planning to start any ‘gas’ 
wars,” he commented. 

Neither station will be equipped 
with wash racks. Rival stations al- 
ready operate car-wash services on 
a large scale. 

There are a couple of reasons for 
this expansion into the west side, ac- 
cording to Mr. Lacy. First, the Urich 
organization has covered the east 
side fairly well and has been looking 
to the west as a new field to ac- 
commodate its growth ambitions. 

Second, the organization spends 
$20,000 a month on advertising, in- 
cluding a weekly TV show which 
reaches all parts of Los Angeles 
Basin, said Mr. Lacy. “We found 
there were a lot of people who had 
heard of us but had never seen our 
outlets,” related Mr. Lacy. “We 
thought we should take advantage of 
the advertising effects.” 

* * * 

Standard of California noted that 
its West Coast marketing earnings 
were lower than last year in the first 
quarter, even though its total net 
was up. “Volumes of crude oil pro- 
duction and sales by subsidiaries op- 
erating east of California continued 
to increase and contribute substan- 
tially to the total earnings,” a re- 
port explained. 

* 


* 


A cool billion ($1,000,000,000) is the 
amount the industry will have spent 
developing oil reserves in the Can- 
adian prairies by the end of this 
year. That’s the price reported by 
M. L. Haider, president of the Am- 
erican Institute of Mining and Metal- 
lurgical Engineers. 
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THE PROVED WAY 
TO INCREASE 
SALES AND P§ 


FILTER YOUR PRODUCT 
AND SELL MORE OIL 
WITH... 


BOWS 
Fuel Oil Fi 


Because clean oil improves 
formance, customers PREFE! 
filtered oil. You can keep 
customers, close contracts q 
NEW BUSINESS and reduce 
costs—and you can do it at a co 
gallon that is practically nil! 








Bowser Fuel Oil Filters are available 
for truck mounting (above) or for bulk 
plant installation (right). Replaceable 
filter cartridges remove micronically 
small particles and condensed moisture. 


HERE'S PROOF! 


Read the statements by 
typical dealers who in- 
creased sales and profits 


with Bowser Filters ... j > 
° WRITE FOR “BULLETIN 839." 
IT TELLS HOW OTHERS DO IT. Po’ 
% 
BZ 


MAKERS OF TIME-PROVED XACTO METERS 


MERCHANDISING FOLDER 








BOWSER, INC., 1301 CREIGHTO 
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Direct Delivery—A Way to Greater Efficiency 


By FRANK BREESE 
Pacific Coast Editor 


Inventory control is the method 
that transformed gasoline delivery 
from haphazard peddling to precision 
dispatching. In the 20’s and early 
30’s, a truck driver-saleman drove off 
in the morning, hoping to return in 
the afternoon with an empty truck. 
Today every gallon is consigned be- 
fore the truck leaves the loading 
rack. 

Before a truck goes out, the des- 
tination outlet is checked by the dis- 
patch office to ascertain delivery 
volume. A dispatch office closely 
watches the requirements of all 
stations in its area and keeps detailed 
records. Often the control office can 
tell what a station will sell better than 


TRUCK AND TRAILER are occasionally used for direct deliveries, though usually they 





The big fleets of giant “clipper” tank trucks must be scientifically 
and accurately dispatched to make direct delivery of oil products suc- 


cessful. 


How clipper deliveries are scheduled and station inventories con- 


trolled is told in this second article in a series. 


Size of station stor- 


age, radius of truck operation and source of oil product supply also 


are discussed. 


First article in the series, “Direct Delivery—Tank Trucks Become 
Bulk Plants on Wheels,” appeared in NPN April 30, p. 46. 





the station personnel. They know 
when to expect the heavy days, week. 
end fluctuations and seasonal changes. 

If a dispatcher mis-calculates and a 
truck returns with some of its load, 
he’s in disgrace. If it happens often, 





are assigned to line hauls. Above Fred Deardorf is about to take off from Shell Oil’s 


Los Angeles terminal with 7,600-gal. load for Mojave Desert. With him is John Gray, 


plant superintendent, who helped develop Shell's clipper fleet 
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he catches hell, as one transport 
official expressed it. 

Inventory control has tended to 
eliminate back-hauls, once a chronic 
nuisance. 


Inventory control also calls for bal. 
ance between supply areas. For 
instance, in Los Angeles, Standard 
holds a close check on its general 
east-side and west-side operations to 
make sure that neither zone builds 
too much surplus or runs short. 


Storage 


Desirable storage capacity at sta- 
tions is 8,000 to 12,000 gals. However, 
storage is governed by local ordi- 
nances, 

Formerly, small stations had about 
2,500-gal. storage with two 1,000-gal. 
tanks and one 500-gal. tank. To put 
a station on clipper service, it is 
necessary to remove the small tanks 
and install larger ones. One West 
Coast major is now installing either 
two 4,000-gal. or 5,000-gal tanks at 
a cost of $2,000. And it builds its 
new station with larger capacity so 
they can be placed on clipper service 
automatically. 

A 4,000-gal. tank is about average, 
NPN was told. 

It is not worth putting stations 
with a monthly gallonage under 7,500 
gals. on direct delivery, one West 
Coast company reported. 


Source 


Unless the primary source is con- 
venient, the direct delivery system 
may not be practical. A primary 
source can be the refinery itself, a 
pipe line, a marine terminal or rail 
terminal. 

Transport specialists continually 
seek means of extending the avail- 
ability of primary sources so they will 


NATIONAL PETROLEUM NEWS 

















USE OF ALUMINUM for cabs, transmissions, hubs, and cases has also saved on weight, allowing bigger pay-loads. Truck and 
trailer here supplies Redwood City, Calif. bulk plant 


be close to new markets and poten- 
tial markets. 

“By using refinery pipe line and 
marine terminal as a source of supply 
whenever possible and economical, 
the bulk plants and sub-stations can 
be reduced,” a transport authority 
explained. 

In Los Angeles, most companies 
have products pipe lines from re- 
fineries to truck-loading terminals, 
which serve as primary supply 
sources. This reduces difficult, time- 
consuming runs in heavy Los Angeles 
traffic. 

Gradually a string of marine ter- 
minals has sprung up along the 
Pacific Coast. Terminals at smaller 
facilities have supplemented existing 
facilities at major seaboard and in- 
land ports to give blanket coverage. 


Another feature is application of a 
“take-off” principle by extending 
products pipe lines to growing mar- 
kets. The markets are fed from the 
“take-off” points by direct delivery 
vehicles. For example, Standard of 
California constructed a products pipe 
line from Salt Lake City to Pasco, 
Wash, “Take-off” terminals have been 
established along that line. 

Standard, a pioneer of direct de- 
livery, has a comprehensive network 
of supply sources for its extensive 
marketing area. The following list 
illustrates the application of the prin- 
ciple of extending availability of pri- 
mary sources: 

San Diego, Calif. (marine), serving 
southern California. 

Montebello, Calif.. Greater Los 
Angeles (rack: pipe line from re- 
finery), serving eastern and north- 
eastern Los Angeles Basin and out- 
lying points of Indio, San Bernar- 
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CLOSE CONNECTIONS have been a factor in development of big gallonage transport. 
It has made for more efficient delivery both at service stations and bulk plants 


few 


CLOSE INVENTORY CONTROL is a basic factor in successful direct delivery. Chief 
Dispatcher Frank Greer of Shell’s Los Angeles depot schedules delivery by clipper fleet 


for nearly 1,000 accounts handled through his office 
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DIRECT DELIVERY 








metropolitan Tacoma, Olympia, Ft. 
Lewis and valley north of Tacoma, 
a radius of 40 to 50 miles. 

Seattle, Wash. (marine), serving 
north to Mt. Vernon, south to Benton 
and Kent. 

Salt Lake City (refinery), serving 
south to Provo, Utah. 

Ogden, Utah, (pipe line terminal), 
serving Ogden, north to Logan, Utah, 
and Preston, Idaho. 

Burley, Idaho (pipe line terminal), 
serving that area through truck and 
trailer operation. 

Twin Falls, Idaho (pipe line ter- 
minal), serving plants and selected 
customers via truck and trailer with- 
in 50-mile radius. Sun Valley is served 
from this point. 

Boise, Idaho (pipe line terminal), 
serving a radius of about 30 miles. 

Fruitland (pipe line terminal), 
truck and trailer to bulk plants. 

Baker (pipe line terminal), truck 
and trailer to bulk plants. 


METER TICKET is tabulated when dump is completed, showing exact gallonage poured Adams (pipe line terminal), serving 
into storage tank. Driver Paul Griffith's hand is on hose at shut-off valve of this to Walla Walla and Yumatilla. 
Texaco clipper. Three Jevers at top of meter box are internal valves connected by cable Pasco, Wash (pipe line terminus), 
to bottom of tank. At right is selector, with identifying tabs behind it. Nozzles for serving north to Spokane, west to 
various fill pipes are at right side of compartment. Directly below selector is gravity Ellensburg. 
outlet which is not used. To the left is meter outlet, connected to selector. Station oper- Radius 

ator J. L. Manners watches driver ring up the gallonage Clipper fleets operate from the 


dino, Redlands, Beaumont and Ban- 
ning. 

Culver City, Calif., Greater Los 
Angeles (rack: pipe line from re- 
finery), serving western and north- 
western Los Angeles Basin. 

Clearwater, Calif., Greater Los 
Angeles (rack: pipe line from re- 
finery), serving southern Los Angeles 
Basin. 

Carpinteria, Calif. (marine), about 
85 miles north of L. A. 

San Luis Obispo, Calif. (rail), about 
200 miles north of L. A. 

Atascadero, Calif. (rail), serving as 
far as Santa Cruz. 

Moss Landing, Calif. (marine), ser- 
ving Monterey area. 

Redwood City, Calif. (rail), serving 
from Gilroy to South San Francisco. 

Bakersfield, Calif. (refinery), ser- 
ving San Joaquin Valley markets. 

San Rafael, Calif. (rail), serving 
south to San Francisco Bridge and 
north to Ukiah area. 

Richmond, Calif. (refinery), ser- 
ving from Livermore to Walnut Creek. 

San Francisco (rack: pipe line from 
refinery), serving Bay area. 

Sacramento, Calif. (marine), ser- 
ving areas to Chico, Woodland, 
Knight’s Ferry and Winters. 

Stockton, Calif. (marine), serving 
south to Los Banos and north to Lodi. 

Willbridge, Ore., Portland (marine), 
serving north to Washington state, 
about 50 miles to the east and to the 
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following key cities: San Diego, Los 
Angeles, Moss Landing, Bakersfield, 


areas of Salem, Albany and Corvallis. Fresno, San Rafael, San Francisco, 
Eugene, Ore. (redistributor set-up), Oakland, Vallejo, Napa, Stockton, 

serving that area. Eugene, Portland, Longview, Tocoma 
Longview, Wash. (rail), serving to and Seattle. 

the areas of Kelso and Centralia. Radius is a variable. A common 
Tacoma, Wash. (marine), serving range is 50 to 100 miles. In a con- 





UNLOADING OF CLIPPER cargo is contro/led at this valve box underneath the 
tanker. At Jower left is a hydraulic operator (A), a control devicé. Lines to the six 
compartments go through six manifold valves (B). The selector (C) is set to deter- 
mine which of the six products in this tanker will flow—premium gasoline, regular 
gasoline, stove oil, Diesel fuel, heating oil or cleaning solvent. Products are indicated 
by tags (D). To the delivery valve (E), the delivery hose in the tube (F) is connected. 
The extension (G) is attached to the other end of the hose and fitted inte the {ill-pipe 
at service station. Flow is governed and registered by meter and printer with set-stop 
mechanism (H) 
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*Trade Mark. U. S. & Foreign Patents Pending 


Frame-Kontact Hoists permit better lubri- 
cation . . . in less time ... . at less cost. 


GLOBE 





Nine of eleven Globe Frome- 
Kontact Hoists installed ot 
McCeorroll's, Inc, prominent 
Cleveland cor dealer 


E PROFIT PER SQUARE FOOT 


bor space really pays out with the Globe Frame-Kontact Hoist. Studies have shown 
that a lubrication or service bay earns $1200 in ADDED PROFITS when this modern 
Hoist is installed. With Hoist down, floor is available for parking or cross travel. 


MAXIMUM ACCESSIBILITY 


Frame-Kontact lifting means WIDE OPEN accessibility to all underside parts of a car. 
Service jobs get done faster. Work is done more expertly. BIGGER PROFITS result. 


IMPROVED LUBRICATION TECHNIQUE 


A car, lifted by its frame, is in the BEST POSITION for effective lubrication. Suspen- 
sions are relaxed. Lubricant flows easily into important wear points. 


GLOBE HOIST COMPANY 

E. Mermaid Lane at Queen St. 

Philadelphia 18, Penna. 

Gentlemen: 

Please send me full details about the Globe Frame-Kontact Hoist. 








<U THE BEST aTaAy 








eto EY ae 
World's Most Complete Line of Lifting Equipment 
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DETAILED SCHEDULE of transport trucks and drivers is kept in dispatch room of 

Texaco’s Long Beach terminal. Wendell Olson, night dispatcher, goes over records. 

Keys at bottom of board are for restrooms, so drivers can deposit packaged goods when 
station is closed 


gested area, however, it might be less. 
Or, again, it might be 150 miles where 
distance hauls are made. 

One company employs 5,200 and 
5,400-gal. clippers for runs within a 
35-mile radius and 6,000 to 6,500-gal. 
clippers for deliveries in a radius of 
35 to 100 miles. 


Every time a new clipper route 
is established, each account has to be 
analyzed and dealt with individually. 
So there is no formula, the operations 
manager of one major told NPN. 
“Each case depends on local condi- 
tions, ordinance factors and the ques- 
tion of good will,” he commented. 


“Position of the bulk plant operator 
must be considered.” 


Schedules 


Each company has its own plan 
for scheduling the trucks, and the 
object is to attain as much service 
as possible. 

Most trucks average 20 hours daily. 
One major assigns the trucks for 13 
out of 14 shifts (each shift being 
about 8 hours) and services them on 
the 14th shift. A shift inspection takes 
a half-hour to an hour. 

Each truck requires 2-3/5 man- 
shifts (two five-daily eight-hour 
shifts, and three left over) for its 
13-shift routine. 

Several companies run their clip- 
pers on 10-hour shifts, allowing two 
hours between each shift for servicing. 
It’s common for the drivers to work 
10-hour shifts on a four-day, 40-hour 
week. 

Round-the-clock deliveries are an 
important feature of the system, en- 
abling both more intensive use of the 
equipment and night runs on which 
better time is made. 

The Texas Co. developed scheduling 
to a fine point with its “round robin 
system”, staggering shift changes 
around the clock so the routine is 
continuous. 

Another company has its clippers 
on two 10-hour shifts and allows 
four hours for servicing. 

Shifts are controlled by the volume 
they handle. An attempt is made 
to balance out manpower in relation 
to the load factor so even balance is 
attained and no waste time incurred. 
Ordinarly far more can be delivered 
on a control basis at night than dur- 
ing the day. Formerly, deliveries 





ELIMINATION OF FRAMES and use of high tensile steel were two important developments in evolution of big-gallonage trucking. 
Weight-savings enabled substantial increases in payload. Seattle transport, getting ready for run, is allowed to haul up to 6,900 gals. 
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Remember, the Post carries 
more automotive advertising 


to more people than any 


other —— O Ke 











The Post is the greatest adver- | 


tising force in the automotive 
field. Everybody knows it, trusts 
it, and trusts the products adver- 
tised in it. So say, “It’s advertised 
in the Post,” to help you sell. And 
make sure “it’s advertised in the 
Post” when you buy. This list of 
current Post-advertised lines is 
your guide to fast-selling repu- 
tation-building brands. 


They 


CARS - TRUCKS - TRACTORS - TRAILERS 
ADVERTISER 
Allis-Chalmers Mfg. Co. Tractor Div. ¢ Crawler and 
Wheel Tractors; Road Machinery 
Austin Motor Company, Ltd., The « Austin Cars 
Briggs & Stratton Corp. « Briggs & Stratton Gasoline 
Engines 
Buick Div., General Motors Corp. « Buick Cars 
Cadillac Motor Car Div., 
Cadillac Cars 


General Motors Corp. « 


Caterpillar Tractor Co. « Caterpiliar Tractors; 
Graders; Earthmoving Equipt 


Chevrolet Motor Div., General Motors Corp. « 
Chevrolet Cars; Chevrolet Trucks 


Chrysler Corp. « Institutional Advertising 

Chrysler Sales Division, Chrysler Corp. « Chrysler Cars 

Cushman Motor Works, Inc. ¢ Eagle Motor Scooters 
De Soto Div., Chrysler Corp. » De Soto Cars 


advertised li 


Detroit Riesel Engine Div., General Motors Corp. « 
GM Diesel Engines 


Dodge Car Div., Chrysler Corp. « Dodge Cars; 
Station Wagons; Dodge Trucks 

Fisher Body Div., 
Fisher Bodies 

Ford Motor Co. ¢ Institutional Advertising 


Ford Division, Ford Motor Co. « Ford Cars; 
Ford Trucks 


General Motors Corp. « /nstitutional Advertising 


GMC Truck & Coach Div., General Motors Corp. 
« GMC Trucks 


Gravely Motor Piow & Cultivator Co. « 
Gravely Tractors 


Hudson Motor Car Co. « Hudson Cars 
International Harvester Co. « [nternational Trucks 


Kaiser-Frazer Sales Corp. « 
Kaiser Cars, Henry a Cars 


Lincoln Div., Ford Motor Co. « Lincoln Cars 
Mack Trucks, Inc. « Mack Trucks 
Mercury Div., Ford Motor Co. « Mercury Cars 


General Motors Corp. « 





Nash Motors, Div. of Nash-Kelvinator Corp. « 
Nash Cars 


Oldsmobile Div., General Motors Corp. « 
Oldsmobile Cars 


Packard Motor Car Co. « Packard Cars 
Plymouth Div. of Chrysler Corp. « Plymouth Cars 


Pontiac Motor Div., General Motors Corp. « 
Pontiac Cars 


Redman Trailer Co. « New Moon Trailers 
Reo Motors, Inc. ¢ Reo Trucks; Engines 
Schult Corp. « Schult Trailer Coaches 


Studebaker Corp. e Studebaker Cars; 
Studebaker Trucks 


Trailer Coach Mfg. Assoc. e TCMA Coaches 
Vagabond Coach Mfg. Co. « Vagabond Trailer Coaches 


Willys-Overland Motors, Inc. « Jeep Station Wagons; 
Aero Willys 


TIRE ADVERTISERS 


ADVERTISER 

Armstrong Rubber Co. « Armstrong Tires 

Atlas Supply Company e Atlas Tires 

Corduroy Rubber Co. « Corduroy Tires; Tubes 
Dayton Rubber Company « Dayton Tires 
Firestone Tire & Rubber Co., The « Firestone Tires 
Fisk Tire Div., U.S. Rubber Co. « Fisk Tires 


General Tire & Rubber Co.. The 
Kraft Recapping 


Goodrich Company, B. F. « B. F. Goodrich Tires 
Goodyear Tire & Rubber Co., 
Tubes 


e General Tires; 


The « Goodyear Tires; 


Inland Rubber Corp. « Inland Tires 
Kelly-Springfield Tire Co., The « Kelly Tires 


Mansfield Tire & Rubber Co., The « Mansfield Tires; 
Century Tires 


Seiberling Rubber Co. « Seiberling Tires 
Socony-Vacuum Oil Company, The « Mobil Tires 
U.S. Rubber Co. « U. S. Royal Tires; Tubes 


GAS-OILS-LUBRICANTS 
ADVERTISER 


Alemite Div., Stewart-Warner Corp. « 
Alemite Lubricants 


Amalie Div., L.  - omeamee Sons, Inc. « 
Amalie Motor Oil 


American Petroleum Institute, Oil Industry 
Information C el | Advertising 


AP Parts Corp., The « Miracle Power 

Bardah! Manufacturing Corp. « Bardahl 

Casite Div., Hastings Mfg. Co. « Casite 

Cities Service Oil Co. « Institutional Advertising 

Continental Oil Co. « Conoco Motor Oil; 
Institut dvertising 

Ethyl Corporation « Ethyl Gasoline 

Fiske Brothers Refining Co., Lubriplate Div. « 
Lubriplate Lubricates in Tubes 


Freedom-Valvoline Oil Co. « Valvoline Motor Oil 
Gulf Oil Corp. « Gulfpride Motor Oil; Gulf No-Nox 
Gasoline 
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Stock and feature 


Kendall Refining Co. « Kendall—The 2000 Mile Oit 

Lubaid Co. « Lubaid 

Macmillan Petrol Corp. « Instituti 

Pennsylvania Grade Crude Oil Assoc. « 
Institutional Advertising 

Pennzoil Company, The « Pennzoil Motor Oil 

Pyroil Company, The « Pyroil 

Quaker State Oil Refining Corp. « Quaker State 
Motor Oil 





| Advertising 


Shaler Company, The « Rislone 

Shell Oil Co. « Shell Motor Oil; Shell Research 

Sinclair Research Laboratories, Inc., Sub. of Sinclair 
Refining Co. « Institutional Advertising 

Socony-Vacuum Oil Co., The « Mobilgas; Mobdiloil 

Texas Comeen , The e Fire-Chief Gasoline; Havoline 
Motor Oil; Marfax Lubrication 

‘Tide Water Assoc. Oil Co. « Veedol Motor Oil 


Wolf's Head Oil Refining Co., Inc. « Wolf's Head 
Motor Oil 


Wynn Oil Co. « Wynn's Friction Proofing Oil 


sell fastest 


ADVERTISER 
Abrasive Products, Inc. « Jewel Coated Abrasives 
AC Spark ~ Div., General Motors Corp. « 
AC Spark Plugs; Oil Filters; Fuel Pumps 
Airtex Automotive Div. of Chefford-Master Mfg. Co. 
« Airtex Fuel Filters; Fuel Pumps 
Albertson & Co., Inc. « Sioux Tools 
American Chain & Cable Co. « Weed Tire Chains 
Anderson Company, The « Anco Wiper Blades 
Atkins’*& Company, E. C. « Atkins Saws 
Atlas International Co. « Flying Scout 
Convertible Tops 
Atlas Supply Co. « Atlas Batteries; Accessories 
Auto-Lite Battery Corp. * Auto-Lite Batteries 
Bakelite Co., Div. of Union Carbide & Carbon Corp. 
e Vinylite 


Barrett Div., Allied Chemical & Dye Corp. « 
Barrett Chemicals 


es are 


Bear Mfg. Co. « Bear Tire Balancing Equipment 
Bendix-Westinghouse Automotive Air Brake Co. « 
Bendix-Westinghouse Air Brakes 
Black & Decker Mfg. Co. + Black & Decker Elec. Tools 
Bohn Aluminum & Brass Corp. « Institutional 
Advertising 
Bolta Products Sales, Inc. e Quilted Boltaflex 
for Seat Covers 
Borg-Warner Corp. « Borg-Warner Products 
Bowes “Seal Fast"’ Corp. « Bowes Stop-Leak; 
Rust- Rout 
Boyle-Midway, Inc., Sub. of American Home 
roducts « 3-in-I Oil 
Bridgeport Hardware Mfg. Corp. « Bridgeport Screw 
Drivers 
Brown Corp., W. R. « Speedy Sprayers 
Busch & Company, Inc., A. G. « Busch Auto Lights 
Carter Carburetor Corp., Div. of American Car & 
Foundry Co. « Carter Carburetors; Fuel Pumps 
— harry Corp. « Casco Spotlights; Lighters 
H ies, Inc. « Champ Oil Filters 
Seas oe Plug ¢ Co. « Champion Spark Plugs 
Chrysler Motors Parts Corp. « MoPar Parts 





-gets to the 
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Coffing Hoist Co. « Coffing Hoists 

Collins & Aikman Corp. « Candalon 

Commercial Solvents Corp. « Nor’way Anti-Freeze 
Crest Company, The « Sloppy Joe Slipcovers 


Deico Products Div., General Motors Corp. « 
Delco Shock Absorbers 


Delta Electric Co. « Delta Lanterns 


Delta Power Tool, Div. of Rockwell Mfg. Co. « 
Delta Power Tools 


DeVilbiss Company, The « DeVilbiss Spraying 
Equipment 


Dietz Company, R. E. « Comet Lanterns 

Dinsmore Instrument Co. « Dinsmore Auto Compasses 
Disston & Sons, Inc., Henry « Disston Saws 

Doan Mfg. Corp. « Doan Econ-O-Mats 

Dow Chemical Co., The « Saran 


Du Pont de Nemours & Co., Inc., E. I. « Zerone; 
Zerex; No. 7 Polish; Du Pont Cooling System 
Cleaner 


because the 


Eaton Mfg. Co. « Eaton Axles 

Electric Auto-Lite Co., The « Auto-Lite Spark Plugs; 
Sealed Beam Lamps 

Electric Sprayit Co. « Elsco Spraying Outfits 

Electric Storage Battery Co., The « Exide Batteries 

Electro Chemical Products Corp. « Ecco Stop Shok 

Empire Level Mfg. Co. « Empire Levels 

Fairchild Industries, Inc. « Fairchild Tool Kits 

Fedders-Quigan Corp. « Fedders Radiators; Heaters 

Federal-Mogul Service, Div of Federal-Mogul! Corp. 
e Federal-Mogul Bearings 

Filterzone Auto-Vision Co. « Filterzone Sun Visors 

Firestone Tire & Rubber Co., The « Firestone 
Batteries; Brake Linings; Accessories 

Fram Corporation « Fram Oil, Fuel, Air, & Water 
Filters 

Freeman & Freeman, Inc. « Porcelainize 

Fulton Company, The « Fulton Sun Shields 

Gale Hall Engineering Co. « Mile-O-Meters 


top- 


General Electric Co. « Calrod Engine Heaters, 
Headlamps 


Gould-National Batteries, Inc. « National Batteries; 
Kathanode Batteries 


Goodyear Tire & Rubber Co., The « Airfoam; 
Goodyear Batteries 


Grey-Rock Div. of Raybestos-Manhattan, Inc. « 
‘Grey-Rock Brake Linings 


Grizzly Mfg. Co. « Grizzly Brake Linings 
-_ oa Div., General Motors Corp. « 
ide Spotlamps; Rearview Mirrors 
Peco Mfg. Co. « Hastings Piston Rings 
Heckethorn Mfg. & Supply Co. « Columbus Shock 
Absorbers 





Heet Div. of DeMert & Dougherty, Inc. « Heet 

Herbrand Div. of Bingham-Herbrand Corp. « 
Herbrand’s Tools; Piston Rings 

Holley Carburetor Company e Holley Carburetors 

Hull Mfg. Co. « Hull Auto Compasses 

Inland Rubber Corp. «Inland Tire & Repair Material 

International Mfg. Co. « Rayline License Plate Frames; 
Teddy Tot Auto Chairs and Cribs; Guide Posts 





Jacobs Mfg. Co. « Jacobs Chucks 

J & H Sales » Erie Kargards 

Johnson & Son, Inc., S. C. « Car-plate; Carnu 
Joma Mfg. Co., Inc. « Joma Mirrors 


K Co., Inc. (American Hammered Piston Ring 
.) « Koppers Piston Rings 


Krylon, Inc. « Krylon 

Las-Stik Mfg. Co., The « Las-Stik Polishing Cloths 

Lester Products Co. « Wico Car Lighters 

Lion Oil Company « Nokorode Under-Car Sealer 

Lumite Div., Chicopee Mfg. Co. of Georgia « Lumite 

Mac's Super Gloss Co. « Mac's No. 13; Cleaners; 
Glazes 


Magna Engineering Corp. « Shop Smith Tools 
Maremont Automotive Products, Inc. « Maremont 
Mufflers 


Marquette Mfg. Co. « Marquette Arc Welders 


Master Rule Mfg. Co. « Master Measuring Tapes 
Millers Falls Company « Millers Falls Tools 
Minnesota Mining & Mfg. Co. « Underseal 


Monowatt, Inc., Sub. of General Electric Co. « 
Monowatt Handy Lites 


Monroe Auto Equipment Co. « Monro-Matic Shock 
Absorbers 


Motorola, Inc. « Motorola Auto Radios 
Muskegon Piston Ring Co. « Muskegon Piston Rings 


National Automotive Parts Assoc. « /nstitutional 
Advertising 


National Carbon Co., Div. of Union Carbide & 
Carbon Corp. « Prestone Anti-Freeze 


National Machine Works, Inc. ¢ Automobile 
Engine Parts 


National Plastic Products Co., The « Saran 
Nicholson File Co. « Nicholson Files 

Niehoff & Company, C. E. « Niehoff Ignition Parts 
Norjack Co. ¢ Trailer Surplus Parts 

North Brothers Mfg. Co. « Yankee Tools 


Oil-Eye Corp. of America « Oil-Eye Indicators 
Owens-Corning Fiberglas Corp. « Fiberglas 

Ox Fibre Brush Co., Inc. « Oxco Whisk Brooms 
Parker Rust Proof Co. « Bonderite 


Perfect Circle Corp. « Perfect Circle Piston Rings; 
Nurlizing Process 


Petersen Mfg. Co., Inc. « Vise-Grip Wrenches 
Plumb, Inc., Fayette R. « Plumb Tools 

Portable Electric Tools, Inc. « Pet Electric Tool Kits 
Pressure Products Corp. « Prepo Torches 

Presto Chain Co. « Presto Chains 

Prest-O-Lite Co., Inc. « Prest-O-Lite Batteries 
Proto Tools « Proto Tools 

PurOlator Products, Inc. « PurOlator Oil Filters 
Quincy Compressor Co. « Quincy Compressors 
Ramsey Corporation « Ramco Piston Rings 


Raybestos Div. of Raybestos-Manhattan, Inc. « 
Raybestos Brake Linings 


these great lines 


Ray-O-Vac Company « Ray-O-Vac Flashlights and 
Leak Proof Batteries 


Reading Batteries Inc. « Rebat Batteries 
Robertshaw-Fulton Co. « Robertshaw-Fulton A utostats 
Screw Research Assoc. « Phillips Screws 
Sealed Power Corporation Sea!/ed Power Piston Rings 


Shakeproof, Inc., Div. of Iinois Tool Works « 
Shakeproof Lock Washers 


Shetland Company, Inc., The « Shetland All Purpose 
Polishers 


Simoniz Company, The « Simoniz and Kleener 
Skilsaw, Inc. « Skil Tools 


Smith & Son, Inc., Seymour « Seymour Smith 
**Snap Lock” Plier Wrenches 


Socony-Vacuum Oil Co., Inc. « Permazone; Freezone 
S. O. S. Company, The « S. O. S. Scouring Pads 
Spark-O-Liner Corp. « Perry Cooling System Filters 


Post- 


Stanley Works, The « Stanley Tools; Garage Door 
Equipment 


Starrett Co., L. S. « Starrett Tools 


Stewart-Warner Corp. « Stewart-Warner Motor 
Minders 


Susquehanna Mills, Inc. « Suskana Saran 
Taylor Chain Company, 8. G. « 7M Chains 


Telechron Dept. of General Electric Co. + Telechron 
Electric Clocks 


Thermoid Company « Thermoid Brake Linings 
Thompson Products Inc. « Thompson Products 
Timken-Detroit Axle Co. « Timken-Detroit Axles 


Timken Roller Bearing Co., The « Timken Roller 
ings 


Tregiown Co., Inc., The « Holt's Piston Seal 
U-C Lite Mfg. Co. « Big Beam Lanterns 


United Motors Service, Div. General Motors Corp. 
« Delco Batteries 


Upson Brothers, Inc. « Hold-E-Zee Screw Drivers 





uality lines 


U. S. Electric Mfg. Corp. « Usalite Flashliahts and 
Batteries 


U. S. Industrial Chemicals « U.S. I. Anti-Freeze 
Utica Drop Forge & Tool Co. « Utica Pliers 
Vaco Products Co. « Vaco Screw Drivers 
Wagner Electric Corp. « Wagner Brake Fluid 
Walker Mfg. Co. of Wisc. « Walker Oil Filters 


Warner-Patterson Co. « Warner Radiator Cleaner; 
Liquid Solder 

Western Auto Supply Co. « Westcra/t Tools 

Wico Electric Co. « Wico Cigarette Lighters 

Wilkening Mfg. Co. « Pedrick Piston Rings 

Willard Storage Battery Co. « Willard Batteries 

Wix Accessories Corp. « Wix Oil Filters 

Wooster Rubber Co., The « Rubbermaid Kar-rugs 

Yankee Metal Products Corp. « Yankee Back-up 
Lights 


Zecol Inc. « Zecol Scum Remover; Wax 
Zink Corp., The Howard « Howard Zink Seat Covers 


NOTE: The above list contains the names of Post automotive advertisers between March 3, 1951, and March 1, 1952. 


heart of America 
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were made only during the day, but 
night deliveries have proved more 
productive because there is less traf- 
fic. 

One major figures that its clippers 
in Los Angeles Basin make 50-mile 
round-trip hauls. It tries to get six 
deliveries a day with a 6,000-gal. tank 
truck—three each on two 10-hour 
shifts. The potential is 900,000 gals. 
per month. The actual gallonage 
runs closer to 600,000. Still another 
company considers 500,000 gals. per 
month a good working average, allow- 
ing 350,000 gals. for some rigs that 
make longer trips and fewer of them. 

Another company reported that its 





WITH THIS NEW, 
SELF-CONTAINED 


clippers average 6,000 to 10,000 miles 
per month, running 16 to 24 hours 
daily for an average of 20 hours. 
They average 20 miles per hour, or 
400 miles daily. 

Their dumps average 3,349 gals. 
each. 

The average of cargo dumps varies. 
One company reported a year-in-year- 
out average of 2,500 gals. Another 
major reported its average dumps at 
3,349 gals. each. Still another said 
its dumps average 3,800 gals. 

“The only thing that stops them is 
ability of stations to receive gasoline,” 
a transport official stated. ‘Usually 
they don’t run on Sundays, depending 


YOU CAN CUT COSTS... 






DRUM RINSER 


This new, low cost unit provides a 
fast, practical method of cleaning 
drums at petroleum bulk plants and 
terminals—eliminating the need for 
returning drums to the refinery for 
every refill. To every industry using 
drums which can be cleaned by petro- 
leum-based solvents, it offers a route 
to large-scale savings. One oil com- 
pany expects savings of $12,500 a 
year after installing a drum rinser 
and barrel filling equipment in a bulk 
plant handling 2500 barrels annually. 

Every inch of the interior surface 
of a drum is scoured in less than a 
minute...sand and similar substances 


are removed without draining. No 
piping of air lines is needed—just one 
electrical connection. 

WRITE TODAY for prices and 
literature. 





Gilbert & Barker Mfg. Company 
West Springfield, Mass. * Toronto, Can. 











Tank Truck Definitions 


Three types of automotive ve- 
hicles commonly used for mar- 
keting distribution on the West 
Coast are “clippers”, “locals” 
and “transports”. The distinc- 
tions in nomenclature are as 
follows: 


Clippers — truck-tractor and 
semi-trailer. They carry pe- 
troleum products from refinery 
or terminal (or major bulk 
plant) directly to sales out- 
let. This is popularly called a 


“clipper” operation. Capacity 
ranges to 6,600 gal. 
Locals — conventiona] tank 


trucks that transport products 
from bulk plant to sales outlet. 
This is called local delivery. 
Capacity ranges from 7E0 gal. 
to 2200 gal. 


Transports — tank truck and 
full trailer. They haul products 
from refinery or terminal to bulk 
plant. This is popularly called 
a “line haul” operation. Capac- 
ity ranges to 8,700 gals., with an 


aluminum alloy truck and 
trailer reported as high as 
9,000 gals. 











on local conditions. They do if it’s 
necessary to keep the outlet open. 
Under those conditions, public rela- 
tions is secondary to the dealer’s need 
—which is the public’s need.” 

An average conventional now 
receives four to eight deliveries a 
month. Previously, it was necessary 
to visit the same station three to 
five times a week to keep it supplied, 
one of the majors reported. 

The aim is to make one delivery 
with each load. The working rule 
is three deliveries per load, and a 
maximum of four deliveries, according 
to the criterion set by one major. 


In the case of bulk lube oil deliver- 
ies, one major has reduced frequency 
of motor oil deliveries to one a month 
in the Los Angeles area. Hi-boy 
capacity of its stations has been in- 
creased to permit a monthly schedule. 
If a dealer’s consumption is unusually 
large, exceptional deliveries will be 
made. 

How many clippers make up a 
fleet? 

These figures on the distribution 
of rolling stock of a representative 
West Coast major shows the current 
ratio: 

Clippers: Pacific Northwest (9)— 
Tacoma 1, Willbridge 4, Seattle 1, 
Pasco 1 and Edmonds, Wash. 2. 

Northern California (14)—-Sacra- 
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mento 1, Redwood City 2, Monterey 
1, Stockton 1, Oakland 1, Petaluma 1, 
Fresno 1, Santa Maria 1, Coos Bay 
1 and 2 for relief work. 

Southern California (24)—Los An- 
geles 18, Bakersfield 3, San Diego 2 
and Ventura 1. 

Truck and trailer transports: Paci- 
fic Northwest (1)—Edmonds, Wash. 
Northern California (2)—Sacramento 
and Colusa. Southern California (4) 
—Los Angeles. 

Local delivery tank trucks: Pacific 
Northwest, 74; Northern California, 
77 and Southern California, 111. 

The total is 47 clippers, 7 trans- 
ports and 262 local trucks. 

The company supplements its own 
rolling stock with for-hire carriers, 
mostly truck and trailers for line 
hauls. 

How much do they cost? 

The 47 clippers mentioned above 
represent an investment listed at 
$850,000 and have a stated market 
value of $436,000. 

Here’s the way another company 
listed costs: 

6,600-gal. semi-trailer 
(formerly $19,000). 

7,000-gal. truck and trailer . 
$23,000. 

1,200-gal. lube oil delivery truck 
. « » $24,000-$28,000. 

Avgas truck . . . $28,000-$35,000. 

Another major said clippers range 
between $19,000 and $27,000 and 
transports between $27,000 and $30,- 
000. Use of aluminum is more expen- 
sive. A tank, for example, will cost 
$400 more than a steel tank. But 
the weight savings will allow 400 
more gals. of gasoline. 

One company likes to work on a 
two-year pay-out for liquidating its 


. . » $22,500 


initial costs. Another company re- 
ported that clipper efficiency enabled 
it to realize a 1!%-month payout. 


Dealer’s Finances 


Over the years, most of the physical 
and operational problems have been 
solved. _ Principal problem today is 
dealer’s finances. It takes more spot 
cash to finance the larger loads. 

Most suppliers operate on a pay- 
as-you-unload basis. It may take six 
times as much cash because the drops 
are six times larger (averaging 6,000 
gals. against 500). 

That raises the question of credit 
and discounts. One company has 
granted short-term credit so its driv- 
ers won't be held up. The short-term 
credit is one dump. And it has to be 
cleared before another delivery will 
be made. 


Another company gives a discount 
of lc per gal. on direct delivery 
dumps. One supplier has a rate for 
deliveries under 2,000 gals. and an- 
other rate for dumps over 2,000 gals. 

Two plans used to meet credit 
problems in small areas are Petinco 
and Smith “set-stop”. They, too. 
raise problems. One major reported 
that in the case of Petinco, the 
source of tokens may be a difficulty- 
the tokens being used by the dealer 
in the transaction. Some areas are 
located too far from banks which 
supply the tokens. The company said 
the Smith system entails collections 
and accounting which cut profits. 
(Next article in the series on Direct- 
Delivery will discuss the economics of 
clipper operation, driver training and 
personnel problems, and opposition to 
the big tank trucks.) 





Oil Transporter Grabs American 





Trucking Assn. Safety Award 


SAFETY AWARD—Dan Dugan Oil Transport Co., Sioux Falls, $. Dak., now has pos- 
session of American Trucking Assns. safety trophy. At recent ceremonies trophy was 
presented to Dan Dugan, owner of company. Shown here as the award was made 
are (left to right): Carroll Stinson, state safety director; Dick Olson, Dugan's safety 
director; Mr. Dugan; and Dick Williams, secretary manager of South Dakota Associ- 
ated Motor Carriers. At same meeting Mr. Olson was presented the Auto-Lite award 


(a plaque) in recognition for his part in Dugan’s safety program 
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EVER-TITE 
The World’s Best 


Quick Couplings 


YOU'RE EVER-RIGHT 
WITH EVER -TITE! 


Ever-Tites 


tight hose connections in an in- 


guarantee absolutely 


stant; cut loading and delivery 
time; prevent leaks and spills 
Ever-Tites will never jam or fail 
predetermine d tightness is pre 
cision built-in during aalelil hacle 
ture. Ruggedly constructed of fi- 
nest materials to last indefinitely 
even in the hardest service 


Stocked by 


equipment distributors 


Made in all sizes 
creleltale 
everywhere 
*The | a T rademark , is 


bility and quality 


EVER-TITE 
COUPLING CO. 
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SEEN FROM STREET, this outlet of Sta-en Island Oil Co., appears unlike customary service station, except.for pump island. 
It was built in residential area on Staten Island that resisted commercial development 


New Station Rolls Out Carpet for ‘Residential’ Customers 


A service station with modernistic 
lines, suggesting a smart women’s 
shop, and employing pretty girls in 
airline-hostess-type uniforms, is a 
Staten Island, N. Y., distributor’s 
formula for better-than-ordinary pro- 
fits through retail gasoline outlets. 

He has just opened one such sta- 
tion, concealing almost all the out- 
ward appurtenances of the conven- 
tional outlet except pumps. 

Even the pumps will be out of 
sight (nozzles under driveway trap- 
doors) at a second one he has planned. 
That way he’s getting to establish it 
on a residential artery where no one 
heretofore has been able to break 
down resistance to this kind of com- 
mercial development. 

He igs John Leopold, president of 
the Staten Island Oil Co., distributing 
Texaco products. His wife owns the 
newly opened prototype station. She 
is the former Wanda Ridgeway, 
daughter of Russell Ridgeway, of 
Shell Oil's district sales office at 
Rockford, Il. 

25,000-30,000 Gals. Per Month — 
Mr. Leopold expects the first sta- 
tion “without question” to attain a 
gasoline sales volume of 25,000 to 
30,000 gals. per month—in a loca- 
tion where, he believes, a conventional 
station would do only about 14,000 


It was built, incidentally, under 
the stiffest of the recent government 
building restrictions, without struc- 
tural steel, at a cost of $15,000. 
Equipment, stock, and furnishings ran 
the investment to $22,250. 

Girls Meet Customers—Mr. Leopold 
believes the smartly attired girl at- 


tendants will be the station’s chief 
attraction. They dispense the gaso- 
line, clean windshields, and will, if the 
motorist desires, vacuum-clean the 
car’s interior “once over lightly.” 

To clean windshields, a girl uses 
a long-handled implement with a 
sponge on one end, a “squeegee” on 
the other, thus protecting her uni- 
form. The station manager takes 
care of motor oil, battery and radia- 
tor chores. 

Attract Women— The girls are 
chosen for “looks” and personality to 
draw male motorists. But the wom- 
an’s angle also—and service—are 
heavily accented in the Leopold plan. 

The only tires, batteries and ac- 
cessories the customer sees are in- 
side the station, displayed on a one- 
of-each basis on black velvet, much 
like shoes or handbags in Fifth Ave- 
nue shops. 

The glass-walled office of the “con- 
temporary functional” building actual- 
ly is a lounge, with potted plants, 
where the woman motorist may read 
the better women’s magazines while 
her automobile is being washed. 

Through a floor-to-ceiling plate 
glass window at one end of the 
lounge, she’s even able to see how the 
wash job is going. And that takes only 
about 15 minutes, since it is done 
with a semi-automatic rinsing-soap- 
ing-rinsing device. 

The lube bay is out of sight from 
the street side—on the back of the 
station. In it is the station’s stock of 
TBA—most of that also concealed, 
in cabinets. 

Mr. Leopold adopted his plan after 
sounding out numerous customers of 


other outlets. Men liked the idea 
of being sold gasoline by pretty girls 
in attractive uniforms. Women said 
they’d drive out of their way to 
patronize the kind of station he de- 
scribed. 

The opening day, a Saturday, was 
marred by rain throughout. Yet the 
girls dispensed 2,716 gals. of gasoline 
from the two pumps, and at 10 p.m. 
waiting motorists had to be waved 
away, although all exterior lighting 
had been extinguished. 

About 30% of the customers were 
women, each of whom was given 
an orchid—up to 8 p.m. when the 
orchid supply was exhausted. Some 
20% of the customers left their cars, 
despite the rain, to take a look around 
inside the station. 

Advertising features the name 
“Statenway Custom Service Station” 
as part of the appeal to “quality” 
trade. 

Residential Area—The station, on 
a community-business artery, faces 
a $5,500,000 650-family garden-type 
apartment development. Residential 
density also is otherwise high within 
a one-mile radius, with one section 
of this area boasting homes in the 
$50,000 class. 

Also, the newspaper ads bill the 
girl attendants as “Texaco Pace Set- 
ters,” taking a cue from current ad- 
vertising of the supplier. 

One of the four girls currently 
employed was a model, another 
worked in a doctor’s office, and the 
two others were secretaries. 

36-Hour Week—They work a 36- 
hour week at $1 an hour on an alter- 
nating schedule which gives each 
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It’s the tread specifically designed to give the 
extra safety all drivers demand at a price more 
drivers are prepared to pay. 

But that’s only part of a great selling story: 
this new dependable “Safety Sipe” is backed by 
the resources and research of one of America’s 
greatest tire makers. It’s pre-tested for peak 
performance. Above all, it carries one of the 
strongest, most convincing guarantees ever 
offered ...a guarantee that, of itself, builds 
confidence and goodwill. 

Here’s the tire tailor-made for the petroleum 
marketer interested in broadening service, 
increasing traffic, volume and profits. For 
the full, profitable story, write today to: The 
Armstrong-Norwalk Rubber Corp., Norwalk, 
Conn. 


GUARANTEED ...TO BUILD BUSINESS 


ALL ROAD 
HAZARDS! 


LK = TIRES 


Tee 
Plants at Norwalk and West Haven, Conn., Natchez, Miss. and Des Moines, lowa 
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girl three days off a week. Only two 
are on duty on weekdays and Sun- 
days, from 9 am. to 6 p.m. Both 
pairs work Saturdays, on overlapping 
shifts covering the 8 a.m. to 8 p.m. 
period. 

They wear white sport jackets, red 
skirts and red berets, blouses, shoes 
and gloves. On the left breast pocket 
of each jacket is the Texaco emblem. 
Their summer uniforms will be beige, 
with the emblem on the left sleeve 
at the shoulder. 

Mr. Leopold worked out his “cus- 
tom” station plan after five con- 
ventional stations which his com- 
pany built after the war failed to 
develop the business he thought they 
should. 

He believes the new 


type sta- 


A FULL FLOW 
MANIFOLD FAUCET 


THAT REQUIRES 
MINIMUM SPACE 


Philadelphia Valve answers the long- 
standing need for a small, compact, full 
flow manifold faucet. This new faucet 
eliminates the need for bulky gooseneck 
piping. It takes up exactly the space 
required by a cross valve, and can 
quickly and easily be attached to any 
standard manifold. You can insert it 
either on the end of the manifold or 
between the cross valves or gate valves 
that make up the manifold assembly. A 
1}4" threaded outlet at the top permits 
speedy connection to a hose reel. 


tion will out-do those in business vol- 
ume at “normal” market prices. 

Mr, Leopold reasons that “heads 
up” service, coupled with the red-car- 
pet treatment for the customer, can 
reverse the tendency of motorists to 
take their lubrication jobs to “the 
man in the white coat” at the auto- 
mobile agency. 

Accordingly, besides manager and 
girls, there are an assistant manager, 
lube man, wash-job man and a part- 
time utility man at the new station. 

It gives his Staten Island Oil Co. its 
27th retail outlet. Three of the outlets 
the company owns; six are on sales 
contracts, others on third-party leases. 

Gasoline volume of the distributor- 
ship is running about 3,000,000 gals. 
per year. In addition, Staten Island 






THREE TYPES ARE AVAILABLE: 
1) STRAIGHT 


2) BULK TYPE—nozzle al downward angle 
of 224° 

3) BUCKET TYPE—nozzle at downward angle 
of 66° 

The faucet can be supplied in 2”, 214” 

and 3” sizes. Threaded and quick con- 

nector tips are available. Spouts and 

internal parts are all interchangeable 

with our regular line of faucet parts. 

Write today for complete information 

and quotations. 


PHILADELPHIA VALVE COMPANY 


3415 Aramingo Avenue, Philadelphia 34, Pa. 


, Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Poche Const Gietbuters: 121g Supply Co., 5125 Seats Fo Avenue, Lee Angeles 11, Cab. 

















Oil supplies No. 2 fuel oil and kero- 
sine to some 30 retailers. 

A subsidiary, Petroleum Packaging 
Corp., operates a canning and drum- 
mir; plant, averaging about 1,200 
cases of motor oil per day for a num- 
ber of major oil companies. 

By Raymond E. Bjorkback 


Public Harmed by Curbs 
On Station Storage Size 


NEW YORK — Local ordinances 
that “unreasonably restrict” the capa- 
city of underground storage tanks at 
stations are harmful to the public in- 
terest and national defense. Further- 
more, they are unnecessary. 

These conclusions are reached by 
American Petroleum Industries Com- 
mittee’s Tax Economics’ Bulletin 
(March-April, 1952). Pointing out 
that fires in underground storage are 
rare, the bulletin gives four reasons 
why large tanks are safer than small 
tanks: 

1. Because large tanks have thick- 
er plate, they are more resistant to 
corrosion. 

2. Large tanks require fewer de- 
liveries, thus lessening the chances of 
accident in handling gasoline. 

3. Large tanks cut the danger of 
overflow in filling. This is especially 
true when the capacity of the delivery 
truck is smaller than the amount of 
gasoline the tank can take. 

4. Large tanks indirectly reduce 
the chances of highway accidents, 
since trucks can make fewer delivery 
trips, thereby reducing traffic con- 
gestion. 

Fire Hazard Small—tThe bulletin 
notes that a 10-year survey of 60,000 
service stations showed a total loss 
from fire in the tanks themselves of 
$700. It points out that National Fire 
Protection Assn. does not regard un- 
derground tanks—large or small—as 
unusual risks. Also, insurance com- 
panies offer very low premium rates 
for insurance, and these rates remain 
proportionately the same regardless 
of tank size. 

Importance to Nation—In view of 
these facts, the bulletin argues that 
local ordinances requiring small stor- 
age capacity at stations, are harmful 
to the country. For example: 

In an emergency, adequate stores 
of products may be more useful at 
stations than at terminals and bulk 
plants. Should the nation be attacked 
by air, a broad decentralization of 


| supplies would prevent a knock-out 
| blow on oil stocks. 





Large storage would also help the 
industry and the public take maxi- 
mum advantage of existing transpor- 
tation facilities. Small tanks lower 
the operating efficiency of oil trans- 
porters. Apart from the importance 
to national defense, the greater trans- 
portation flexibility allowed by large 
tanks, makes for lower delivery costs, 
which ‘benefit the ultimate consumer. 
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Globe-Union Plates 


make your customers “battery happy” 


GRID FRAME 

oF : ; seeped ace FLEXIBLE, rubber. 

GrRinpbw  *#s, = Tapered for maximum coverage shalt waite al. 

pits, 4 ‘. with ective oxides sorb shock, prevent 

section) am 2. a battery leokage 

- — —_ —- — —— —— and snapping of 
terminals. 








“NONSPILL” safety 
vents prevent acid 
spilling over — protect 
adjacent vehicle parts. 





Enlorged cross-section diagram of a Globe-Union 
plate dramatizes how structural sections of the grid 
are fully embedded in active moterials to provide 
maximum working surface for power-producing oxides 
— plus other benefits. 


Globe-Union’s advanced plate design 
permits use of a greater amount of 
active materials. This design also as- 
sures greater coverage of the grid to 
prevent corrosion. Chemical setting of 
the porous lead oxide compound makes 
it more enduring and prevents it from 
shedding off the grid and shorting out 
the elements. This exclusive combina- 
tion of features assures more satisfac- 
tion and extended life for the owner's 
battery dollar. 


Weide HIGH - POROSITY sepa- 
i iT itt rators permit quick 
If it’s engineered and made Ee “elecse of Power. 
by Globe Union— it's RIGHT 


ART 


Gin 








PEBBLED SURFACE 
and staggered inter- 
locking grid bors as- 
sure longer life. 


GLOBE-UNION INC. MILWAUKEE 1, WISCONSIN 


Battery Production Plants At: ATLANTA, GA. © BOSTON, MASS. © CINCINNATI, O. © DALLAS, TEXAS © EMPORIA, KANS. © HASTINGS-ON-HUDSON, 
N. ¥. © LOS ANGELES, CALIF. © MEMPHIS, TENN. © MINERAL RIDGE. O. © OREGON CITY, ORE. © PHILADELPHIA, PA. © REIDSVILLE, N. C. 
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API Approves New Motor Oil Designations 


New API motor oil designations and service classifica- 
tions were unanimously approved by the API Board of 
Directors last week (April 29) and become effective 
immediately. The action carries with it cancellation of 
current API motor oil names and designations (regular, 
premium and heavy duty). 


New system was proposed and developed by a special 
panel of the API Lube Committee and then submit- 
ted to an ASTM committee which had been appointed 
to consider the problem, and in order that the automo- 
tive industry might also assist in the establishment 
of a new system of designations. The ASTM group ac- 
cepted the proposal as “sound and workable” and re- 


ported to the Lube Committee panel that the proposed 
designations would receive the support of the manufac- 
turers of automotive gasoline and Diesel engines. 

Nov. 5, 1951, the Lube Committee unanimously ac- 
cepted the new system and recommended its consideration 
by the General Committee of the API Marketing Divi- 
sion. Approved by letter ballot as of Feb. 21, 1952, 
it then went to the API board for final action. 

NPN presents herewith the partial text of the pro- 
posed system as presented to the API board. It should 
be noted, however, that some minor changes in wording 
may be made before final publication, but an AFI Lube 
Committee spokesman told NPN the context would re- 
main unchanged. 





Gasoline Engines 


Service MS*—‘“Service typical of 
gasoline or other spark ignition en- 
gines operating under unfavorable or 
severe types of service conditions, and 
where there are special lubrication re- 
quirements for deposit or bearing cor- 
rosion control, due to operating con- 
ditions or to fuel or to engine design 
characteristics.” 

These are the most severe service 
conditions encountered in the opera- 
tion of gasoline and other spark ig- 
nition engines. Service MS is com- 
posed of two general types of se- 
vere or adverse operating conditions. 
These two relatively extreme types 
of service included under MS are as 
follows: 


Start and stop service, which gives 
rise to condensation of water and 
dilution of the oil with unburned fuel, 
can promote corrosive wear, oil ring 
plugging, and low temperature emul- 
sion type sludge and varnish de- 
posits. The severity of this condi- 
tion is accentuated in the wintertime 
in passenger cars in colder climates, 
although in certain types of operation 
such as taxicabs or delivery trucks 
it is often a year-round problem. The 
nature of the fuel, and particularly 
its combustion characteristics, can 
influence this condition. Engine de- 
sign, particularly crankcase ventila- 
tion and engine coolant arrangements, 
can aggravate or minimize the se- 
verity. 

High temperature, severe service 
promotes oxidation of the lubricating 
oil. This type of service may cause 
high temperature varnish and sludge 
deposits, stuck rings, and scuffing in 
all types of engines. It may also 
cause corrosion of hard metal bear- 
ings. This condition is accentuated 


by driving long distances at high 
speed, particularly in hot weather. 
Under these conditions, the crankcase 
oil is subjected to relatively high 
temperatures. The nature of the fuel 
may have some influence on the se- 
verity of this condition, but its rela- 
tive influence with regard to other 
factors is less under these high en- 
gine temperatures than under start 


and stop conditions. Engine design, 
especially adequate cooling of the cir- 
culating oil stream as well as of pis- 
tons, valve guides, and seats, can 
minimize the effect on the oil. 
Service MM*—“Service typical of 
gasoline and other spark ignition en- 
gines operating under moderate to 
severe service conditions, but present- 
ing problems of deposit or bearing 





Revisions in the API auto- 
motive lubricating oil designa- 
tions have no relation to the 
present SAE numbering system, 
which continues. The changes, 
according to the Lubrication 
Committee, will accomplish the 
following: 

1—Define types of service re- 
quirements, based on operating 
conditions, engine design and 
fuel type, rather than specify 
oil composition; assign simple, 
and non-descriptive, identifying 
marks for oil meeting such 
types of service. 

2—Leave each oil company 
free to develop and market the 
type of oil which it feels is 
most suitable for each service 
application; each company is 
individually responsible for the 
quality and performance of oil 
identified as suitable for a de- 
fined type of service. 

3—In cancelling “heavy-duty 
type” designation, new system 





What Oil Designation Changes Accomplish 


removes an implied requirement 
that to be suitable for gasoline 
engine service an oil must nec- 
essarily be suitable for Diesel 
engine service. 


4—Replaces completely the 
present obsolete and confusing 
designations. 

5—Provides a system which 
can survive changes in equip- 
ment design and which encour- 
ages developments and changes 
in dil composition when changes 
occur in service requirements. 
Lube committee points out pres- 
ent nomenclature has clearly 
demonstrated the limited dura- 
tion and usefulness of a scheme 
based on oil composition and 
tagged with descriptive words. 


6—Provides the oil industry 
with a system which has the 
support of an ASTM committee, 
including representatives of the 
principal automotive equipment 
manufacturers. 
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corrosion control when crankcase oil 
temperatures are high.” 


This is a more moderate service 
condition than Service MS. Vehicles 
powered by engines which are rela- 
tively insensitive to deposit forma- 
tion when operated at high speeds 
and under heavy loads are included in 
this service, particularly when oper- 
ated with fuels of suitable charac- 
teristics. It does not include exten- 
sive operation under the severe type 
of low engine temperature service 
such as start and stop driving or pro- 
longed idling. 

Service ML*—‘“Service typical of 
gasoline and other spark ignition en- 
gines operating under light and fav- 
orable service conditions, the engines 
having no special lubrication require- 
ments and having no design charac- 
teristics sensitive to deposit forma- 
tion.” 

This is the least severe service con- 
dition. This type of service includes 
moderate speed driving most of the 
time, with no severe low or high tem- 
perature operation. It also includes 
operation of vehicles with engines in- 
sensitive to sludge, deposit formation 
or fuel characteristics. 


Diesel Engines 


Service DG*—‘Service typical of 
Diesel engines in any service where 
there are no exceptionally severe re- 
quirements for wear or deposit con- 
trol due to fuel or to engine design 
characteristics.” 

Two sets of conditions determine 
the severity of service in Diesel en- 
gines involving the extremes of en- 
gine operation and fuel variations. 


The percentage of rated engine 
output required in service and the 
continuity of the power demand are 
engine factors which influence the 
severity of requirements of the Die- 
sel engine; in other words, high con- 
tinuous output at high temperature 
or intermittent power demands at low 
temperatures can be considered as se- 
vere requirements. On the other 
hand, rated load, continuous output 
or intermittent operation under nor- 
mal temperature conditions can be 
considered as normal service require- 
ments for Service DG. Diesel en- 
gine speeds are usually more con- 
servative than gasoline engine speeds, 
but higher temperature environment 
within the engine and greater bear- 
ing loads may be expected. Engine 
coolant arrangements and ‘mainte- 
rance practices can aggravate or 
minimize the severity of low tempera- 
ture operation. 

In the Diesel engine, harmful 
products of combustion can be formed 


the effect of the combustion products 
on engine deposit and wear. There- 
fore, through common usage, sulfur 
content is regarded as one of the 
indications of Diesel fuel quality. 
Most Diesel engine builders have ac- 
cepted certain specific sulfur con- 
tents of Diesel fuels as their limits 
for this service classification. 

Some soot and fuel oxidation prod- 
ucts are formed during combustion in 
the Diesel engine. These contami- 
nate the oil in the crankcase and may 
form deposits and accelerate wear. 


Service DS*—‘Service typical of 
Diesel engines operating under ex- 
tremely severe conditions or having 
design characteristics or using fuel 
tending to produce abnormal wear or 
deposits.” 

The service conditions in this classi- 


Motorists Get More 


fication are the most severe encoun- 
tered in the operation of Diesel en- 
gines. High load operation or condi- 
tions resulting in a high temperature 
environment within the engine tend 
to increase deposits, particularly with 
high sulfur fuel. High sulfur fuels 
are known to increase wear, espe- 
cially when operating temperatures 
are low. Coolant arrangements and 
maintenance practices can aggravate 
or minimize the severity of low tem- 
perature operation. Engine design 
characteristics vary in their influence 
on wear and deposits in relation to 
service conditions and fuels. 


* It is the intent that the letter designations 
shall be used only in combination with the 
words ‘‘For service.’’ It is permissible to in- 
dicate suitability for more than one service by 
multiple designations as for example For 
services MS-MM"’ or ‘‘For services MS-DG 


Miles Per Gallon 


Of 'Gas’ on Turnpikes, Study Shows 


How will more turnpikes, express- 
ways and freeways affect passenger 
car consumption of gasoline and mo- 
tor oil? 

No one knows for sure, of course, 
but some data have been developed 
which serve as indicators of what can 
be expected to happen. 


In Boston last summer, Massa- 
chusetts Department of Public Works 
and Massachusetts Institute of Tech- 
nology conducted a joint highway 
research project. In a report com- 
piled by A. J. Bone, associate pro- 
fessor of highway and airport engi- 
neering at MIT, he says that the Bos- 
ton test indicates that the limited 
access highway allows nearly six 
times the speed possible on congested 
city streets and requires only half 
as much gasoline per mile. 


Mr. Bone, in a letter to NPN, ex- 
plains that the tests involved five 
types of roadways and traffic condi- 
tions, only four of which wil] be dis- 
cussed here since one appears appli- 
cable only to a situation found in 
Boston. 

Traffic conditions found in four of 
the test stages are of the kind which 
can be found in almost any metro- 
politan area and therefore are of 
most value here. 

The tests were 
lows: 


Congested City Streets Involves 
the average of 62 miles of driving on 


conducted as fol- 


streets in the most congested part 
of the city—-the downtown business 
area. 


Intermediate City Streets —Repre- 
sent an average of 103 miles of driv- 
ing on arterial and crosstown streets 
in the fringe area of the city be- 
tween the central business area and 
the suburbs. 


Old Route 128-——This is a circum- 
ferential route around Boston utiliz- 
ing existing two-lane highways con- 
necting numerous suburban cities and 
towns, and passing through the busi- 
ness district of each town. Runs 
totalling 169 miles were made over 
the 24-mile portion of this route, 
prior to its replacement by new Route 
128 in August, 1951. 


New Route 128—This is a section 
of four-lane divided, limited access 
highway 23 miles long placed in 
service in August, 1951. All cross- 
ings at grade are eliminated. There 
are no interruptions to traffic flow. 
Four runs totaling 92 miles were 
made over this route. The new route 
provided double the speed possible on 
the old Route 128 which it replaced, 
resulting in one-half hour saving in 
time. An increase of 1 mile per gal- 
lon in gasoline mileage also was 
realized. 

From these tests, Mr. Jones com- 
r'led the data shown in Tables 1 and 2. 


Motor Oil—Driving on congested 
city streets, and intermediate streets 


Table 1 


Percentage of Time Spent in Various Speed Ranges 


from some components of the Diesel (Miles Per Hour) 


Average Speed 
fuel, such as sulfur, etc. Sulfur is 


Type of Road 0-5 6-8 9-11 12-18 19-23 24-35 36-46 47-56 Miles /Hour 
the best known and most common Congested City Streets .... 49.9 5.5 84 23.0 88 43 £1 . 8.0 

x Intermediate City Streets . 21.7 2.5 3.7 15.6 19.1 36.1 1.3 , 17. 
of the Diesel fuel components in Old Route 128 ......... 11.3 15 3.1 104 134 580 22 £061 22.6 
fluencing service severity because of New Route 128 ‘ 01 00 866.1 0.3 06 58 329 60.2 46.6 
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(such as referred to in Mr. Bone’s 
report) involves low speeds and there- 
fore motor oil consumption is low. 
Conversely, the start and stop con- 
ditions and the amount of idle time 
involved (see Table 1) create the 
need for more frequent oil changes. 
Though oil industry experience 
shows that the need for oil changes 
and the sale of oil changes are not 
the same, there is readily evident 
an attractive market potential among 
city drivers for oil change salesman- 
ship. 

Thus, potentially, the need for more 


oil changes theoretically offsets the 
lower consumption on city streets. 


Over-the-road driving (except for 
long runs at high speeds and high 
temperatures, or in dusty areas) 


usually involve conditions permitting 
less frequent oil changes. However, 
out on the highway there are fac- 
tors which permit higher speeds, 
which in turn tend to step up motor 
oil consumption. For example, Stand- 
ard Oil (Ohio), in its booklet, “Your 
Car—How Long Do You Want It to 
Live,” indicates that at 50 miles per 
hour, a car will use about one fourth 
more oi] than will be consumed at 
40 miles per hour; at 60 miles per 
hour, consumption is about three 
times as high as at 40; and at 70 
mph, consumption is about seven 
times that at 40 mph. (These are 
estimates based on a “Relative Oil 
Consumption” chart in the booklet. 
Figures upon which the chart is based 
were not available at the time this 
was written.) 


Table 2 


Percentage of Gasoline Used at Various Speeds 


Type of Road 0-5 6-8 9-11 
Congested City Streets .... 25.9 5.4 10.5 
Intermediate City Streets . 6.6 1.4 3.8 
Old Route 128 ........0::. 2.9 0.9 1.9 
New Route 128 ........... 0.0 0.0 0.0 


(Miles Per Hour) Consumption 
12-18 19-23 24-35 36-46 47-56 Miles /Gal 
33.3 15.3 9.4 0.2 see 9.1 
14.8 20.0 651.3 2.1 ae 15.0 

8.6 13.3 69.3 3.0 0.1 17.1 
0.1 0.3 4.5 28.4 66.7 18.3 


Charge ‘Plates’ Introduced at Stations 


SAN FRANCISCO — Metal identi- 
fication plates have been adopted by 
the Standard Oil Co. of California 
as a replacement for conventional 
credit cards. 


They resemble the charge account 
plates used by department stores. The 
customer’s name and account num- 
ber are embossed on a lightweight 
aluminum strip. Imprinter machines 
in the stations automatically stamp 
the sales slip with the name and 
account number on the plate. The 
imprinters also register the station 
address and operator’s name, 

Object of the system is to save 
time in filling out sales slips and to 
reduce error in identification, the 
company says. Standard tested the 
credit plates with 10,000 customers 
in Arizona for a year in 1948 and 
reported that identification errors 
were reduced by 94%, that charge- 
backs were cut by 80% and that time 
in filling out sales slips was cut in 
half. 

Where Used—Merchandising name 
for the credit plates is “Chevro-mat- 
ic” after the company’s gasoline 
brand name—‘“Chevron.” The system 
is being installed in the more than 
1,000 company-owned outlets, oper- 
ated by Standard Stations, Inc., a 
subsidiary. As the imprinter machines 
become available, the system will be 
extended to lessee operations. 

The system is being established in 
Arizona, Utah, Idaho, Nevada and 
eastern portions of Washington and 
Oregon. Later it will be set up in Cali- 
fornia and western Washington and 
Oregon, which are more heavily pop- 
ulated. Standard said it expects to 


have the system in full operation by. 
July. 


The imprinters are mounted on the 
pump island cash boxes. The ma- 
chines were developed for Standard 
by Farrington Manufacturing Co. of 
Boston. 

Standard is the second West Coast 
company to drop credit cards in favor 
of a method calculated to reduce er- 
rors and save time. Last year Gen- 
eral Petroleum issued “credit check 
books” to its charge customers. 


OllC Names Sheehan to Help 
Create Advertising Copy 


NEW YORK—The Oil Industry In- 
formation Committee will have a su- 
pervisor of advertising, beginning 
May 8, to help create copy for its 
advertising program. 

He is Richard F. Sheehan, lately 
with the G. M. Basford Co., New 
York, who has had 14 years of ex- 
perience in advertising and sales pro- 
motion. This included work with sev- 
eral oil company accounts. Also, Mr. 
Sheehan spent some time in the Tex- 
as, Oklahoma and Kansas oil fields 
while in charge of advertising for 
Bethlehem Supply Co. 

In the new OIIC post, he will work 
with OIIC’s advertising subcommittee, 
of which W. R. Huber, Gulf Oil, is 
chairman, and with OIIC’s advertis- 
ing agency, Sullivan, Stauffer, Col- 
well & Bayles. 

Advertising agencies Mr. Sheehan 
has worked for include J. Walter 
Thompson; Batten, Barten, Durstine 
& Osborn; Morey, Humm & John- 
stone; and Willam Esty. 

He attended Harrisburg Academy, 
Harrisburg, Pa.; Trinity University, 
Dublin, Ireland, and Pace Institute, 
New York. 


Independent Contests 
FTC Tire Discount Order 


Among oil jobbers and major oil 
companies the marketing of tires is 
the rule rather than the exception. 
For that reason the fate of the Fed- 
eral Trade Commission’s recent order 
fixing one carload or 20,000 Ibs. of 
tires, as the maximum quantity elig- 
ible for a trade discount, is important 
to the whole oil industry. 

The validity of the FTC order is 
now undergoing a court test, The 
following letter outlines the position 
taken by an oil jobber who is one of 
a group opposing the order as now 
written. 


FROM: Mr. M. E. Gleason, 


Manager, Rubber Division, 
Smith Oil & Refining Co., 
Rockford, Il. 


We are one of the several tire ac- 
counts who are presently testing the 
FTC ruling, governing the maximum 
discount on carload shipments of 
tires. We have been distributing 
Goodyear merchandise in Northern 
Illinois and Southern Wisconsin for 
the past 20 years with an annual tire 
sales volume of well over $600,000. 


Our tire business is mainly whole- 
sale and dependent on our associated 
dealers, This FTC order could very 
easily destroy us as a distributor of 
tires if the interpretation of the law 
would permit all classes of dealers to 
buy tires in quantities that varied up 
to a 20,000 Ib. maximum discount on 
one shipment. There is nothing in 
the order that reflects discounts based 
on the functions a dealer or distribu- 
tor might perform. 


The order could be interpreted in 
so many ways that we feel the hazard 
to our business is too great for us to 
let this order go into effect as a law 
on its effective date without chal- 
lenge. There are inequalities in the 
tire business to be corrected and we 
think the ruling of the FTC will 
hasten the correction of some of 
these when the final hearings have 
been made. We think there should 
be a maximum discount rule based on 
the functions of a dealer or distribu- 
tor with limitations of probably $600,- 
000 annual purchases, but not based 
on shipments at any one time—The 
quantity only to be a factor inside of 
the maximum discount rule. 


API Revamps LP-Gas Group 


NEW YORK—API Committee on 
Liquefied Petroleum Gas has been re- 
constituted with George R. Benz, 
Phillips Petroleum Co., Bartlesville, 
appointed chairman, and E. O. Mat- 
tocks of API, New York, secretary. 
The new committee will undertake 
development of standards for LP-gas 
installations at marine and pipe line 
terminals, natural gasoline plants, re- 
fineries and tank farms. 
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THE TEXAS come a a 
Athoky Pours fo Bly Goo 


Ads Tell How Free Industry Helps Nation 


NEW YORK—The Texas Co. is 
running a series of three special full- 
color institutional ads celebrating its 
50th anniversary in nine national 
magazines with a circulation of over 
21 million. 

Firct to appear is a one-page ad 
entitled “This could happen only in 


America.” Text of the ad says “This 
company started with one tract of 
land which might contain oil, one 
storage tank, one short stretch of 
pipe line, one pile of bricks for build- 
ing a refinery—a little money and a 
lot of hope. 

“On its golden anniversary, this 

















OiL COMPANY SHOWS WIDER 
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company has 9,700,000 acres of pro- 
ducing or potential oil land in the 
United States, owns or operates more 
than 7,000 miles of pipe lines, drills 
close to a thousand new wells each 
year, has refineries, oil storage tanks, 
distributing plants, research laborato- 
ries and all the other complex facil- 
ities needed to serve customers in 
every state of the Union and through- 
out the world.” 

The other two ads are two-page 
spreads. One pays tribute “To the 
men who have gone before ... To 
the men who are yet to come.” The 
last one which will appear in June 
and July, is entitled “The Freedom 
to Grow” (see illustration). 

The ads will appear in Time, News- 
week, Saturday Evening Post, Look, 
Life, Colliers, Editor & Publisher, 
American Press, and American Le- 
gion Magazine. 


West Coast Crude Shortage 


By 1955, Minckler Predicts 


SAN FRANCISCO—A permanent 
shortage of over-all local crude oil 
production will overtake California in 
1955, Robert L. Minckler, president of 
General Petroleum, told the National 
Federation of Financial Analysts So- 
cieties meeting here May 5. 

This doesn’t mean there will be an 
oil shortage in the West, Mr. Minck- 
ler said. “I rate the new Alberta oil 
fields as the moct likely to become 
an early source of extra supply for 
the West Coast,” he stated. He pre- 
dicted that present price differentials 
which prevent Canadian crude from 
competing on the West Coast will 
disappear. 

“If and when Canadian oil becomes 
an important source of West Coast 
supply, it will mean the development 
of an oil refining inductry in the Pa- 
cific Northwest,” said Mr. Minckler. 

He rated Unita Basin of eastern 
Utah as the next most likely source 
of extra supply for the Pacific. 

He added he took a dim view of 
the movement of West Texas crude 
oil to California because “logistics fa- 
vor the Canadian movement by a 
wide margin.” 

Population and industrial growth 
and inability to improve the crude 
reserve position will wipe out Cali- 
fornia’s mathematical surplus by 
1955, according to Mr. Minckler. 


Pressure Vessel Code Out 


NEW YORK—Fifth (1951) Edition 
of API-ASME Code for the Design, 
Construction, Inspection and Repair 
of Unfired Pressure Vessels for Pe- 
troleum Liquids and Gases is now 
available, according to American Pe- 
troleum Institute and American So- 
ciety of Mechanical Engineers. 

Copies may be obtained through 
American Society of Mechanical En- 
gineers, 29 West 39th St.. New York 
18, N. Y. 
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Strike Has Little Immediate Affect on Prices 


The oil industry strike tied up 35% of refinery opera- 
tions, and affected rail and tanker shipments in many 
areas of the nation during the past week. However, 
aside from supply dislocations, there were few price de- 
velopments. Some of the “discounts” that previously 
had reflected onerous inventories disappeared, or abated, 
particularly in the Midwest. 


With close to 2.5 million bbls. of the nation’s refining 
capacity shut down by strikes, the immediate effect 
was a piling up of crude supplies in the Southwest. NPN 
sources said that virtually millions of bbls, of crude were 
available for spot purchase at the Texas Gulf Coast, and 
for the first time in many months “pipe line” crude on 
term contracts also was available largely as a result 
of strikes in the Houston-Beaumont-Port Arthur Districts. 
One major was offering 250,000 bbls. for spot shipment, 
and another major declared of his crude supplies: “if 
you can move it, you can have it.” No “shaded” prices 
were reported however. 

Another development resulting from the strikes was a 
sharp decline in tanker rates for voyages to New York. 
Offerings of tanker tonnage for coastwise trips were large 
as marketers sought to keep vessels in operation that 
otherwise would be idled by strikes on the Gulf Coast. 
Late last week, a 24,000-ton dirty tanker was reported 
fixed at $3.11 per ton (USMC plus 15%) for an NWI- 
New York voyage—54c per ton below the last previously 
reported fixture—and early this week there were uncon- 
firmed reports that a dirty ship had been fixed in the 
same trade at $2.70 (USMC flat). This is lowest rate paid 
for NWI-New York voyages since May 1951. 

The oil strikes stimulated demands for most products, 
although calls for bunker fuel on the Eastern Seaboard 
suffered somewhat by the concurrent steel mill closings 
and reduced shipping activities, trade sources said. 

In Chicago, where only 55,000 b/d of the district's 
475,000 b/d refining capacity was in operation, heavy 
demand for gasoline was reported. 

Elsewhere in the Midwest, the spring farm require- 
ments for gasoline coupled with “scare” buying, sent de- 
mand soaring. A number of refiners declared that “it 
was only a matter of a few more days” before gasoline 
would be tight. Trade sources also said that the demand 
for cycled material, previously quiet, was far beyond 
manufacturers’ ability to ship, with a large backlog of 
orders in the making. 


For Group 3 basis shipments, offerings of heavy fuel, 
previously ranging to as low as $1.00 per bbl., were avail- 
able at not less than $1.25 for low sulfur material, ac- 
cording to several tank car marketers in Chicago. Re- 
finers’ quotations ranged upward from $1.35 per bbl. in 
Oklahoma, $1.40 in North and West Texas, and $1.45 in 
Kansas. 

At the Gulf, strong demand for gasoline also was re- 
ported, and two cargoes of regular-grade were said to 


have been sold at “low Oilgram date of (May) lifting.” 
Owing to the large number of dirty tankers idle in the off- 
shore waters, demands for heavy fuel also were stimulated, 
Gulf refiners said. These demands could be only partially 
met, however, for in the Houston-Beaumont-Port Arthur 
districts only three refineries—two Independents and one 
major—were in operation. 

While the East and West Coasts were least affected 
of all areas by refinery shut-downs, one large eastern 
marketer declared that he was more concerned over 
fall supplies of heating oils than over any current sup- 
ply problem. Most products were closely held at East 
Coast points, and there were ready spot buyers for gaso- 
line and distillates, but at the same time no shortages, 
and no instances of customers being without products, 
were disclosed, 

At New York Harbor and Philadelphia, a few offer- 
ings of bunker fuel were available, generally in 5,000 and 
10,000-bbl. barge lots. This availability was said to re- 
flect reduced orders from steel-mill heavy fuel customers 
in Bethlehem and other points in Eastern Penna. 

Refined waxes at New York generally were available 
at lower prices, but quotations for most other specialty 
products were reported unchanged. Liquefied petroleum 
gas prices still were “weak” (see page 63). No changes 
in Grade 26-70 natural gasoline prices in the Mid-Conti- 
nent were reported despite sharply curtailed demands 
from refiners. 

Cut retail prices for gasoline in northern New Jersey, 
on the other hand, showed no reflection of reduced sup- 
plies in the nation. On Routes 4, 17, and 25, many out- 
lets carrying major brands continued to post 16.9c (ex 
5c state and federal taxes) for regular-grade, with some 
at 15.9c. The so-called “normal retail’ in northern New 
Jersey is 20.4c (ex taxes)... Suppliers’ tank wagon prices 
were reported unchanged at 14.6c. 

Foreign oil price developments included lower post- 
ings for Ontario (Canadian) crudes and higher posted 
prices for marine fuel oils in Europe and the Far East. 

A reduction of 14.5c per bbl. in its purchase prices for 
crude oils produced in Ontario was announced by Im- 
perial Oil Limited, effective May 1. The company’s new 
postings, in Canadian dollars per Canadian bbl. of 35 
Imperial Gals., are as follows: Petrolia, $3.405; Glencoe, 
$3.205; Bothwell, $3.205; and Oil Springs, $3.225. On 
April 23, Imperial made reductions in its postings for 
Alberta crudes in the same amount as a result of the 
improvement in Canada’s dollar exchange position (see 
April 30 NPN, p. 30). 

Anglo-Iranian Oil Co. will increase its spot marine fuel 
prices generally throughout the Eastern Hemisphere in 
amounts which will range at principal points from 2/-to 
14/6 per long ton, effective May 6, according to Cory 
Mann George Corp., the company’s bunkering agency 
(see page 70). 
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Summary of Daily Gasoline Prices (April 29 through May 5) 








; Monday Uutteg Thursday Weteasteg 
Motor Gasoline 93 Oct. (Premium): May 5 May May 1 April April 29 
N, Tex, (Texas & New Mex. shpt.) .. 13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 
W. Tex. (Texas & New Mex. snpt.) oe iZ.o 12.9 12.5 AZo 12.0 
&. Tex. (Truck ‘i'nsp.) . se 12 12 12 12 12 
Cent, W. Tex. (Truck Tnsp.) cceccees i - Coe haes cose 
Motor Gasoline 90 Oct, (Premium) : 
N, Tex, (Texas & New Mex. shpt.) .. 12.75(2) 12.75(2) 12.75(2) 12.7512) 12.75(2) 
Ww. Tex. (Texas & New Mex. shpt.) .. 12.5-12.35 12.5-12.75 12.5-12.75 12.5-12.75 12.5-12.75 
E. Tex, (Truck Tnsp.) ......ssse+es- 11.75-12.45 11.75-12.75 11.75-12.75 14. 45-12.75 11. 75-12.75 
Cent. W. Tex. (Truck Tnsp.) ........ seen ee sée ae ove 
Motor Gasoline 88 Oct. (Premium): 
Okla., Group 3 (Okla. shpt.) ........ 11.125-11.75 11.125-11.75 11.125-11.75 11.125-11.75 11.125-11.75 
Okla., Group 3 (Northern _ ) (4)11-11.75 (4)11-11.75 (4)11-11.75 )11-11.75 (4)11-11.75 
Midwestern (Group 3 basis) ......... (2)11-11.75 (2)11-11.75 (2)11-1L.75 11-11.75 (2)11-11. 75 
N, Tex. (Texas & New Mex, shpt.) .. x12-12.75 11.625-12.75 11.625-12.75 11.625-12.75 11.625-12.75 
W. Tex. (Texas & New Mex. shpt.) .. 12(2) 12(2) 2(2) 12(2) 12(2) 
B. Tom, (Truck Tmap.) 2.2 .cccrsesesss 11.75-12 11.75-12 11.75-12 11.75-12 11. i6- 12 
Cent. W. Tex. (Truck. Bay och cto. 12 12 12 12 12 
Motor Gasoline 86 Oct. (Premium): 
N, Tex. (Texas & New Mex. shpt.) .. x12 11.625-12 11.625-12 11. 7g 12 11.625-12 
W. Tex. (Texas & New Mex. shpt.) .. 12(2) 12(2) 12(2) 12(2 12(2) 
B. Bex, (Truck Tmap.) ..0.cceccecces 11.5-11.75 11.5-11.75 11.5-11.75 il. 6-11. 75 11.5-11.75 
Motor Gasoline 84 Oct. (Regular): 
N, Tex. (Texas & New Mex, shpt.) .. 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 
W. Tex. (Texas & 44 Mex, shpt.) .. 10.75-11.25 10.75-11.25 10.75-11.25 10. 75-11. 25 10.75-11.25 
EB. Tex. (Truck Tnsp.) ...-.eeseeeees 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 
Cent. W. Tex. (Truck Tnsp.) 600 de see ween eee ae °° sees 
Motor Gasoline 82 Oct, (Regular): 
Okla., Group 3 (Okla. shpt.) .. 4 10.125-10.5(3) 10.125-10.5(3) 10.125-10.5(3) 10.125-10.5(3) 10.125-10.5(3) 
Okla., Group 3 (Northern shpt:) ° (9938-28. (2) (4)10-10.5(2) (4)10-10.5(2) (4) 10-10.5(2) (4)10-10.5¢2) 
Midwestern (Group 3 basis) ..... . (€3)10-10. (3)10-10.5 (3)10-10.5 (3) 10-10.5 (3)10-10 ss 
Tex. (Texas & New Mex. shpt.) .. x10.75-11.25 10.625-11.25 10.625-11.25 10.625-11.25 10.625-11 25 
W. Tex. (Texas & New Mex. shot. >) vs 10.75-11 10.45-11 10.75-11 10.75-11 10.75-11 
E. Tex. (Truck Tnsp.) ......+sse+-0 10.5-11 0.5-11 10.5-11 10.5-11 10.5-11 
Cent. W. Tex. (Truck. TONY ous inde s 10.75 10.75 10.75 10.75 10.75 
Motor Gasoline 80 Oct. (Regular): 
.. poms 3 (Okla. shpt.) os * 
Ol up 3 (Northern anpt.) a ka pane 
Midwestern (Group 3 DES adieueay ap viel esos “7 10.625-11 
ex, (Texas ew Mex. shpt.) .. x10.75-11 10.625-11 10.625-11 10.625-1 10.625-1 
W. Tex. (Texas & New Mex. shpt.) .. 10.75-11(2) 10.75-11(2) 10.75-11(2) 10.75-11(2) 10.75-11(2) 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.) oe 9.25-9.875 9.25-9.875 9.25-9.875 9.25-9.875 9.25-9.875 
Okla., Group 3 (Northern. shpt.) . 9-9.75(2 3 9.75(2 9-9.75(2 9-9. $70.9. 9-9. 1542) 
Midwestern (Group 3 basis) .......-. 9.375-9.75 75 5 37 dts 9.3 5 9.375-9.75 
Tex, (Texas & New Mex. shpt.) .. (2)9.75-10.8 (29.1 0.8 (2)9.75-10. (2)9.75-10.8 (2)9.75-10.8 
¥. — on Geet se 10.375-10.5(3) 20: 870-10, .5(8) 0. 375-10, 5(3) 10,375-10.5(3) 10,379-10,5(3) 
Goat W. Tex (Truck Tasp.) 2202 oo. 


Motor Gasoline 92 Oct. (Premium) : 














10-10. y 


10-10. 5 


30-10. 5 








New York harbor 13.85-15 13.85-15 13.85-15 13.85-15 3.85-15 
New York harbor, barges 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 13. 75-14.9 
hiladelphia ....°.. 15.15-15.2 15.15-15.2 15.15-15.2 15.15-15.2 15.15-15.2 
eee ae BP sca ne Hy iE gssca pen 
Baltimore .’........ .9-15(2) 12.9-15(2 12.9-15(2 12.9-15( .9- 
Baltimore, barges 12.8 12.8 , 12.8 - 12.8 . 12.8 
Motor Gasoline 90 Oct. (Premium): 
New York harbor 3.85-14. 13.85-14.35 13.85-14.35 3.85-14.35 13.85-14.35 
ieee 18.75 75-1425 13.75-14.25 13-75-1425 18 3.75-14.25 13.75-14.38 
Philadelphia, "barges 222522221: ib 05 15.08 4 15.08 15.05, 4. 
MD Ganda e Eiders ecasads awh : 12.9-13.25 12.9-13.25 12°9°13.25 12.9-13.25 1 
Baltimore, barges ...............+.-. 12.8-13 12.8-13 12.8-13 12.8-13 12.8-13 
Motor Gasoline 85 Oct. (Regular): 
New York harbor ............... a )12.85-13.6 (3)12.85-13.6 (3)12.85-13.6 (3) 12.85-13.6 (3) 12.85-13.6 
New York harbor, barges ...... 2... )12-13.4 (2)12-13.4 (2)12-13.4 (2)12-13.4 (2)12-13.4 
ES Wadi cd. ain nig 4 stinhadipet a 13.7-13.9 13.7-13.9 13.7-13.9 13.7-13.9 13.7-13.9 
Ebtedciphia, DEE  scnendent opediile 13.7-13. 13.7-13.8 13.7-13.8 13.7-13.8 13.7-13.8 
11.9-13.5 11.9-13.5 11.9-13.5 11.9-13.5 11.9-13.5 
1.8-12 11.8-12 11.8-12 11.8-12 11.8-12 
13.75-14 13.75-14 13.75-14 13.75-14 13. 75-14 
12.75(2) 12.75(2) 12.75(2) (2) 12.75(2) 
13.75-13.9 13.75-13.9 13.75-13.9 5-13. 13.75-13.9 
12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12. 75-12.9(2) 
Se SO eee rere ON 13.9(2) 13.9(2) 13.9(2) 13.9(2) 13.9¢ 
86 Oct. (Regular) ......2.2.22.22: eile 12.9(2) 12.9(2) 12.9(2) 12.9{2) 12.9(2 
ATLANTIC COAST ing at Independent terminals in the Boston area, and 


Oil Strike Steps Up Product Inquiries 


A strong demand for light products developed along 
the East Coast at the close of the past week as the 
widespread oil strike went into the third day. From a 
price and trading standpoint, however, activity was 
virtually nil. Prices at terminals were unchanged and 
firm. 

Principal refinery installations that were affected by 
the walkouts were Sinclair’s refinery in the Philadelphia 
district, and Cities Service plants at Linden, N. J., and 
East Braintree, Mass. However, there also was picket- 
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bulk plants in Long Island City, Linden, and Carteret, 
N. J. 

The situation of a threatened supply of products gen- 
erally tended to step up demands for spot quantities, and 
at the same time make suppliers especially reluctant to 
offer gasoline, light fuel oils, or Diesel oil to other than 
their regular customers. 

On the other hand, several quantities of heavy fuel 
appeared on the open spot market at New York and 
Philadelphia, and one 10,000-bbl. barge lot was sold at 
New York at $2.45 per bbl., the generally posted price. 
The fact that heavy fuel, alone of all products, was of- 
fered spot was an indication of reduced demands for the 
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Explanations of Price Tables 


The reader’s attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
61 and the price tables appearing on pages 64-69 
of this issue. 

The letter “X” indicates a change in prices; if 
the change is on the low of the price range, the 
“X” is adjacent to the low; if the change is on 
the high of the price change, the “X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X” 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 

Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 67 all prices reported are shown. 
In all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to indi- 
cate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker termina] operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











product from steel and metal manufacturing and fabri- 
cating plants that also were shut down. In normal! times, 
considerable quantities of heavy fuel are shipped by truck 
and trailer from middle Atlantic points to the steel mills 
in eastern Penna. 

With no immediate sign of a strike settlement at the 
close of- the business week, suppliers reported they mere- 
ly were trying to see that their customers were kept ade- 
quately stocked with products. There were no fears on 
this score in most quarters, and the only indications of 
a supply squeeze as yet were telephone calls from a num- 
ber of gasoline stations to suppliers in the Boston area 
asking for spot deliveries. 

“We've had 80 days to prepare for the strike,” one ma- 
jor declared, adding that it would be at least three weeks 
before his company would begin to feel the pinch. 


GULF COAST 
Strike Cuts Gasoline Surplus 


Refinery strikes that closed the majority of plants on 
the Texas seaboard the past week had the effect of draw- 
ing off the surplus of gasoline that has been building for 
several months. Refiners not affected by labor difficulties 
reported active inquiries for all products, and a few sales 
of gasoline were made. 

Sale of two cargoes of regular-grade gasoline was re- 
ported at “low Oilgram, date of (May) loading,” and sev- 
eral other cargo and part-cargo quantities also were pur- 
chased by marketers who faced sharp curtaliment of their 
normal production. This sudden demand for gasoline was 
a sharp reversal from the recent past when No. 2 fuel 
offerings had been used to “sweeten up” slow-moving 
cargoes of gasoline meeting minimum specifications. 

Trading generally was in very cautious stages, accord- 
ing to reports. A number of refiners whose plants were 
struck were unwilling to let their idle tankers out in the 
charter market. On the other hand, a number of refin- 
ers who still were in operation continued to restrict their 
sales to their regular customers. 

One major refiner commented that he was not worried 
as far as any of his customers were concerned over the 


near term. However, he added that any prolonged in- 
terruption in the refining operations of the Guif area 
posed a decided threat to next year’s supplies of heating 
oils on the eastern seaboard. 

No price changes for cargo quantities were reported 
by refiners. Heavy fuel, which recently has been avail- 
able at $1.75 per bbl., was in somewhat tighter supply. 
Some of the post-season demands for bunker fuel were 
an indirect reflection of the strike, according to reports, 
for a large supply of dirty ocean tonnage was available 
in the offshore waters for prompt use. 


CHICAGO DISTRICT 
Gasoline Demand Surges as Strikes Hit 


Normal upward spring climb in gasoline demand last 
week virtually shot straight up as refiners, jobbers and 
consumers all became buyers at once. Refiners who had 
thought their plants would remain open to rail and trans- 
port shipments of product while cracking towers cooled, 
suddenly found their gates picketed and gasoline stocks 
inaccessible. 

Only price activity occurred early in the week when 
low-sulfur grades of residual fuel drifted lower. No. 6 
low-sulfur fuel ranged from 6.7 to 6.75c, down 0.15¢c on 
the high and No. 5 low-sulfur was quoted at 7.45c, down 
0.1c. While strikes seemed to give certain amount of 
strength to residual prices in other areas, effect of steel 
strike in halting shipments to Chicago mills counteracted 
loss of production. Most trade sources said local sup- 
plies of residual fuel were “ample.” 

Sale of 250,000 gals. of “blended” regular-grade gaso- 
line at 12.375c, FOB Chicago District, was disclosed; quo- 
tations for this grade ranged from 11.8 to 12.375c. Al- 
though buyers reportedly were “roaming the market” 
for gasoline without finding supplies, immediate situation 
was not as “bad or confused as it might appear,” ac- 
cording to one large refiner. His gasoline supplies would 
last several days, he said, adding that with “extreme con- 
servatism” they would last a while longer. Most sup- 
pliers, however, believed “real pinch” from service sta- 
tion to refinery would be felt within eight days after 
start of strike on April 30. 


MIDWESTERN (Chicago-E. St. Lovis Area) 


Strikes and Spring Demand Hit Gasoline 


Within 48 hours after strikes began on April 30, Mid- 
west refiners reported all of the recent easiness in gaso- 
line had vanished. Partial reason was the big call for 
gasoline for tractors throughout the entire Midwest region 
as warm weather (as high as 92 at Minneapolis) held 
on and dried out farmers’ fields. 

Principal call of the sudden spurt in open market de- 
mand for gasoline, however, was the fact that refiners 
were being held from their own inventories by pickets at 
plant gates. Jobbers, fearful of running out of product 
at height of spring season, began an active search on 
their own and through tank car marketers. 

Trade sources said demand for cycled grades of gaso- 
line, previously quiet, overnight had risen “far beyond” 
manufacturers’ ability to ship and orders were back- 
logging. 

With. number of refiners able to ship residual fuel re- 
duced because of strikes, several trade sources said spot 
prices ‘for low-sulfur No. 6 oi] had bounced back 5 to 10c 
to $1.25, Group 3, for resale. No spot sales were reported 
at the higher price, however. 

Two railroad consumers of No. 6 said they had filled 
part of their May requirements at prices ranging from 
$1.25 to $1.35. Because of their high stock positions, 
however, both roads indicated they were uncertain 
whether they would buy additional quantities this month. 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 
0 PE er ee 15.30 11.54 
Se MD oid cbdn saws ve 0044 15.26 11.54 
Year Ago .. 15.48 11.67 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. Y¥. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast, 











CENTRAL MICHIGAN 


‘Terrific’ Demand Ends Gasoline Surplus 


Refinery strikes and sudden boom in farm demand 
wiped out all surplus stocks of gasoline in this area, ac- 
cording to Central Michigan refiners last week. Status 
of light fuels was unchanged, but in some cases refiners 
said consumers of heavy fuel were trying to place size- 
able orders for forward shipment. Refiners’ prices were 
unchanged. 

Refiners said sudden swing from buyer to seller mar- 
ket had wiped out all surplus stocks of gasoline. While 
several large transactions were disclosed, refiners gave 
no details other than to say that they were “sold out.” 

All Central Michigan refineries, unionized or not, were 
operating the past week. 


WESTERN PENNA. 
Lube Demand Steady; Two Plants Struck 


Strikes closing two lubricating oil plants in the Western 
Penna, refining district on May 1 had had little effect, 
by end of week, on supply of products. Some refiners re- 
ported rush of motor oil buying immediately prior to 
strike deadline, and some inquiries for gasoline and fuel 
oils from customers cut off from normal supply sources 
also were reported. 

More pronounced was increased ordering of branded 
and bulk motor oils, and waxes, in advance of freight 
rate increases scheduled for May 2. Apart from recent 
strike developments, availability of most products was un- 
changed, refiners said. Heavy lubricating oils continued 
tight, most other products plentiful. Prices of all prod- 
ucts were unchanged. 

No trading in bright stock or cylinder stocks was made 
known, outside of continued “swapping” of these ma- 
terials. One refiner reported several inquiries for bright 
stock in substantial quantities for export this quarter. 

Despite sharp increases in production and inventories 
of 200 vis. neutral oil (36,000 bbls. in both instances), 
reported by National Petroleum Assn. for end of March, 
heavy neutral prices continued firm, according to all 
sources. Refiners differed on availability of this ma- 
terial, however. Some indicated 200 neutral still was 
“hard to get.’”’ On the other hand, instances were re- 
ported of bright stock offerings to buyer who would take 
200 neutral, car to car. Demand for 150 vis. neutral con- 
tinued light. 

Scale wax shipments continued fairly steady to domes- 
tic buyers, although “some price weakness” stil] persisted, 
refiners said. Shipments from the field for export were 
nil, however, due to light demand and “keen” price com- 
petition at the seaboard. Waxes were offered 0.35c to 
0.45c per Ib. lower for export at New York. 

Domestic demand for petrolatum continued good, with 
export inquiries still “very slow.” Snow white, quoted at 
refineries from 7.375 to 8c, was available at 7.5c to 7.75c, 
FAS New York. 


Gasoline inventories were reported building slowly and 
supplies ample for normal needs at most plants. Sup- 
plies were plentiful at terminals, West Virginia sources 
reported. 
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MID-CONTINENT 
Products Strengthen as Strike Hits 


Refined products in the Mid-Continent the past week 
showed more strength than at any time during the last 
three of four months, according to trade sources, primar- 
ily as a result of labor strikes at several refineries in 
Oklahoma, Kansas and Texas. No open market sales 
were disclosed, but inquiries for fuel oils and gasoline 
were brisk, and shipments against contracts to northern 
buyers increased sharply. Refiners’ quotations generally 
remained unchanged. 

Refiners said the gasoline market, especially, was 
much stronger, due both to strikes and increased farm 
demand in northern states. One major, out of operation 
because of strike, had a “standing order” in market for 
200 cars of gasoline daily, it was reported. Others af- 
fected by strikes also were trying to buy gasoline from 
refineries not struck, and in some cases, were seeking 
material on a loan basis for duration of strike period. 


An unofficial report indicated Great Lakes Pipe Line 
may refuse to take shipments from companies involved 
in strike, and if such is the case, trade sources said they 
expected a big increase in tank car trading. At end of 
week, however, increase in tank car activity was “not too 
great,” according to several marketers. Demand for 
gasoline at northern pipe line terminals was described 
as “terrific” by some sources. 

Burning oils and residual offerings at “big discounts” 
were fast drying up, marketers said. However, some ma- 
terial was still available, and reports from some sources 
indicated heavy fuel was moving in limited quantities 
to railroads at $1.25, Group 3 basis. Most refiners quoted 
No. 6 upward from $1.35. 


Fargo, N. Dak., T. W. Prices Increased 


FARGO, N. Dak.—Standard Oil Co. (Indiana), effective 
May 5, has raised its dealer tank wagon price for Red 
Crown (regular) gasoline in Fargo 1.8c to 16.8c, thus re- 
storing in its entirety a cut made May 28, 1951. 

NPN sources said retail prices at many stations han- 
dling major company brands also had been increased 2.7c 
to “normal” price of 21.7c. “Sub-normal” postings of 19c 
had been in effect almost a year (see May 28, 1951). 


Above prices are all ex 7c state and federal taxes. 


Mid-Continent LP-Gas Supplies Plentiful 


TULSA—Liquefied petroleum gas markets in Mid- 
Continent as yet have been litle affected by widespread 
oil strikes—supplies are plentiful and prices “weak”— 
according to reports April 30. While plants of some LP-gas 
producers have been closed, reduction in output has been 
more than offset by curtailed orders from steel and allied 
metal working industries, trade sources said. 

Postings of principal producers, FOB Group 3, were 
reported unchanged—4c for propane, 4.5c for butane-pro- 
pane mix, and 5c for butane. For spot quantities offerings 
of propane were reported available at 2.5c, Group 3, and 
butane-propane mix at 3c. 

Product demand was said to be somewhat stronger in 
Louisiana, and generally unchanged along East Coast. 





Crude Oil Prices 


Imperial Oi] Ltd. reduces postings 14.5c per 
bbl. in province of Ontario effective May 1, 1952 
(see p. 44-45). No other changes were reported 
in crude oil prices during week ended May 3. For 
complete crude price schedules see p. 44-45 of 
April 30, 1952 NPN. 
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OIL PRICE SECTION 





Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT MAY 5 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oi) 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere, 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal] operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


WESTERN PENNA, 
Bradford-Warren: 











distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
reguiar customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Cleveland and Houston, address Platt’s 
Price Seryice, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance 


Bright Stocks 
145-155 vis. at 210°, 540-550 fl. No. 8 col 










OKLA., Group 3 (Okla, shpt.) 90 Oct. Prem. 13 — aa - p.t. ..... oy 
86 Oct. Reg. 12.75(2) p.t. cies he Gel 
SS Oct. Prom. 25 pt. (2)30-33 
90 Oct. Prem. eses Ol City: 
88 Oct Prem. 11.125-11.75 i City: 
86 Oct. Prem. eee 90 Oct. Prem, 13.75-13.9 Cylinder Stocks 
84 Oct. Reg. dae 86 Oct. Reg. 12.75-12.9(2) ; 
82 Oct. Reg. 10.125—10.5(3) 600 s.r. filterb’l ..... : 25(3) 
80 Oct. Reg. .. en sae Pittsburgh: eg fas Ke wertee ae peda od 
60 Oct. M & below ... 9.25-9.875 90 Oct. Prem. 13.9(2) ‘ ) 
86 Oct. Reg. 12.9(2) C20 A, -- + ose. 30(2) 
OKLA., Group 3 (Northern shpt.) 
93 Oct, Prem. 
90 Oct, Prem. aiepe ; 
88 Oct. Prem. (4)11-11.75 CENTRAL MICHIGAN MIDCONTINENT LUBES 
OD Gat, PROM, «6.0 seis tere. coon (FOB Central eee _—— ° 
5 EN ek prterrts<) (4)10-10.5(2) 90 Oct. Prem. ... 13.25-14.25 — sere Sein, | Ene Renee, vis. at 210 
OP En cvartoadioas aE 86 Oct. Prem. 13.25-13.75 cutrais, vis. & , D-P. 
60 Oct. M & rer 9—-9.75(2) 84 Oct. Reg. bee 12.25—13.125 Neutral Oils—Conventional 
OB Cot. Mes. cveccccecees. 12.25(2) Pale Oils Col, 
MIDWESTERN (Group 3 basis) Str. run seastine, excl. 
60-85 vis. 2 14.5(2) 
& 2, Sareea. Detroit shpt. 
90 Oct. P’ 86-110 vis. , ae eee 14.5-15 
© Oct. Prem. «oa 150 vis. Bi, cho nies « 15.5(2) 
88 Oct. Prem. (2)11-11.75 180 vis 3 16(2) 
84 Oct. Reg S08 OHIO—Quotations of 8.0. Ohio for delivery to 200 vis. 3 16.5(2) 
= — nes (3)10-10.5 Ohio points: 250 vis. Dish avenadees 17 
60 Oct. M & below 9.375-9.75 53 Oct. Reg mand ao : 2 
N. TEX. (Texas & New Mex, shpt.) 
93 Oct. Prem, ......... 13.2-13.25(2) CALIFORNIA Bright Stock—Conventional 
90 Oct. Prem. .. 12.75(2) Los An : . 
geles dist.: 200 vis. D: 
88 Oct. Prem. x12-12.75 90 Oct, Prem, 13.3-16.5 PMS 565 eke, 32 
86 Oct. Prem. x12 80 Oct. Reg. 12-14(2) 150-160 vis. D: 
84 Oct. Reg. . 10.75—11.7 0-10 p.p. 29(2) 
82 Oct. Reg. ..... piak 6.4 x10.75—11.25 Sept eae or 
80 Oct. Reg. .............  910.%5-22 San Fran. dist.: Ba taal uaitengs 38.6-29 
60 Oct. M & below ....... (2)9.75-10.8 90 Oct. Prem. 16.25-17 0-10 D-P. 28/2) 
80 Oct. Reg. 14.25-14.5 
W. TEX. (Texas & New Mex. shpt.) 
12.5 San Joaquin Valley dist. : Bright Stock—Solvent 
12.5-12.75 90 Oct. Prem. 16.25-17 150-160 vis. 0-10 p.p., 95 v.i. 33.5-34(2) 
raid 80 Oct. Reg. 14.25-14.5 
10.75—-11.25 Neutral Oils—Solvent 
ta 170-180 vis., 98 vi. ......  (2)21-22 
10 375-10 5(3) 200-210 vis., 90-95 v.i. ... (2)22-23.5(2) 
‘ : LUBRICATING OILS 300 vis., 95 v.i. ‘ (2)24-24.5 
a 12 WESTERN PENNA. Cylinder Stocks 
© 11.75-12.75 Prices are for sales made, or offers reliably 
ea - reported, to jobbers & compounders only. SPF B.F., SRVS HOB. - «'s-- = 
10.75~11.25 Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
10.5-11 Vis. (180 at 100°) 420-425 fi. 
ror Oe. nc wdswecee odie ced 31.5 » 
9.875-10.5 | RE eS 
7 “OS Rowers fy eran 29. 
CENT, W. . (Truck Transpt.) 25 p.t (2)28-31 
pes <ees 150 Vis “(43 at 100°) 400-405 fi. 
Sars 0 p. 30.5 
12 10 p. sence 29.5 
ene 15 p. 28.5 
10.75 25 p. vaio (2)27-30 
reidis LUBRICATING OILS 
= MEE F680 A ate or 
ARK. (For shipment to Ark. & La.) 
oe 11.625 | | Tank Car 
a ies | Buyers 
9.5 
UNIFORM 


OO Cet. POM oc ccc ceccce eens 
88 Oct. Prem. .....-....+. 11.38-11.8 
86 Oct, Prom, ....:....5.. 11,.2-12.625 
82 yc ecepceuevess éous 
80 ie outs wees. 10,.2-11.625 
60 Oct, M & below ....... 9.2-10.875 


64 








HIGH QUALITY 
DEEP ROCK OIL CORPORATION 





NATIONAL PETROLEUM NEWS 


-~> = --:t e BE 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT MAY 5 
a cee A "nae Tex., refineries for KEROSINE, GAS & FUEL ous 


domestic and/or export shipment.) 





PALE 0 OKLA., Group 3 (Okla. shpt.) ARK. (For shipment to Ark, & La.) 
Vis. Color 41-43 Wow. oon eso. 8.75-9.25 beh WO 9.25 
Sees ops cwvnnese tees 8.75-9.5 Tractor fuel : oe 9.375 
a ok res) ee Range ofl oes. 8.75-9.25 Diesel fuel 52 & below ... 8.875 
300 2-3 eh te Sere ees 1416) & above D.I. Diesel ... (2)8.5-9.25 Diesel fuel 58 & above ... 9.25 
500 33 ae gee 1516) No ee 8.5-9(2) No, 2 fuel : pose 8.375 
OS 5 belli Sie ag be Se 2. Seiese 7.875-8.5(2) No, 3 fuel ........ des 8 
“S~ C S age iei atthe eet (2)17-17.5(3) spt sh EP EEELE Le eee 7.875-8 No, 4 fuel cosevessese $2.15 
2000 4 .. Cede ean EF (2)18-19(4) DUO. DB BRO 2 cc ccccccvccsce COSI SS-2.400) No. 5 fuel Le eee $1.95 
tality No, 6 fuel daglite $1.80 
RED OILS 
Vis. Color OKLA., Group 3 (Northern shpt.) 
100 5-6 ....... renee 12-12.5(4) 41-43 Ww, ............... (4)8.75-9(2) WESTERN PENNA. 
| del @ a RTE eT ee (2)13-13.5(4) I REE se al (5)8.75-9.5 w 3 
300 5-6 . «1... seen eee, 14(6) Range oil ... ec tddg tas 8.75-9.25 Beadiees-Wasven: 
em EEE ee 15(6) 58 & above DI. Diesel . (5)8.5-9.25 MROCOMERS .cccccccccccveses (3)11-11.3 
. bl o SEPP Cer ee 16(6) No, 1 fuel aa See (5)8.5-9 BOO. 2. BRE cccccccsccccces san 
SEED BG ww cc cccccivcnerce (2)1T-17.5(4) No. 2 fuel (5) 7.875-8.5 No, 2 fuel ......-0.-+-++- (€2)10.5-10.75 
2000 5-6 ded vporceeevecs (2)18-19(4) TE OS Riera 7.625-7.875 No. 3 fuel ccevewes 10.5-10.55 
No. 6 fuel Shit Waals (3)$1.35-1.45(2) 36-40 gravity Pe ck ecnnes 10 
On City: 
, Kerosine os TITTY TET 11(3) 
NATURAL GASOLINE MIDWESTERN (Group 3 basis) No. 1 fuel ............... (2)10.5-10.75 
SEI is as se es icicens (2)8.75-9 No, 2 fuel ......... seees (2)10.25-10.5 
(Group 3 & Breckenridge prices are to biend- pe AER ea (4)8.75-9 No. 3 fuel . oa cere 10.2542) 
ers on freight basis shown below. Shipments Range oil .. as rb 36-40 gravity fuel wheesepe 10.25(2) 
may originate in any Mid-Continent manufac- 58 & above D. L Diesel ie (4)8.5-8.75 
turing district. ) No. 1 fuel ..... wees (4)8.8-8.75 Pittsburgh: 
No. 2 fuel coccccccccces (4)7.875-8.126 oo eer ‘ 10.75-11 
FOB GROUP 3 Wee: GS GO... cess (3)$1.35-1.40 No. 1 fuel Per a 10.75 
Grade 26-70 ... 5.5( Quotations) _ : = = ee a phe - nae 
FOB BRECKENRIDGE N, TEX. (Texas & New Mex, shpt.) 56-40 gravity fuel <8 
Grade 26-70 ae 5( Quotations) 41-43 W.W. .....-.-.--4: (2)8.75. . ~wy 
42-44 ww. ne 
58 & above D. I, Diesel .. 8.25. : "25 CENTRAL MICHIGAN 
No, 2 fuel ° 
(FOB Central a refineries. ) 
No, 6 fuel . - (2)$1 0-1 "85 Range oll .. 11.55-12.25 
LPG PRICES 46-49 w.w. kero. pecveesiw 11.55-12.4 
P.W. distillate obeeeb see 11.4—12(2) 
(Of refiners, FOB refineries, in cents per gal., W. TEX. (Texas & New Mex. shpt.) — : vee set ee en eeees wee ee 
0. MG nn cecevsescesves 10.5—-11(2) 
eS ee eae ee ea a RO oe 8.75 U.G.I. gas oll ............ (2)8.5-9.7 
Coem- —_ Com- Inédus- a A Ae eer pe 9.25-10.5 De, eee oko). ete 7.5-8.8 
mercial dustrial mercial trial - —— D.I, Diesel .. se No. 6 fuel ..........++-+- (2)7.25-8.25 
0. ue Hot sobends 75-9.25(2) 
SAN RT e ——e . Butane Butane Siar, PMO (5s 5 ac’ an ate 8.5-9.25 
<< e No. 6 fuel 69.06 6ind 1,40-1.80 
Philadelphia .(2)7-7.5 (2)7-7.5 e's 3 ep . 
Baltimore . < F e OHIO—Quotations of 8.0. Ohio for delivery to 
Hastings .. re won Ohio points: 
Toledo .. 7 7 ; E. TEX. (Truck trnspt.) ne a ees RE ee 11.9 
41-43 ww. CFO ies 9--9.25(2) No, 1 fuel ... ToT iTt 11.7 
42-44 w.w. ee 9(3) No. 2 fuel ... . 10.7 
5S & above D.I. Diesel ... 8.25-9.25 Diesel (Light & Med.) a. 
No, 1 fuel se de one 9.125 
No, 2 fuel svecodee ck TT’ 
No. 6 fuel Sue ee weeds $1.50-1.85 
CALIFORNIA 
INDUSTRIAL 
} San Joaquin Valley: 
CENT. W. TEX, (Truck trnspt.) 40-43 w.w. ... ¥ 12.6-13 
41-43 ww. ise, FASS", 9-9.5 Heavy fuel (Ps 400) on $1.95-—2.05 
58 & above D.I. Diesel ... 8.75-9.25 ee ae a teeee wae 
U.G.I, gas oil re 8.5 ae B. ¢ames “aoe 
SPECIALISTS No. 1 fuel Steet ene sa bees » aA Stove dist. (PS 100) .. 11.9-13 
. | No. 2 fuel 8 
~ —, le eee emer eee ee 
& » m gon 7 ~ — 4 — sesteeeeeees : . San Francisco: 
. Se - ~ ME Sewer sedcveeess $1.75-2.00 40-43 w.w. . ” 12.5-13 
= >: ee 5 Heavy fuel (PS 400) .... $1.95-—2.05 
Se T Light fuel (PS 300) ..... $2.25(2) 
os a KANSAS (For Kansas destinations only) Diese] fuel (PS 200) ..... 10.4-11.5 
WATER TRUCK f 
y PS (2)9-10.5 Stove dist. (PS 100) ..... 11.9-13 
52 & below D.I. Diesel ... 9-9.625 
PHOENIX OIL y clghad ATION | 58 & above D.I. Diesel ... 9-9.875 Los Angeles: 
4 So. Michigan i eM | Fas deccewenaews 8.7-10.25 40-43 w.w. . alin (2)12-12.5 
ad @ , BUG. DB OOME occ cs cccccess 8.1-9.875 Heavy fuel (Ps 400) dece'e $1.75-2.00 
No, 4 fuel tees Light fuel (PS 300) ..... $2. 15~2. 2014) 
BOO. DB. GOR 5 wn 00 00 6s cases $1.85-2.40 Diese] fuel (PS 200) ..... 8.25-11.4 
No. 6 fuel ...4.-.+-eeeeee $1.45-2.00(2) Stove dist. (PS 100) ...... 9-12.9 














Marketer of Petroleum Products REPUBLIC OIL + Spagna 

NEW ENGLAND PETROLEUM CORPORATION marketers oval 
New Yerk Main Offices: finery, 
Pittsburgh, Pa. Texas Pa Texas 
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CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals 


OO GOR. PUGUE, ccctcccccess soar 

88 Oct. Prem 12.55-13.375 
ak Serr jake 

GE GOR, FO. sccccccswccss (3)11.8-12.375 
Light Fuel Olls 

Or 10.8-11.25(2) 
No. 2 fuel . 9.85-10.375 


Heavy Fuel Oils 
No. 5, low sulfur ....... 
No, 5, high sulfur ...... 
No, 6, low sulfur ....... 
No. 6, high sulfur .... 


7.45% 
(2)7.25-7.75 
(2)6.7-6. 75x 
(2)6.25-6.35(2) 


WAX 


WESTERN PENNA. (T.C., in Bulk) 
White Crude Scale: 
122-124 A.m.p. 


(2)4.25-4.5(2) 
124-126 A.m.p. 


(2)4.25-4.5(2) 


SEABOARD 

Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons, 


Crude Scale N.Y. Domestic N.Y. Export 
124-126 white 6(2) x5.65-6(2) 
Fully Refined: 

123-5 ...... 7.45 eoee 

> eer 7.45(3) x7-8.15(3) 
128-30 ..... 7.45(3) x7-8.15(3) 
130-32 ..... anne «7.1-8.25 
133-5 7.55(3) x7.1-8.25(2) 
SS -sivcde 7.55(3) x7.25-8.4 
138-40 ..... 7.55(3) x7.6-8.75 
143-5 ...... 8.3(2) x7.8-9(3) 
149-51 ..... 9.55 11.2 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 


Stoddard solvent........... 11.375(3) 
Cleaners naphtha ..... bise 11.875(2) 
V.M.&P. naphtha ......... 11.875(4) 
Mineral spirits ........... 10.875(4) 
Rubber solvent ........... 11.875(3) 
Lacquer diluent ...........(2)12.125-12.625(2) 
Benzol diluent ...... oe 6 €2)13.125-13.625 
WESTERN PENNA. 

Ol Clty: 

Stoddard solvent ......... 14 
Pittsburgh: 

Sfoddard solvent ......... 15(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 


TER, vacieddeseioses 17.0 
Mineral spirits & stoddard solvent 16.0 


Rubber solvent ..........+s+e+8-. 14.875 
E,. TEXAS (Truck Trnspt.) 
Stoddard solvent ......... 11.25 
CENT. W. TEX. (Truck Trnspt.) 
Stoddard solvent ......... 10.5 
KANSAS (For Kans. Dest’n, only) 
Stoddard solvent .......... 11.8 
ATLANTIC COAST 
V.M.&P. Mineral 
Naphtha Spirits 
New York 
meee 17(4 16(5 
Philadelphia . .(3)16.5-17 (4)15.5-16 
Baltimore ... 15. 
Boston ....... 17.5(4) 16.5(5) 
Providence .... Seas 16.5(4) 


PRICES IN EFFECT MAY 5 


Refinery & Terminal Prices (Continued) 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 








92 Oct. 90 Oct. 85 Oct. 83 Oct. Kerosine 
District Prem. Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline No. 1 Fuel 
N. ¥. Harbor 13.85-15 13.85-14.35 (3) 12.85-13.6 cece (18) 10.1-10.2(2) 
do barges. 13.75-14.9 13.75-14.25 (2)12-13.4 ware 10(19) 
Albany ..... 14.2-15.2(3) 14.2-15.2 (3) of 7-13.7(5) 12.7-13.7(2) 10.4(9) 
Baltimore .. 12.9-15(2) 12.9-13.25 1.9-13.5 11.9-13.5 10.3(10) 
do barges 12.8 12.8-13 i, 8-12 esse 10.2(4) 
Baton Rouge ebae eons aene 11.1 9.7 
do ° cove eeee esos il cece 
Boston ..... 14.95-15.7 14.95-15.2(2) 13.7(7) 12.7-13.7 10.3(14) 
Charleston .. 13.3-14.475 13.3 mage Ly 3-12.45 10.4(5) 
Corpus Christi 12.5-13.5 12.5 1.5 oboe 
Houston .... 12.25-13.3 12.25-13.3 it. ‘35-11. 3 it 25-11.5 9.25-10.25 
do barges. 12.25-13.3 (2)12-12.25 11.25-11.3 11.25-11.5 9-9.25 
Jacksonville . 13.6(4) 13.3-13.6(2) 12.6(7) 12.3-12.6 11.1 
Miami ...... sep 13.6 12.6 ee 11.1(3) 
Mobile ...... 13.4(3) 13.4 12,4(2) 12.4 10.4(4) 
New Haven. 15(3) 15 13.5(2) 13.5(2) 10.3(9) 
New Orleans 12.6 12 11.6 11.25-11.3 9.7-10.15 
do barges 12.6 12 11.6 11.2-11.25 9.7-9.95 
Norfolk . 12.9-14.6 12.9-13.2 11.9-12.3 11.9-12.6 10.5(7) 
Pensacola . 13.4 3.4 12.4 sees 10.4(2) 
Philadelphia. . 15.15-15.2 15.15 13.7-13.9 13.7 10.2(10) 
do barges . 15.05 5.05 13.7-13.8 13.6 10.1(10) 
Pt. Everglades 13.6(3) 3.6 12.614) o2ee 11.1(5) 
Portiand 15.05-15.3(3) 15.05-15.3 13.8(3) 13.8 10.4(9) 
Providence .. 14.95-15.2(3) 14,95-15.2 13.7(4) 13.7 10.3(9) 
Savannah 13.6(3) 13.3(2) 12.3-12.6(4) 12.3-12.6 11.1(7) 
Tampa ..... 13.4(3) 13.3-13.4 12.4(4) 12.3-12.4 10.9(7) 
Wilmington, 
ae: Se 13.05-14.55(2) 13.05-13.2 12.05-12.55 12.05-12.55 10.5(7) 
Diesel Ol) Light Diesel 
Gas House No. 5 Fuel No.5 Fuel Shore Plants Ships’ Bunkers 
No. 2 Fuel Gas Oli (0-10 p.t.) (15-60 p.t.) (50 cet., 55 d.1.) (45 cet., 45 4.1.) 
N. Y. Harb. (19)9.1-9.2 "9.2-9.6 (12)$3.23-3.56 $2.87 (6)9.5-9.6(2) $3.90(5) 
do barges. (17)9-9.25 9.5 (12)3.20-3.46 2.84 eee ovae 
Albany eos 9.4012) 9.8 3.75 _— 9.8(4) “she 
Baltimore ...  9.2(10) 9.3 3.23(3) 2.87 9.6(5) 3.90(4) 
do barges 9.1(5) eee 3.20(3) 2.84 eeee eese 
Baton Rouge 8.4 8.8 sees 2.22 8.8 3.49 
ee aid ase ees4 2.19 ose or 
Boston ° 9.3(14) 9.7 3.26 9.7(5) 3.94(3) 
Charleston os 9.4(5) eee 2.73¢ 9.5(2) 3.90(2) 
Houston .... 625-9 ame os (2)8.5-9 3.49(6) 
do barges .(2)8-8.5 ene 2.35 aaa dba 
Jacksonville . 10.1(8) Jowe cies 10.1(6) 4.242(5) 
Miami ...... 10.1 ‘on ‘ane 10.1(2) 4.242(3) 
Mobile ...... 9.5(2) rae Food pee 5 sate 
New Haven. 9.3(10) eves 3.365 eee -7(5) shies 
New Orleans . hs 7(3) see boos va 8.7-9.1(2) 3.49(3) 
ee esee vaee eee coe cove 
Norfolk “(s)9. ‘Le. 4 9.6 3.18 2.82(2) 9.6(4) 3.90(3) 
Pensacola ... 9.5 see cece eee 9.5 ‘nee 
Philadelphia . 9.2(10) 9.3 3.10-3.25(3) 3.10(6) 9.6(8) 3.90(5) 
do barges . 9.1(9) oes cees éos acon 
. Everglades 10.1(4) eee one 10.1(5) 4. ‘242(4) 
Portland .... 9.4(9) 9.8 one 9.8(4) 
Providence 9.3(9) 9.7 3.24(2) 9.7(4) 394-4. 07 
Savannah 10.1(7) -_ 2.76(2) 10.1(5) ri 242(5) 
mpa ..... 10(5) Keo 10(6) 4.20(5) 
Wilmington, 
. sence 9.4(7) 9.4 ‘ 6% 9.5(2) 3.90(3) 
No. 6 Fuel No.6 Fuel Bunker © Heavy 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1% Fuel Diesel 
No Sulfur Guarantee Max. 1% Sulfur Ships’ Ships’ 
Guarantee Barges Sulfur Barges Bunkers Bunkers 
7 nm ADE ase $2.45(13) $2.55-2.63(2) $2.55-2.60(3) $2.45(11) $3.57(3) 
Bal oe rg 2.45(4) 2.60 2.60 2.45(4) 3.57 
Baton Rouge 1.88 1.85 seud weee 1.85(2) 3.24 
Boston ..... 2.51(9) 2.51(5) os ahaa 2.51(5) eee 
Charleston .. — 2.31(3) ee 2.31(3) ee 
Corpus 1.85 bie vad 1.85(3) 3.15 
Houston -(4) +i $5-1. 90 1.85(7) e nie 1.85(11) 3.24(5) 
Jacksonville. 2. 31(6) 2.28(6) oe ae 2.28(6) ee 
Miami ...... 2.25 2.22(2) os ‘kee 2.22(3) éee 
Mobile ...... 93 1.90 . sate 1.90 «oe 
New Haven . 2.47(3) 2.47 ae 2.47(2) ive 
New Orleans. 1.88(3) 1,85(3) esse aune 1.85(4) 3.24(2) 
Norfolk ..... 43(3) 2.40(4) osee ese 2.40(4) sac 
Pensacol o° ins 2.10 vevs esee 2.10 es 
Philadelphia . 2.48(8) 2.45(8) 2.63(4) 2.60(4) 2.45(7) 3.57(2) 
Pt. es 25(2) 2.22(2) sone osee .22(3) coe 
eee 2.54(2) 2.51 esos isa 51 
Providence ..  2.47(5) 2.47(2) 2.65 2.62 2.47(3) je 
Savannah ... 34(5) 2.31(4) eae eens 2.31(5) o6 
Tampa ..... 2.19(5) 2.16(4) “one . 2.16(5) ee 
ber say eure 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT MAY 5 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 


MEXICAN BUNKER PRICES 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 





price indicates the ber of companies quoting that price. (ships Bunkers) 
Mexican Gulf 
Aviation Gasoline (MIL-F-5572) 5 $3.75 
Grade 115/145 «2.2.02. 020-0 seseesceseeeerees 17.75 oe ss oes 44 
iw ae020 00 05%9.ap <bbesneeshswesse ye: Oe . 
WOR SUNTEE: ; s c.05) sv coca. ore atandeumicc. sas 15.75 es ets me 
Motor Gasoline Pacific Coast 
92 Oct. (Premium) . 12-12. 25(2) Guaymas ......... $2.50 38 
90 Oct. (Premium) . 11.75-12-12.25 Manzanillo 2.50 4.00 
Ss MMOD. 6a ccsbun cdive-nchshaptemncectba 11(3)-11.5 Salina Cruz .. 2.50 4.00 


83 Oct. (Regular) 10. 75~11—-11.25(2) 
Oct 10.5-11 
10-10. 25-10. 75 


Kerosine & Light Fuels : et; 
41-43 w.w. kerosine . 


79 ° 
Ey OE TAD ok on cc nvndatngubininccess 





Se ee a 914) 
No, 2 Fuel ...... 8(6) | 
Diesel & Gas Oils 
43-47 Diesel index 125-8. 25 | 


48-52 Diese] index 


8.125-8 . 25-8 .375 
53-57 Diesel index 


8.25-8 .375-8.5 


29 YEARS OF RELIABLE 
| OlL PRICE REPORTING 


This, in just a few words, Is the story of 
Platt’s OILGRAM Price Service. 

Since 1923, it has been recognized 
throughout the industry as the foremost 
daily oll price reporting agency. it has 
constantly been top management's major 
source of oil price information, and with 
good reason. 

« + « + OILGRAM has the largest staff of 


Heavy Fuels—Cargoes 
No, 5 Fuel, 0-10 p.t 


2 .35(2)-$2.50 
Bunker C Fuel . ; ; 


$1. 75(2)-$1 .85(3)-$1.90 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 


Price 


API Effective oil loyed any oll 
Crude Per bbl. FOB Point Gravity Date | dr easements ie 
Arabian $1.75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1950 | 
Qatar $1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 « « + « OIGRAM is the most complete, 
Arabian $2.41 Sidon, Lebanon 36-36.9 April 1, 1951 most comprehensive price report available 
Iraq-Kirkuk $2.41 Tripoli, Lebanon 36-36.9 April 1, 1951 to the oil 
Iraq-Basrah . $1.67 Fao, Iraq 32-32.9 Dec. 24, 1951 men. 





ninety ovt of every one hundred oil men 
who once subscribe renew their subscrip 
tions yeor after year, 


If you are dependent upon daily oil prices 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barge or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 


District 





Grade 100/130 Grade 91/96 Grade 80 
New York, N. Y¥. ..... 0445 oh 17.6-18.6 16.1-17.2 15.6-16.2 
RN, SLs huwas ceiaid se dé seecuen 18.2 16.7 15.95 
I IR vd ke va cide (0cendenhetiese meds adsooe Senee 
eee eee Me SEE Cet a ee ae eesecece 
Baltimore, Md. .... 17.96 16.46 15.85 
Norfolk, Va. .... 17.85 16.35 15.6 
eee: Gh GO. ied e. tac taes scamees 18 16.5 15.75 
New Orleans, La. (Baton Rouge) ...... 17 15.5 14.75 
Houston, Tex : Ty Te eee 16 5-17 .25 15-15.75 14.5-15 
Buffalo Cleveland Detroit Toledo 

Me a PERT 16(2) voes oes 
86 Oct. (Reg.) . 14.5(3) ssbe asa 
Kerosine ..... Frrvete ye 11.85) ons sobs 11 
Diese] Fuels 11.3(3) ‘és 10 .35—10.95 10.25 
No, 1 Fuel .... ten bes 11.35-11.7 10.75-11.1 
No, 2 Fuel . 10.8(4) exe 10.35-10.95 10-10.1 
No, 5 Fuel aves 9.25 8.65(4) 8 .25(2) 
No, 6 Fuel 9 .53(2) 8.85 8.4(4) 8(3) 
WESTERN PENNA. PACIFIC COAST 
(Bbis., carloads; tank car, 1 to 1.5c less.) (In Ships’ Bunkers, Diesel Fuel Bunker © Fuel 
Snow White .............. (3)7.375-8 " 
oa Peaeaepreneps: (3)6.875-7.5 2 PRD CUS Sa. ES : CSS 
Cream White (3)6.5-7.25 San Pedro, Calif. $3.44(5) $1.70(5) 
Light Amber 5.125-5.5 San Francisco .. 3.65(4) $1.75(4) 
Am o* 4.875-5.25 Portland, Ore. .. 3.86(4) $2.00(4) 

S60 0dsdeos és 4.75-5(2) Seattle. Wash. .. 3.86(4) $2.00(4) 
MAY 7, 1952 


mit 


nooirek 


<ecrrTti 


my wl 





in your marketing operation, you should 
be an OILGRAM Price Service subscriber. 
We invite you to accept a week's Trial 
Subscription with our compliments. There 
is no obligation on your part whatsoever. 


A letter of request on your company 
letterhead is all that Is required. 


Write today to: 
Platt’s 


Price Service 
1213 W. 3rd St., Cleveland 13, Obie 











PETR< UM CORPORATION 


INDEPENDENT MARKETER‘ 


Maine to South Carolina 
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Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 


yoy May 5, 1952, as posted by principal marketing companies at 
heir headquarters offices, but subject to later correction. 


rae fees per gal., included in both gasoline and kerosine prices, 





inspection fees as shown in next column. 








Gasoline taxes, shown in 
separate column, include -. federal, and state taxes; also city and 
county taxes as it Kerosine wagon prices 
also do not _ include taxes ; isons taxes where levied are indicated in 
ts, if any, are shown in footnotes. These prices in 


tank 


Ala. 1/40c on gasoline; Ark. 
2/25c; Kans. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c: 
Nev. 1/20c; N. C. i/4e; N. D. 1/20c; Okla. 2/25c; 8. C. 1/8; 8. D. 
1/40c; Tenn, 2/5c; and Wisc. 3/100c 

Kerosine inspection fees only: Ala. ‘1/2c; Iowa 1/50c; Mich, 1/5c. 


1/20c; Fla. 1/8c; Tl. 3/100¢; Ind. 


ATLANTIC —,Altiantic CALIFORNIA =, CHEVRON ESSO Fano Ciasoline 
(Regular) Av. 80/87 Gaso- (Regular Grade) 
REFINING (Regular Gr Grade) Kero. & STANDARD 7.7. 7.7. line STANDARD Gasoline Kero- 
ka No.1 No.2 400 Gals. & over Taxes . Cons. sine 
rr. — Fuel Fuel San Fran., Cal. ... ; . é T.W. T.W. Taxes T.W. 
T.W. T.W. Taxes T.W. T.W. Los Angeles... re op re Atlantic City, N. J. 14.6 14.6 5.0 13.2 
Allentown, Pa.. 14.3 14.3 7.0 14.0 12.8 Fresno ........... 15.7 19.2 6.5 al lle + a ~  RE> Ep 
Altoona |..... ee Phoenix, Ariz. .... 17.2 20.7 7.0 joa ee Md..... 14.5 14.5 7.0 18.1 
SE cciesicen 3 15.7 15.7 7.0 14.55 13.15 Reno, Nev. ....... 17.0 20.5 7.5 eee oes aan ee 7 7.0 14.5 
Greensburg ... 15.6 15.6 7.0 14.55 13.15 Portland, Ore. .... 15.0 18.5 8.0 ashington, D.C.. 14.9 14.9 6.0 13.5 
Harrisburg |... 14.3 14.3 7.0 14.0 12.8 Seattle, Wash. .... 15.0 18.5 8.5 Danville, Va. ..... 15.4 15.4 8.0 14.2 
Philadelphia .. 14.0 14.0 7.0 13.4 12.2 Spokane .......... 17.8 21.3 8.5 Petersburg ....... 15.0 15.0 8.0 14.3 
Pittsburgh .... 15.6 15.6 7.0 14.55 13.15 § Tacoma .......... 15.0 18.5 8.5 Norfolk .......-... 14.1 14.1 8.0 13.6 
Reading ...... 14.3 14.3 7.0 14.0 12.8 Boise, Idaho ...... 17.7 23.2 8.0 Richmond ........ 14.5 14.5 8.0 14.0 
Scranton ...... 14.3 14.3 7.0 14.3 13.1 Salt Lake, U..... 15.4 19.4 7.0 pees ae Sek ee ee 
Wes QUMDM. «cos > ee. on) See ee Honolulu, 'T.H. ... 15.3 18.8 8.5 arleston, Va. 16.1 16.1 7.0 15.2 
Williamsport .. 15.0 15.0 7.0 14.3 13.1 Fairbanks, Alaska. 27.1 30.6 4.0 Fairmont .......-. 16.1 16.1 7.0 15.6 
York oes. 14.3 14.3 7.0 13.7 125 Juneau As 16.3 19.8 4.0 oe wees +p GES y Ga ae 
NUT ROE eed A al et PAO a eT te Cea SE ESR, ER . F ‘ ‘ 
Del om 14.0 14.0 7.0 13.4 12.3 Charlotte, N. C.... 15.4 15.4 9.0 13.9 
Bridgpt., Conn. 14.8 14.8 6.0 ca Kerosine Diesel Standara —ttickory - 1.8 15.8 9.0 14.1 
Hartford 14.8 15.1 6.0 12.8 T.T. Furnace Oil Stove Ol] jaw a tereeeeee 16.0 16.0 9.0 14.4 
New Haven ... 14.8 14.8 6.0 12.3 40/199 7.2. T. atsenes< +s 16.0 16.0 9.0 14.6 
Boston, Mass. . 14.9 14.9 6.3 12.6 gals. (400 gals. or more) po aed ote wet 15.3 15.3 9.0 13.7 
Fall River .... 14.9 149 6.3 +s: (ex all taxes) par b Bess “5 45 9.8 ino 
Woresster \... 151 151 63 $s San Fran. Cal... 18.5 10.9 12.4 Spartanburg... 14.9 14.9 910 
Prov., R. 1. .. 14.9 149 60 ... 125 a ferns = s os. a New Orleans, La, . 13.3 13.3 11.0 12.3 
Camden, NJ 4G 146 50 12 1G «Phoenix Arie.) g12 3:9 15-4 Alemandrin =... MB.1. ABA LO 48.7 
peter y . . ‘ ; aes. 3 = 3 
ieee eT $e Be Bt Remain eet Mia Be ae 
Buftalo 115.5 15.5 6.0 15.1 13.9 Seattle, Wash. ... 20.5 11.5 as. New Iberia ....... 13.9 13.9 11.0 13.1 
Eimira |..... '15.8 15.8 6.0 15.0 13.6 oo ole — 16.8 16.3 Knoxville, Tenn. .. 15.3 15.3 9.0 13.7 
of ener . . “*#* 5 
Eocene wl dea isa 60 ied 1ks — Bolse, Wdaho “\-\ 28.7 45:3 i6'8 Chattanooga <..... 15:2 15.2 910 18-6 
Batimore, M8188 148 Ot; iag Honoku, TH... 19.300 11.7. Little Rock, Ark... 15.9 15:9 8.9 14.3 
" rt oy ‘ : oo , Fairbanks, Alaska 34.8 a ‘ : ‘ ’ ‘ 
Richmond, Va. 14.5 14.5 8.0 14.0 12.6 Juneau 21.8 Naphthas-T.W. & Steel Bbis. 
Charlotte, N.C. 15.4 15.4 9.0 13.9 12.6 ; : Min, Spirits V.M.&P. 
Jacksonville, Taxes: Newark, N. J. 
Fla, ........ 15.2 16.2 9%. melee Ge gas tax applies to motor fuel 3,600 gals. & over... 17.0 18.5 
only; avgas taxes are 2c federal, 2.5c state. Steel Dbis. .......... 23.0 24.5 
Mineral Spirits V.M.&P. Salt Lake—7e gas tax applies to motor Baltimore, Md. 
‘Ww. T.W. fuel only; avgas taxes are 2c federal, 4c 3,600 gals. & over... 15.7 
Philadelphia, Pa. .... 16.5 aH state, ws bbls. : eee we 
Pittsburgh .......... 20.0 . Honolulu—8.5¢ gas tax applies to motor fuel vashington, D. C. 
only; avgas taxes are 2c federal, 4c terri- 100-409 gals. ........ 19.0 
Heavy Fuel Oils—T.W. torial. Standard Diesel/furnace oil price is 500-3,599 gals. .... 18.0 
No. 5 No. 6 ex ie territorial liquid fuels tax. All T.T 3,600 gals, & over. 16.2 
Philadelphia, Pa. ....... 8.48 6.90 prices are ex Hawaiian gross income tax of Steel bbis. 25.0 
1% to resellers, 2.5% to consumers. FUEL omLs—T. Ww. 
Notes: N ‘s No.1 No.2 No.4 No.6 
Notes: Atlantic City, N.J. 13. 
eat oe ba a Se = Gasoline—For other deliveries of Chevron ramon N. aa igs oo . : $3. "754 $3.006 
gal. a “WF Oa eae aa vy! t rom ga -4 (Regular) and Chevron Aviation 80/87, add to Baltimore, Md. .. 13.1 12.2 3.69 2.94 
Fe oo = f len—A: -e. 108 — o 400-gals.-and-over price 1.0c for 40-199 gals.; Washington, D. C. 13.5 12.6 3.85 2.89 
Mi ° ene pe hg A ow Stes 0.5¢ for 200-399 gals., except for deliveries to Norfolk, Va. .... 13.6 12.2 , 
‘ ra folv a o ee ame Cony ‘ Marine trade in Alaska (excluding Chevron Danville SUPRA NE oe 
a ent. Aviation 80/87) where 0.5¢ differential applies Petersburg ....... 144.3 12.9 
to 40-399 gal. delivery; for less than 40 gals. Richmond ....... 14.0 12.6 
pee on gal., aot a add 4.5¢ for Roanoke a Kees 13.7 
» ess than 40 gals. to Marine trade and less te N. 13. . 
CONT’L ba Ry hg By than 100 gals. to Shoreside trade. Prices for Sueery” Pax .¢. : —? 4 
OL mr meng oan from those am Chevron Aviation 80/87 at Salt Lake City ap- Raleigh .......... 14.6 13.5 
because of local conditions ply to all quantities in excess of 40 gals. Charleston, 8. C.. .... 12.4 
» Prices for Chevron Supreme (Premium) are Columbia ........ Bae 13.2 
Conoco Demand 2.0c gal. higher than Chevron (Regular) for Spartanburg ..... 12.4 cP 
N-tane (3rd Gaso- Kero- quantity delivered, except at Salt Lake which Taxes: Louisiana kerosine prices do not. in- 
(regular) Grade) line sine is 1.5¢ gal. higher. For less than 40 gals. de- clude 1c state tax. 
Tank Wagon Taxes T.W. liveries, add 4.5c gal. to 400-gals.-and-over N : 
Denver, Colo. ... 14.8 13.8 8.0 14.7 price, except at Honolulu, add 5.0c gal. for Kerosine No. 1 — Atlantic City prices are 
Grand June. .... 17.2 16.2 8.0 17.1 less than 40 gals. (Marine) and less than 100 : for 
for deliveries of 300 gals. or more; add ic fo 
ara 15.6 14.6 8.0 15.5 gals. (Shoreside). Add to Chevron Aviation 100-299 gals. 2c for less than 100 gals 
Casper, Wyo 15.7 14.7 8.0 15.0 80/87 quantity delivered prices, 2.0c for 91/98, No. 6—Washington price is for min. ‘delivery 
Cheyenne ....... 15.7 14.7 8.0 15.6 5.0c for 100/130, and 8.0c for 115/145. of 1,050 gals.; for min. delivery of 2,500 gals 
Billings, Mont. .. 17.0 tee 8.0 16.5 Kerosine—T.T. prices, except at Salt Lake price is $2.83 per bbl. 
Butte soeee 18.0 tons 8.0 18.2 City, apply to deliveries of 40-199 gals. For 
Great Falls oes ie | ois oy 4 other deliveries: less than 40 gals., add 4c; 
sorsscees . sere . 200-399 gals., deduct 3c; 400 gals. & over, 
Salt Lake U. ... 16.4 eae 7.0 16.5 deduct 4c; tank car-truck trailer, deduct 5.5c. IMPERIAL = (Prices are per imperial gal.; 
Twin Falls, Ida.. 19.1 18.1 8.0 19.2 Salt Lake City posted tank truck price is for OIL arrive at price per U. 8. oi. 
Albuquer., N.M.. 16.0 15.0 8.5 14.9 minimum 40 gal. deliveries. subtract 1/6th.) 
= ony a eo ee ee ee Standard Diesel/Furnace Oil & Standard cw ony oe ee 
Muskogee, Okla.. 13.7 - 12.7 8.5 12.9 Steve CS-—5-.. Pusat are for Gativertes of 400 Sele Gantne . ins 
Cuehems CMy.. 13.5 13.5 8.5 13.1 Se Ce Se ee odd abe en T.W. Taxes T.W 
: gals., c; ga 5c; less : “We -W. 
FE: 6 oceeed ave 13.5 8.5 12.5 than 40 gals., add 5c. i si = ¢s a ig -s 
Taxes: St. John, N. B. 21.3 13.0 23.3 
Gasoline tax column includes these city taxes: Charlottetown,P.E.1. 23.3 13.0 25.3 
pte og & oat 0.5¢; Santa Fe, 1c; HUMBLE Humble me bath, , + 2 he =4 
Cheyenne, 1c; Casper, 1c. Gasoline Gaso- Kerosine + °Fonto, Unt. ..... 2. J 5 
. OL Reguiar line Tank Re- Hamilton, Ont. .... 22.2 11.0 24.2 
Discounts : T.W. Retail Taxes Wagon tail Winnipeg, Man 22.5 9.0 28.5 
Salt Lake City and e ‘Dallas, Tex.. 14.0 19.0 6.0 12.8 17.0 prapdom, Man. -s So ~ 494 
and kerosine prices apply for deliveries of less | Ft. Worth .. 14.0 19.0 6.0 12.8 17.0 Saskatoon gusk. 24 4 94 o8.4 
than 200 gals. 200-399 gals., deduct 0.5¢; Houston .... 14.0 19.0 6.0 12.8 17.0 Calgary Al 21.0 10.0 23.0 
400 gals. and over, deduct ic. San Antonio. 14.0 19.0 6.0 12.8 17.0 Edmonton Alta. 19.5 10.0 21.5 
Notes: Notes: Vancouver, B. C. . 21.8 10. 23.8 
T.W. prices are to all classes of dealers and «*) Price is for Esso Extra (Premium). 
T.W. prices are to consumers and dealers. consumers. Taxes: Gasoline taxes are provincial taxes 
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Tank Wagon Prices (Continued) 





SOCONY VACUUM 
Mobiigas Aircraft ary. a. 
Grade Grade Grade P ames ge ne Mobiifuel T o. e- 
Gasoline 80 91 100 Dir. Mobil Kerosine Diesel (No, 2 Fuel) Fuel Fuel 
Taxes T.W. T.W. T.W. To. ro. T.W. T.W. T.C. Yard T.W. T.C. TW. TC. T.W. T.W. T.W. 
New York pe 
Manh. .. vy 6.0 s os os oseck Seen . aaee o* , 3.6 cace * aaa «ees 12.4 10.69 6.57 
EE ia odds <i os 6.0 ‘ ‘6 oon, aden <a’ + Beeld :9e5 i he Y Bee, |} oar 9.6 12.5 10.69 6.57 
Kings 6.0 . he oes coon «©660F MT «8120.3 10.6 13.6 9.6 12.8 9.2 9.5 12.4 10.69 6.57 
Queens ...... 6.0 ieee > pad ce wke. See. BE © teenies tags SE? oben 3) OD 7 eng teas ee ee ee 
Richmond ....... 6.0 sees rrr : sees ater 14.7 14.7 10.1 10.4 13.4 v see 12.5 9.1 9.4 12.1 10.69 6.57 
Bs Bin: Ba ccessc 6.0 21.5 22.5 soe 13.7 13.7 14.7 14.7 10.4 10.6 even 9.8 12.6 9.4 9.6 12.2 9.42 7.19 
Binghamton ....... 6.0 os osee oeee 14.7 14.7 15.8 15.8 11.8 12.0 14.9 11.2 14.0 10.7 10.9 13.5 eee *es 
Buffalo 6.0 21.0 22.0 24.2 14.5 14.5 15.5 15.5 11.8 12.0 15.1 11.3 14.4 10.8 11.0 13.9 10.73 
Jamestown ......... eh rear eae KS SC ge ft eek ee eee KC eee Se ee ee eee aba 
B. VORGeN .....005 6.0 ° ooes eine esee ores 15.0 15.0 ose. 10.9 13.9 coer 13.1 esos 9.7 12.7 10.71 
Plattsburg ad SGD ek Cas ees eden ees cS: TORU Ee OE pate > Nece Ge ne 7 eer 008 
Rochester .......... 6.0 20.9 21.9 23.9 14.4 14.4 15.5 15.5 11.9 12.4 15.2 .... 4.3 10.9 11.1 13.8 
Syracuse ........... O.0 cise ase ncce 46 8A 2S OMS 4 MS 11 MS. OS. Se SS 
Bridgeport, Conn. 6.0 abe oeee ones esse ry 14.8 14.8 10.3 10.3 o oes o. aeee 9.3 9.3 12.3 
“peer 6.0 te da Seeb t) éaaee cwcy) 3 ee xi - “nam PE al. alee IAT 
Hartford ; O.8 bie sees ease SE OE Aree eee cS oe 10.1 13.0 9.7 9.7 12.8 
New Haven .. C8. TOS nig) 5de RS CRS OSS OE ee 20 aes 9.7 12.7 9.3 9.3 12.3 
Bangor, Me. 8.0 pes ahs eee 14.5 14.5 16.2 16.2 11.1 so D2 - OS. BS. WA cece BS 
Portland ......... 8.0 22.4 23.4 Tr 13.8 13.8 15.0 15.0 10.4 14.4 9.8 12.9 9.4 ee 12.5 
Boston, Mass. ..... 6.3 19.0 20.0 22.0 13.7 13.7 14.9 14.9 10.3 14.6 9.7 13.0 9.3 os 12.6 
Concord, N. H. 7.0 tee oses seve ses econ 16.1 16.1 ee oe eeee 13.6 esee e 13.2 
Lancaster 7.0 we » dee tone diese ipa 17.4 17.4 os so 14.8 va cee 13.4 
Manchester 7.0 nae sees ceoe jens Kas 6 15.8 15.8 ° 15.4 veee 13.7 te< oe 13.3 
Portsmouth rn Fee ee eee, ee eee ae ee ‘ 10.2 13.0 9.8 -. 12.6 
Providence, R. I, 6.0 19.8 20.8 22.8 13.7 13.7 14.9 14.9 10.3 10.9 14.2 9.7 12.9 9.3 9.7 12.5 
Burlington, Vt, 7.0 ave wsee woes 14.6 14.6 15.6 15.6 11.6 11.6 15.0 11.1 13.7 10.7 10.7 13.3 
Rutland .... 7.0 oe?! veces: Se: BD F 12.1 c. i 14.2 Tee * eS * eee 
Tank Wagon Prices Buffalo N. ¥. Clty Rochester Syracuse Boston Hartford Providence 
Mineral Spirits - 18.5 17.0 20.0 21.0 18.0 19.0 18.5 
We DS 5 Sa on scco ne ce cenebbawenet 20.5 18.5 21.5 7.5 19.5 20.5 20.5 
Taxes: N.Y.C. prices do not include 3% city sales tax applicable to price of gasoline (ex tax) 
Discounts: 
Mobil Kerosine—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals or more 
Mobilfuel Diesel—Ali points, 0.5¢ for T.W. deliveries of 800 gals. or more. 
o Mobilheat—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more. 
Ps es > 
Syracuse V.M.&P. price is in steel barrels, Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals 
OHIO STANDARD 
Sohio X-Tane Gasoli 
ae eae T.W. (Regular-Grade) Naphth Solvents—Cons. T.W. 
Sehio Sohio Con- Re 8.R. D.C. V.M.&P. Sohio 
Gasoline wn Avia. Avia. sumer sell- Sol- Naph- Naph- Varno- Sol- Kerosine No.1 No. 2 
Taxes BO 91 100 T.W. ers 8.8. vent tha tha vent T.W. Sohio-Heat Sohio-Heat 
Akron .. 6.0 22.0 23.0 26.0 18.2 14.7 18.8 20.0 21.5 21.5 20.5 20.5 13.9* 13 .9* 12.9° 
Canton 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Cincinnati 6.0 22.0 23.0 2.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Cleveland 6.0 22.0 23.0 26.0 19.0 15.5 19.8 200 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Columbus 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Dayton 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
BED awicdiscosacs OD 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Mansfield 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Marion ......... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Portsmouth ....... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Toledo ........ 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Youngstown 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Zanesville swe 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Se operators ean purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
-10 to supplier 
: Sohio Aviation—on contract to hangar operators and resellers,2c off consumer t.w. 
Kerosine, Nos. 1 & 2—Prices with asterisk (*) — for t.w. or om deliveries of 100 gas. or more; less than 100 gals., 0.5¢ higher. Prices at 


other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 
Naphthas—To ~ gy consumers off t.w. prices (except Lucas County) 300 to 999 gals., 
5000 or more gals., 1.5c, Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 
Notes: Renown (third- grade) gasoline prices are same as 7 Tane unless otherwise noted. 


INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
Indiana bulk tee where the —~yad 8 prices are publicly posted. 








Crown (Reg. Grade 
Red Or’n. Red -_ St lex Furnace 0ii———————_ 
Cons. Dir. Gasoline Kerosine 1-99 100 gals. 100-174 175-999 1 won 
T.W. T.Ww. eo T.W. gals. & over e gals. & over 
Chicago, I 17.0 15.0 6.0 15.8 ee sien des bpee ceee 
South Bend, Ind. 17.3 15.8 6.0 16.6 15.3 14.3 ones ones 
Detroit, Mich. 16.3*° 14.8* 6.5 15.5 14.6 13.6 eee cine acon 
Mpls.-St. Paul 17.0 15.5 7.0 16.4 15.0 cee 14.0 13.3 12.8 
Des Moines, Ia 16.9 15.4 6.0 15.8 14.2 13.2 > ees eee coos 
St. Louis, Mo. 16.2 14.7 5.0 15.5 13.6 12.6 
Wichita, Kans. 14.4 14.0 7.0 14.0 12.2 11.2 
Omaha, Neb. 17.0 15.5 7.0 15.5 13.9 12.9 
Fargo, N. D. 18.3 «16.8 7.0 17.3 15.6 14.6 
Huron, 8. D. .. 18.2 16.7 7.0 17.2 15.5 14.5 
Milwaukee, Wise. 17.1 15.6 6.0 16.5 15.0 14.0 
Fuel Oils—T.W.—Chicago, M. ——_—_———— — 
Standard Stanolex Fire-Chief Gasoline 
Heater Oli Furnace Oil TEXAS (Regular Grade) Kerosine 
1-99 gals. 15.8 14.8 co. Dealer Gasoline Dealer 
100-149 gals, ........ 14.8 saa T.W. Taxes T.W. 
150 gals. & over..... 14.3 an Dallas, Tex. 14.0 6.0 12.80 
in ote... cs i3'8 Fort Worth ..... 14.0 6.0 12.80 
400 gals. & over.. 13:3 Wichita Falls ... 14.0 6.0 12.80 
Amarillo .... 14.0 6.0 12.80 
Stanolex Stanolex ier cakewses 14.0 6.0 12.80 
Fuel A Fuel C El Paso 15.5 6.0 13.85 
EE 6 ao walks 10.65 9.5 San Angelo 14.0 6.0 12.80 
750 gals. & over .... 9.9 8.75 Wee view seaieae 14.0 6.0 12.80 
Taxes: St. Louis, Mo., gasoline tax includes 1c Austin .......... 14.0 6.0 12.80 
city tax. Des Moines, Ia., kerosine and furnace Houston tease 264.0 6.0 12.80 
oil prices do not include 4c state tax. State San Antonio 14.0 6.0 12.80 
sales, occupation, consumer & use taxes to be Port Arthur 14.0 6.0 12.80 


added where applicable. 
* **Temporary”’ price. 
x Effective May 5 


Notes: nar coe t.w. prices apply also to all 
s with minimum delivery of 
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0.5¢ higher. 
0.5¢; 1000 to 2499 gals., 
0.5¢; 250 to 499 gals., 
8.8. prices are at company-operated stations. 


0.75¢; 2500 to 4999 gals., ic; 
ic; 500 gals. or over 1.5¢ 


Kentucky 
Standard 

Crown Gase- Kero- 

Net line 

Dealer Taxes T.W. 
Covington, Ky. ........ 14.4 9.0 15.4 
EARRORNOR fc cccccces 16.5 9.0 15.1 
Louisville ........ 15.2 9.0 14.4 
PORROOR. os case crgeces 14.7 9.0 14.1 
Jackson, Miss. ........ 15.7 9.0 14.3 
Vicksburg ....... 15.2 9.0 13.8 
Birmingham, Ala. 15.7 9.0 14.6 
DEED .wiavecases 15.0 10.0 14.3 
Montgomery 15.8 10.0 14.7 
Atlanta, Ga. 15.9 8.0 14.3 
Augusta 16.4 8.0 15.5 
ee 15.9 8.0 14.4 
Savannah ....... 15.2 8.0 14.6 
Jacksonville, Fila. 15.2 9.0 14.6 
Miami cou 15.2 9.0 14.6 
Pensacola ..........+++. 15.0 10.0 14.0 
WOR co ceccccvescvces 15.0 9.0 14.6 
Taxes: 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, ic 
county; Montgomery, ic city & lc county; Pen- 
sacola, ic city. Other taxes not included in 
prices: Georgia, kerosine, ic; Montgomery, 
kerosine ic; Mississippi, kerosine 0.5c. 


Notes: 


Consumer t.w. prices are same as net dealer 
prices. 
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DISPLAYED: Advertisements set in special type or with border— 


$13.50 per column inch 
UNDISPLAYED: “For Sale’’, 





charge $7.50 per insertion. 


"Wanted to Buy”, 
port Miscellaneous classilica- 
tions set in type this size without border—30 cents a word. Minimum 





CLASSIFIED 


“Help Wanted” 


“Positions Wanted’’—15 cents a word. Minimum charge §3 per insertion. 
Box number counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 


No agency commission or cash discounts on classified advertisements. 





Positions Open 


INTEGRATED MAJOR COMPANY with full 
TBA line wants additional experienced sales- 
men. Several openings in various Mid-West 
areas. Salary, commissions, bonus, expenses, 
car allowance, Write full details, BOX 648. 


CHEMICAL ENGINEER, fast growing, pro- 
gressive company in Eastern Pennsylvania 
requires services of energetic process equipment 
designer with aptitudes for sales engineering 
and cost estimating to assist in development of 
new petrochemical division. Unlimited op- 
portunity for a man who thrives on hard work 
and success. Write letter giving complete 
history together with small snapshot (not re- 
turnable). Write Box 647, 


Business Opportunity 





FOR SALE 
Oil distributing business in Kentucky, 
U. 8S. Highway 25, Major products, bulk 
plant, warehouse, service stations and 
trucks. Gallonage over one half million. 
Potential unlimited. Reason for selling, 
old age. 

BOX 649 











For Sale or Lease 


FOR SALE OR LEASE: Bulk plant, 140,000 
gallon capacity, warehouse, office building and 
railroad siding. Immediate possession. W. J. 


Packaging 


For Sale 





PACKAGING 
Canning and drumming of lube oils, 
solvents, etc. Excellent central distrib- 
uting point for Tri-State area, Western 
Pennsylvania, Ohio, West Virginia. 
Write or phone 
PITTSBURGH-PENN OIL COMPANY 
27th St. & A.V.R.R, 
Pittsburgh 22, Pa. 
Court 1-3702 











For Sale 


5000 GALLON TANDEM, Frazier, 1942, 4 com- 
partment double heads, good condition. Price 
$2450.00 will finance. BRUCE E, HACKETT 
CO., 621 W. 58th St., Kansas City, Mo., Hi- 
land 1385 


FOR SALE: 1946 Ford gasoline truck with 650 
gallon tank, 4 compartments. Price reason- 
able. NEUSCHWANGER OIL CO., Mt. Car- 
roll, Illinois. 


1946—4000 GALLON TRAILMOBILE, perfect, 
5 compartments. $1750.00 will finance, rea- 
sonable. BRUCE E, HACKETT CO., 621 West 
58th St., Kansas City 2, Mo., Hiland 1385. 


ONE 4,500 GALLON, single compartment, 
Fruehauf Trailer used in Residual Oil service, 
eleven months old, mileage 56.000, like new, 
price $3,700. Contact PETROLEUM SOLVENTS 


STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled 
Cleaned—Painted—Tested 
Heavier—Safer—Cheaper 
Other Tanks Too 
Also—Complete Tank Cars 
8,000 and 10,000-Gal. Cap. 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORP. 


50 Church St., Suite ¥ es 
New York 7, N. 
Phone: COrtland 7- 3000 











An. advertisement in NPN’s Clas- 

sified Section will bring you quick, 

effective results at low cost. 
WRITE TODAY 


NATIONAL PETROLEUM NEWS 
1213 West Third St. 


McINTYRE, BROKER, 83 Second St., New- 
burgh, New York, 


COMPANY, Butler Savings & Trust Building, 
Butler, Pa. Phone—Butler 41-150. 


Cleveland 13, Ohio 














Two Companies Get Price Adjustment 


WASHINGTON—Office of Price Stabilization has re- 
leased letter orders raising ceilings on tank wagon cir- 
cuit sales for two companies and fixing ceiling price for 
solvent produced by a third. 


They were: 


Sinclair Refining Co.—L-178 to Sec, 11, CPR 17—establishing these 
ceilings for portions of Charleston, 8. C., tank wagon circuit: Sinclair 
H-C gasoline, 15.1¢ per gal.; Sinclair Ethyl gasoline, 17.1c per gal.; and 
Super Flame kerosine, 13.8c per gal. 


The Texas Co.—L-179 to Sec. 11, CPR 17 — setting ceiling of 


19.5¢ per gal. for tank wagon sales of Texaco Sky Chief gasoline in 
Fillmore, Utah, price area. 


Standard Oil Co, (Indiana)—L-943 to Sec. 7, GCPR—fixing ceiling of 


22c per ib., FOB, Whiting, Ind., for sales of Methyl ‘‘Sellosolve’’ 
solvent. 


Oil Price Index Unchanged 


WASHINGTON—Bureau of Labor Statistics’ whole- 
sale oil price index was unchanged for week ended April 
29 from preceding week. Current index (also representing 
week ended April 22) is shown below in comparison with 
corresponding week a year ago (1947-49 equals 100): 


—  - RRUED 6 hiv ty ncn kbc asd Veansiessd 109.6 110.2 

Dea dd cape dddeondscvatot.cs cbccseuscaaed 109.0 109.0 
Refined OPED i 6 dc nc bi dd.oc'e cic bs cawsecens 109.9 110.7 
II ais hg aOR ET § RAY EdGAb 0b BTVE Bees 113.9 115.0 
Seresine PSL REd ce add aSU c Keaa ake ne Vonks basees 111.6 109.7 
Distillate fuels ............. been 26% Oe arise ove 111.9 110.5 
I COGN ae 055-5. TESOTS oe 0 hide db a KGptVe 94.9 97.7 
ee eer re ere ee 101.8 102.4 
Ee er eee ee ee re 79.5 79.5 


Bureau’s wholesale price index for other commodities 
was down 0.1% to 111.2 for week ended April 29. 


Anglo-lranian Boosts Marine Fuel Prices 


NEW YORK—Anglo-Iranian Oil Co. will make increases 
in its Marine fuel oil prices generally throughout entire 
Eastern Hemisphere in amounts which will range at prin- 
cipal points from 2/- to 14/6 per long ton, effective May 
6, according to Cory Mann George Corp., company’s bunk- 
ering agent. 


These increases—ranging in dollar equivalents from 28c 
to $2.03 per ton—will reflect “higher costs of laying down 
and delivering the supplies,” spokesman for Cory Mann 
George said. Included in higher costs were certain un- 
economic refining aspects of heavy fuel, and high tanker 
rates paid recently for long-term ocean charters. 

Advances in Anglo-Iranian’s bunker fuel postings will 
range from 2/- per ton (about 4c per bbl.) at Minalah- 
madi (Kuwait) to 14/6 (about 31c per bbl.) at Aden. 
Company's Diesel fuel price will be increased 6/6 per ton 
(about 14c per bbl.) at Port Said, with advances at other 
points ranging up to 13/- (about 29c per bbl.). 


Shown below are Anglo-Iranian’s spot marine fuel pric- 
es at principal Eastern Hemisphere points, effective May 
6, with amounts of increase in parentheses. Company’s 
prices to contract buyers will be increased to 10/- less 
than amounts indicated, effective June 6. 


Bunker Marine 

Fuel Diesel 
United Kingdom .................... 182/6 (6/6) 251/6 (8/6) 
OEE» ekelig ds adBbe Res 6c saghbse otasres 167/—(14/6) 232/6(13/—) 
SE, SS, Bia 0 pe daigksnge’ ewes 180/— (8/-) 246/— (6/6) 
Capetown, U. of So. Africa.......... 220/—(12/—) 286/6(10/6) 
RD PG Gy Baa occccpenwh oe wears 165/— (5/-) 234/— (7/-) 
ED: “5.64 66455 6 <o'k Ade oe dpe cue 233 /~(11/—) 300/— (9/6) 
SE, ehelinthitess «cecveWeesabe cae 167/— (8/-) 232/6 (9/-) 
Minalahmade (Kuwait) ............. 94/6 (2/-) 165/6 (7/6) 
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STATISTICS 





Pennsylvania Oil Other Than Lubes at Refineries Dealer and Service Station Prices for Regular-Grade 
(Compiled by National Petroleum Assn. from report of all region Gasoline in 50 Rae ag Cities*** 
Feb. 29, Jan. 31, , 


. Naphthas and Gasoline 
(1) Straight run, unblended and/or unleaded, 
is a ee fuel 2,547 . Clty « 
apht a gasoline, for sale for blending 
or further refining or held at refinery for Portland, ee peryntes: 
further distillation, reforming, biending or Manchester, N. =. 
leading 245,558 Burlington, Vt. . 
(3) Below 65 octane, not re | in a or Bosten, Mass 
(2) above ... ‘ = Saleen Providence, R. I. 
(4) 65 octane and above 384,606 439,043 Hartford. Conn 
. Saleable naphthas other than motor fuel mate- Buffalo, N. Y. . 
rial (does not include refinery process naphthas) 11,742 11,046 New York, N. ¥ fe 
Kerosine 72,288 Newark, N. J. 
36/40 gas oil (include furnace oil). oak ve 53,124 Philadelphia, Pa. 
Fuel Oil (not reported above) 39,962 Dover, Del. 
Oils held as cracking plant charging stocks.... 275,411 181,180 Baltimore. Md. 
Non viscous neutral 16,140 16,645 Washington, D. Cc. 
Wax distillate 87.713 74,666 Charleston, 'W. Va. 
Crude petroleum 20,608 22,236 Norfolk, Va. _ . 
Wax (ibs.) 10,051,853 8,735,007 Charlotte, N. C J% 


Charleston, 8. C. . 
Aflanta, Ga. ..... 
Jacksonville, Fila. 
= r Birmingham, Ala. 
Pennsylvania Lubricating Oils at Refineries Meare my .* 
(Compiled by National Petroleum Assn, from reports of companies re- Lexington, Ky. .. 
fining Pennsylvania Grade crude oil. Figures in bbis. of 42 U. 8. sal.) Youngstown, Ohio 
South Bend, Ind. 
Total In- Total In- Chicago, Il. 

Pro- ventory Pro- ventory Detroit, Mich. .... 

duction Feb. 29, duction Jan. 31, Milwaukee, Wisc. peu 

Feb., 1952 1952 Jan., 1962 1952 Twin Cities, Minn, ...... 


$3 


ss 
iz 
a 


SEPASOM we 
o 


$338 





83s 


S3SsSSss 


. Raw long residuum ......... Sov tes 
600 steam refined stock .... 193,215 89,617 197,273 
. Other steam refined stock ... 34,563 55,786 46,053 Omaha, Neb. 
. Finished dewaxed a: Des Moines, Iowa ...... 
residuum ...... sn dintwAh maawat eek antes widhacen cunbex St. Louis, Mo. .......... 
. Bright stock 165,238 161,521 Wichita, Kans, 
. Viscous neutral, below 180 vis. Tulsa, Okla. .... 
but not below 142 vis. @ 100 80,413 107,406 81,469 Little Rock, Ark. . 
. Viscous neutral, 180 vis. @ New Orleans, La. 
100 and above ............. 86,664 121,873 113,301 ; Houston, Tex. ... 
Albuquerque, N. M. 
Denver, Colo. 
Casper, Wyo. 
i Butte, Mont. . 
District 5 Demand Boise, Idaho .. éu 
Salt Lake City, Utah -. 1715.40 
(California, Oregon, Washington, Arizona and Nevada) Reno, Nev. ..... ... 17.00 
(Bureau of Mines Figures in thousands of bbis, daily) Phoenix, Ariz. . ... 17.20 
San Francisco, Calif. -+» 14.50 
Portland, Ore. .......... 15.00 
Spokane, Wash. -+ 17.80 


ze 





szssssssssss 


SSSSSSSSSSSSSSSSSSSSSSSESSSSSSSSSSSSSSSSSSSESE 
g 
g 


PT lol ok akal lof ok-ok-al-ak ak ak al al ok od-al al akal dh ol ob ol ol-of al ol ah okal oh aketalol al ebekebdlaba ebeken 


POP APIA HWW MOA WH OHIAHAIIIAABABHAHAOOOOGOMOSOHIH3 
a 
223s 


33% 


Gasoline & Naphtha ....... ——_—_—_—_ 
Liquefied Petroleum Gases. 35 28 * Includes city tax of lc per gal. 
Kerosine & Kerosine Distillates ** Includes city tax of 0.5¢ per gal. 
Lubricating Oils & Distillates *** API figures as reported by The Texas Co. 
Stove Oil & Diesel Oil ¢t Editor's Note: Where there are price wars these indicated margins 
Fuel Oil do not necessarily show what the dealer is actually realizing per gallon 
Asphalt & Road Oil ..... of gasoline sold. Special allowances temporarily are being granted to 
some dealers hit by the subnorma! retail prices. 

tt Applies to deliveries of 400 gals, and over. 








Production of Natural Gasoline 


: +f Wines Gomes & Bite,, 680 emitted) Net Stocks of Pennsylvania Crude Oil 
(Complied by National Petroleum Assn, Figures in bbls.) 
East Coast a? a a =, &. 
W. New York 


At refineries 258,391 249,525 338,864 
we vo 22 Pipe Line and tank farm 1,466,782 1,334,290 1,356,154 
Illinois Betas .ccsces cccce S,aaee 1,593,815 1,695,018 





Midwestern Lubricating Oils 


(Complied by Western Petroleum Refiners Assn. from figures of 12 
reporting companies; figures in bbls. of 42 gals.) 
FEBRUARY, 1952 
Steam- 
Total Solvent Total Solvent Paraf- Re- 
Bright Bright Viscous Viscous fin fined Blended 
Steck Stock Neutrals Neutrals Oils Stock Oils 
Production .... 306,523 236,782 502,708 425,112 143,278 16,963 560,424 
Shipments: 
Domestic ... 228,357 192,283 460,181 381,960 134,210 16,669 507,627 
Export ...... 70,250 49,640 35,995 35,773 4,963 167 29,635 
TOTAL ... 298,607 241,923 496,176 417,733 139,173 16,836 537,262 
Inventory 
Feb. 29 .... 434,810 330,210 884,975 752,483 139,783 49,092 446,213 
. Days Supply ... 41 40 47 47 
*227 240 FEBRUARY, 1961 
2,484 2,707 -.++ 304,808 224,735 483,998 403,860 134,737 28,191 543,060 


18,049 19,035 x ; -. 254,753 207,794 434,076 354,583 125,083 19,842 500,498 
622 614 43,870 15,915 17,737 11,894 514 311 18,123 


— . 298,623 223,709 451,813 366,477 125,597 20,153 518,621 
* Colorado, Nebraska and Utah gasoline products included with Wy- 

oming. 
¢t Michigan production included with Mlinois. 





-. 334,825 245,315 624,280 521,588 133,149 45,124 335,716 
° 37 36 34 35 
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‘TUFFY ARMSTRONG, 


oe THE RHINO! 
America’s newest, most 


unusual trade character! 


ERE’S the first really new idea in 
H tire advertising in years, 

Mr. Distributor. “Tuffy” Armstrong, 
the Rhino, selling Armstrong Tires 
to 57 million readers of America’s 
biggest magazines . . . plus 

14 million more readers of farm 
magazines. It’s the biggest advertising 
in Armstrong’s history. What a 
character! What a promotion! 



















Put him to work for you today! 


Interested? Why not write Armstrong 
Rubber Co., West Haven 16, Conn., Norwalk, 
Conn., Natchez, Miss., Des Moines, lowa, 
1350 Sansome St., San Francisco, Calif. 
Export: 20 East 50th St., New York 22. 


Pr Rnino-FIGX 
TIRES _ 
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ISLAND BANNER and showroom display at this Moto-Pep station remind car owner that dealer welcomes budget plan purchases 
of tires and other TBA products 


How to Tap Big TBA Budget Market 


Jobber Frees Dealers for Hard-Hitting Selling Job 
By Financing Time Sales, Taking over Collections 


By JOHN BARTON 
NPN Staff Writer 


“It’s the finest thing a jobber can 
do, and I’ve been in the business 31 
years.” 

That is how a Tennessee jobber 
describes helping dealers sell TBA 
on the budget plan. He is E. J. 
Connable, president of Moto-Pep, Inc., 
a Socony distributor in Memphis. Mr. 
Connable is also president of Tennes- 
see Oil Men’s Assn. 

His system? A_ special budget 
department within the company that: 

1. Opens the door wide to a 
big TBA budget market for the 
dealer—without any increase in 
investment or operating capital 
by the dealer. 


2. Takes off the  dealer’s 
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shoulder most of the burden of 
bookkeeping and collection. 

3. Gives the dealer budget 
training, plus merchandising and 
advertising aid. 


Under the plan, the dealer signs 
over to the company the contract 
for a budget sale. From there on, 
the special Moto-Pep department 
(called Dealers Finance Co.) super- 
vises collection. 

Proof of the system is that it is 
paying off for both dealers and the 
company. “Volume has amazed us,” 
says Mr. Connable. Company TBA 
sales have risen more than a third 
since the plan started June 1, 1951, 
and Mr. Connable thinks volume 
could well be doubled. 


In dollars, he estimates TBA sales 


for the first year will come close 
to $200,000 for the 42 dealers who 
have been accepted into the program. 
(Moto-Pep has 10 other dealers not 
“ready” for the plan.) Furthermore, 
gasoline gallonage has _ increased, 
partly because customer payments 
are made at the station. 


Dealers Grateful—But Mr. Conna- 
ble believes his aid to dealers has 
more reward than dollar profit. He 
says: 

“It makes the dealers happy. They 
have called up to thank us. We 
wouldn’t get that if we gave them 
2c more margin.” He recalls that 
during the hunting season dealers 
brought him ducks as a present. 


One operator, for example, was 
selling $150 a year in tires before 
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AUTO-LITE ‘STEELDUCTOR" 


LOOK HOW AUTO-LITE WIRE AND 
CABLE HELPS YOU SELL 4 WAYS 


Packaged to sell 


beautifully packaged in silver foil. 
Sells on sight. 


Meets every car need 


. from battery cable to spark plug wire 
—fer every car and truck on the highway. 


Colorful displays 


- an ample supply of posters, counter 
and window material. 


Backed by promotion 


. the best advertised name in the auto- 
motive after-market. 


Check on this fast-moving line today. 
See your jobber. 


THE ELECTRIC AUTO-LITE COMPANY 
Merchandising Division 
Toledo 1, Ohio Toronto, Ontario 








Spark Plug Wire 


Auto-Lite “Steelductor”, a Silver-sheathed high tension 
ignition cable, employs a seven-strand conductor of 
Stainless Steel, instead of the conventional nineteen 
strands of copper wire. Gives remarkable improvements 
in performance when employed in shielded circuits. 


Primary Wire Za Battery Cable 


Highly resistant to attacks of 
heat and oil. Auto-Lite Silver- 
sheathed Fiextrand primary 
wire permits easier stripping 
and soldering . . . gives ont 
life ... and is easy to ins 


Auto-Lite Battery Cable, 
complete with the new 
Power Line Terminal that 
resists corrosion... assures 
excellent contact .. . com- 
plete customer satisfaction. 
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1 Sell TWO kinds of Dayton Thorotreds 
oe TWO Lqdally good reasons!" 


HERBERT 1. GORDY 
Gordy Tire Compan 


“For over 23 years, my 
Dayton franchise has 
grown steadily in val- 
ue,” says Herbert 
Gordy, Dayton’s Atlan- 
ta, Ga. distributor. “It’s 
no wonder when you 
realize that Dayton, in 46 years of progressive 
leadership, has contributed 11 major ‘firsts’ 
in a highly competitive industry. Being able 
to sell a complete line of premium quality 
passenger car and truck tires helps, too. What's 
more important, all are products of one of the 
ten top manufacturers and all are Thorobreds 
— one brand to sell!” 





DAYTON PROVIDES PROGRESSIVE MERCHANDISING 
with the most liberal local cooperative ad 
plan in the industry plus trade journal and 
national advertising. Specialized promotions, 
complete point-of-sale materials, direct mail, 
identification, etc. Whatever it takes to sell 
tires at a profit, you will find a part of the 
DAYTON franchise. 


Dayton means profits because of premium 
quality products and top flight promotions. 
it will pay you to investigate, today! Write: 
Dayton Rubber Company, Dayton 1, Ohio. 





A COMPLETE LINE OF PASSENGER CAR AND 
TRUCK TIRES—EVERY ONE A THOROBRED! 
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Budget Plan ABC’s 


Budget plan sales have many 
variations, but in Moto-Pep’s 
view they boil down to three 
fundamentals. 

1. A down payment to cover 
initial depreciation of the mer- 
chandise. 

2. A schedule of payments ro 
the cuctomer will pay promptly 
upon receipt of income, and 
stay ahead of depreciation of 
the merchandise. 

3. Title to the merchandise to 
remain with the seller until full 
payment is made. 











entering the program. In 15 days 
thereafter, he sold $500 worth. 

Mr. Connable sums it all up this 
way: 

“I don’t see how a jobber ex- 
pects to stay in the picture without 
a budget plan. A jobber in a metro- 
politan city has to meet competition 
from chain stores and tire dealers. 
If a gasoline price war comes along, 
you can lose money fast. But you 
still get a full margin of profit on 
TBA.” 


Secret to Success—What makes the 
plan click? Simply that dealers have 
to do a good job of TBA budget 
selling or they’re on the outside look- 
ing in. As Mr. Connable puts it: 
“We don’t give this to the dealers. 
We make them go to school. They 
have to earn the right to enter the 
plan.” 

And it is an answer to one of the 
biggest problems of all—getting good 
driveway service. Mr. Connable 
points out “dealers know they have 
to give good service to sell.” 


How Plan Works 


The Dealers Finance plan basically 
works like this: 

1. The car owner agrees to buy 
merchandise, for a total purchase 
price set by the dealer. 

2. The customer makes a down 
payment, which the dealer keeps 
for himself. 

3. The dealer and the customer 
agree on regular payments covering 
both the ba'ance of the purchase 
price and a 10% handling charge. 

4. After the customer has signed 
the contract on these terms, the 
dealer in turn signs the contract 
over to Dealers Finance Co. for col- 
lection. The company thus takes 
title to merchandise from the dealer. 
This is called “buying the dealer’s 
paper.” 

5. The customer makes regular 
payments at the station. These are 
kept by the dealer separate from all 
other money. Each Tuesday, pay- 
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ments of all customers are picked 
up by Dealers Finance Co., along 
with the contracts and payment re- 
ceipts. 

6. On Thursday, checks are sent 
to dealers by the company. These 
are for the total of customers’ pay- 
ments—less the 10% handling charge 
(kept by the company) and less a 
5% holdback. The holdback goes in- 
to-a “dealers reserve.” If an ac- 
count is non-collectible, the loss is 
charged against this reserve. At the 
end of the year, excess unused reserve 
goes to the dealer. 

7. Dealers Finance Co. keeps title 
to goods sold until they are paid for 
in full. If payments are not met 
after a reasonable period, the com- 
pany repossesses merchandise from 
the customer. 


Plan in Practice 


Manager of Dealers Finance Co. is 
William D. Holt, a former Goodyear 
man experienced in budget selling. 
Working with him are three city 
salesmen, and two office girls. Mr. 
Connable reports the separate de- 
partment has brought “no confusion 
or conflict” with other Moto-Pep op- 
erations. 


The company accepts as original 
sales to budget accounts: 


—Any automotive merchandise nor- 
mally sold to service stations, plus 
home appliances and other items. 


—Car services to a minimum of 
$10. This includes lubrication and 
minor repairs. 


The company will not accept an 
original net sale lower than $10. 
However, these rules do not apply 
to add-on sa'es (those added while a 
customer still owes for earlier pur- 
chases). 


Signing the Customer —- The com- 
pany spends a lot of time and effort 
getting dealers to reach a clear un- 
derstanding with customers on. budget 
terms. Core of the problem is to 
make sure dealers fill out properly 
a “Credit Application and Time Pur- 
chase Agreement” form (see repro- 
duction below). This “contract” 
is divided into two parts. The top 
section asks for data on the customer 
that will enable Dealers Finance Co. 
to determine his credit rating. The 
lower section is for setting down how 
much the customer will pay, and 
when. 

Dealers are urged to make ab- 
solutely sure the customer is clear 
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budget selling is 
accurate informa- 
tion on customer's 





PLACE O84. E88 STamer HERE 
Jack's Service Station 


Monroe end Evergreen 
Dealer No. M6 








credit standing and 
his plans for regu- 
lar payments. Mo- 
to-Pep dealers use 
this form 
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DIRECT MAIL POSTCARD, measuring 51, x 8¥2 in., used by Dealers Finance Co. 


to promote budget plan purchases of seasonal car needs. 


This card is in red, yellow, 


black and white 


on the following points before writ- 
ing down anything: 
Total budget price. 
Down payment he will make. 
Balance left to pay on terms. 
Amount per week he will pay. 
Day of the week he will make 
payments. 
Where he will pay (at the 
dealer’s station). 

It is also recommended that dealers 
arrange with customers to have the 
first weekly payment fall somewhere 
between one and 10 days from the 
date of purchase. It should be on 
the customer’s payday, or the day 
following. 

Cautioning its dealers that week- 
ly payments “are much more de- 
sirable” than semi-monthly payments, 
the company warns: “Whenever pos- 
sible—avoid monthly payments.” 

However, these are accepted if the 
customer insists. Dealers can arrive 
at semi-monthly or monthly mini- 
mum payments by using the table of 
suggested weekly payments (at 
right). They need only multiply week- 
ly figures by two or four. 

Although the company recommends 
that dealers allow no more than 20 
weeks for paying in full, it will per- 
mit more, sometimes up to 30 weeks. 

In the case of television and radio 
sets and appliances, dealers may 
make special deals with customers. 
But these must be approved by Mr. 
Holt. 

Checking Credit—-After terms are 
settled, the dealer fills in the credit 
application. He then phones the in- 
formation to Dealers Finance for a 
credit rating check. 

Since the company office uses 
forms similar to the dealer’s, he can 
“rattle off” his information, without 
bothering to mention “Name,” or 
“Home Address,” etc. 
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The company promises to let deal- 
ers know in 20 minutes if credit is 
approved or withheld. In addition 
to checking the car registration, the 
company contacts the local consumer 
credit association, retail merchants 
association, finance companies and 
loan companies. The latter are the 
best source of information, accord- 
ing to Mr. Connable. 


(Sometimes the credit data re- 
ceived by the company does not war- 
rant the credit the customer wants. 
In that case, a “responsible person” 
must be secured to sign the contract 
as a co-purchaser. This is normally 
a close relative.) 

After phoning, the dealer fills in 
terms of the purchase agreement on 
the lower half of the contract. As 
soon as credit approval comes from 
the company, the dealer gets the 
customer’s signature. He himself 
then signs the “Dealer’s Assignment 
of Account” on the back of the con- 


* giving the customer one more week 





How to Decide 
Weekly Payments 
Unpaid Balance Minimum 
On Customer’s Weekly 

Account* Payments 
$10.00 to $20 $1.00 
20.01 to 25 1.25 
25.01 to 30 1.50 
30.01 to 40 2.00 
40.01 to 50 2.25 
Above 50 . Balance in 
20 weeks 


*After deducting down pay- 
ment. Dealers should try to get 
odd-cents on down payment— 
so unpaid balance will be in 
even dollars. 































































































tract. This “assignment” is the deal- 
er’s agreement to let the company 
handle all phases of collecting the 
total unpaid balance. 

The dealer then installs the mer- 
chandise, and gives the customer a 
copy of the contract, plus a receipt 
for the down payment. Copies of 
these two forms go to the company, 
while the dealer himself retains cop- 
ies. 

This method just about wipes out 
the problem of dealer bookkeeping. 
He has to worry about only two 
books—one for contracts, and one for 
receipts. All other budget plan head- 
aches belong to Dealers Finance Co. 
as part of its “service” to the dealer. 

As part of the service, the com- 
pany mails a “thank-you” letter and 
a preferred credit card to the custo- 
mer as soon as it receives the con- 
tract from the dealer. Both are in 
the dealer’s name. The letter con- 
firms terms of the agreement, the 
customer’s address, and the fact pay- 
ments should be made at the dealer’s 
station. 





Collections 


The company has had good suc- 
cess in collections. Bulk of the work 
is done by phone, although a few of 
the “slow payers” get persona! visits 
from Mr. Holt. In addition, overdue 
accounts are mailed three notices 
by Dealers Finance Co.: 

A polite “reminder” when the cus- 
tomer is three to five days past due. 

A “firm request” for payment one 
week after the first notice, if it has 
brought no response. 

A “final” notice two weeks later, 


to pay his balance in full, or make 
arrangements to have merchandise 
repossessed. 

All collections are made in the 
name of the dealer. However, to pre- 
serve personal friendship between 
customer and dealer, all repossessions 
are mad: in the name of Dealers 
Finance Co. The company also 
handles complaints. In this way it 
can lay its finger on dealer faults, 
and help the dealer correct them. 

To speed up collections, the com- 
pany allows a 5% discount to all cus- 
tomers who pay in full within 30 
days from the date of purchase. This 
5% is on the original balance (pur- 
chase price, less down payment). It 
is given by the company, and does 
not effect the dealers reserve, which 
is used only to cover accounts “gone 
sour.” 


Add-On Sales—Dealers Finance Co. 
accepts purchases of merchandise and 
car services made by a customer be- 
fore he has finished paying the bal- 
ance on previous purchases. But the 
minimum add-on sale it wil] take is 
$5, and the customer’s payments on 
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HO DILLECTRIC 
J i piamond<@ Patcues 


A NEW ADDITION TO DILLECTRIC TUBE 
REPAIR SUPPLIES 


The new Dillectric diamond shaped patch is now avail- 
able from your wholesaler, tire or oil company. Many 
tire repairmen prefer the diamond shape “in-between” 
size patch for repairing punctures, small cuts and tears 
... and for overlapping on long tube injuries. It provides 

the same strong, safe, perfectly welded feather- 

edge repair as obtained with any style Dillectric 

patch. Be ready for a profitable summer tube re- 

pair season. Place your order now for Dillectric 

—— supplies — the new diamond patch, small or 

aca cumin . large round and oval patches, and replacement 


Packed 40 Patch Units to a can Valve Stems. 
including one Electric Heating 


Unie and extra Giller rubber. THE DILL MANUFACTURING CO. 
$1.65 per can CLEVELAND 3, OHIO 


ELECTRICALLY VULCANIZED 


Sreetrts) = Steed Patch 


for which it is intended, a Dillectric 
Pressure Clamp should require repair, 


}@= we will, subject to our option, either . 
B= recandition it to perfect working =24) 
Bes order or replace it with another unit > 

, Of the same model, at no charge 


whatsoever. 


*This guarantee applies to all Dillec- 
tric Clamps of any model, regardless 
of purchase date. 
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# | CHOICE OF OVER 100,000 SERVICE STATIONS 


No. 6695 DILLECTRIC OUTFIT ed and supplied by 


Recommend 
all leading Tire and Oil Com- 
Includes materials for over $100 worth of tube panies. Approved by Usader- 
repairs. 


writers’ Laboratories, Inc. 
No. 6685 DELUXE PRESSURE CLAMP 
1 with transformer for cither 110 or 125 

or 220 volt A.C. 


No. 6611—40 SMALL ROUND PATCH 
80 UNITS 
No. 6612—40 SMALL OVAL PATCH 
80 UNITS 
0 No. 6607 LARGE ROUND PATCH 
1 UNITS 
0 No. 6608 LARGE OVAL PATCH 
1 UNITS 


VALVE STEM UNITS 
4 (2 No. 1415, 2 No. 1425 


1] No. 6617 WIRE BUFFER 


No. 6685 DeLuxe Pressure 
Clamp only, including wire 
buffer... ve$8.25 
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TURN SAFETY 
INTO SALES 


with... 


Cig) vesxivine 





For Auto, Bus and Truck Tires up to 12.00x 24° 


Convert ordinary tires — 
—new, used, recaps—to 
Premium SAFETY Treads 





gives SURE-GRIP STOPS, 
ALL-WEATHER SAFETY, 
and MORE SAFE MILES 


besides... 
NEW and BIGGER SALES! 


PECO PLANT—JOXN BEAN DIVISION 
FOOD MACHINERY AND CHEMICAL CORP. 


20 W. Berkley St., Philadelphia 44, Pa. 


Send me, without cost or obliga- 
tion, information on Peco Tire De- 
skidding Equipment, 


SNE sc Si kent 3 
pete ee 
City, Zone, State 
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Merchandise 

Passenger tires and tubes 
Premium tires and tubes 
Batteries 

Truck tires and tubes 


Deluxe grade tires and tubes 


Premium grade tires and tubes 


Truck tires and tubes 
Batteries 


Passenger tires and tubes 
Premium tires and tubes a 
Truck tires and tubes 

Batteries 





How to Arrange Terms With Car Owner 
On Tires, Tubes and Batteries 
(Suggested by Dealers Finance Co.) 


.Printed list price 


. Printed list price 


. 25% 


(Trade-ins may be accepted as down payment) 


Price to Charge 
Printed list price 


Printed list price 

Trale-in Allowance 

Not to exceed 20% of new tire and 
tube value 


Up to 35% of new tire and tube 
value 


No trade-in recommended 
Not to exceed junk value of trade- 
in 
Down Payment 
25% desirable—10% minimum 
desirable—10% minimum 
minimum 
desirable—10% minimum 















334% 
25% 








his original purchase must be up to 
date. 

The company has drawn up a de- 
tailed outline of how the dealer should 
record add-ons to avoid confusion, and 
loss of customer good will. The reg- 
ular contract form is used. 


Re-Opening Accounts—Dealers Fi- 
nance will not automatically accept 
purchases on accounts that have been 
closed for more than two weeks. It 
requires dealers to phone in a new 
credit application, giving the old ac- 
count number. Usually, the account 
is re-opened without further credit 
investigation. 


Dealer Training 


Asked what he thinks is the most 
important factor in successful TBA 
selling, Mr. Connable quickly an- 
swered: “Education of the dealer and 
his employes. That’s it.” Moto-Pep is 
long on having its dealers do the 
right job. And if they don’t they are 
not allowed in the Finance Plan. 

Head of the training program is 
Mr. Holt, who gives dealers the com- 
pany’s budget manual to study, plus 
a thorough grounding in how it is 
applied. As Mr. Connable puts it, 
“They could read the manual and be 
in “business.” Dealers are allowed to 
enter the plan only when Mr. Holt de- 
cides they are qualified, 

To make sure fundamentals get 
across, Mr. Holt has set up night 
school. (at the company office) on 
the theory of budget selling. Dealers 
who are slipping are brought in for 
booster courses. 


He also holds regular meetings with 









































individual dealers and their employes, 
a'though sometimes several smaller 
dealers attend the same meeting. 
Once every three months, a joint 
meeting is held for all dealers. At 
all times, the men are encouraged to 
speak out freely on their problems. 


Moto-Pep plugs hard for incentive 
plans, offered by dealers to their help. 
It stresses that unless attendants give 
good service, and go after business, 
no one benefits. This goes for the at- 
tendants themselves, the dealers and 
the company. 


Moto-Pep tells its dealers flatly: 


“Every one of your employes must 
be budget conscious, must regard 
every customer as a potential bud- 
get account, must be familiar with 
the budget plan, able to talk about 
it, and sell it. 

“It’s a selling job that requires 
teamwork, with inside sales people, 
gasoline attendants, outside salesmen, 
service men, all carrying a share of 
the load.” 

To spur men on, Moto-Pep holds 
out the reward of profit. It reminds 
dealers that purchases by customers 
who stayed on the company’s budget 
ledger throughout 1947 averaged 
$137.40 per account. This meant an 
average gross profit of $40 per cus- 
tomer. 


Mr. Connable notes that training 
“takes” better with younger men. 
“The new boys coming up,” he ob- 
serves, “are easier than the older 
ones, who have set opinions gained 
over a period of years.” 

From time to time, Mr. Holt sug- 
gests improvements in dealers’ oper- 
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ations by mailing them personal let- 
ters. For example, one letter listed 
the most frequent station errors in 
filling out the credit application and 
time payment agreement. 
These were: 

—Failure to get the car license 
number. 

—Not getting odd cents on the 
down payment. 

—AMistakes in addition and sub- 
traction. 

— Failure to fill out completely 
the schedule of payments. 


Advertising and Promotion 


Moto-Pep tells its dealers they can’t 
get new budget customers by hiding 
the fact a budget plan is offered. 
“Pride and fear of refusal,” the com- 
pany points out, keep car owners 
from asking for credit. 

Dealers are reminded that many 
customers who make small cash pur- 
chases would buy more expensive 
items if they knew they could buy on 
terms fitting their incomes. Other 
customers “may not bother to come 
in at all,” because there is no sign 
at the station that they “can get both 
quality merchandise and the credit 
terms they need.” 

Conclusion? Advertising should tell 
customers plainly and forcefully that 
a station offers credit, and that it 
welcomes credit business. 


To catch the motorist’s eye on the 
drive, the company advises budget 
messages on enamel signs, window 
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WIDE VARIETY of TBA items is given prominent display at this Moto-Pep station 


valances, electric signs, window stick- 
ons and banners. For the station 
show room, it recommends electric 
signs, cardboard counter signs, price 
tags and other displays. 


Mr. Connable calls price tags on 
TBA items “a good idea.” They are 





Dealers Told Budget Plan Can Be Sales ‘Gold Mine’ 


Behind Moto-Pep’s drive for more 
TBA budget business is a vision of a 
big and growing market. 

Beside the “intangible” value of 
customer good will, the company 
stresses to its dealers that budget 
selling builds TBA success in many 
ways: 

—More “high ticket” sales, since 
customers can buy all items the 
dealer sells, no matter the price. 

—More profit per sale, because 
budget sales are made at the market 
price. 

—More customers. An estimated 
30% to 65% of all customers need 
time payments to make larger pur- 
chases. 

—More regular customers, since it 
is convenient for car owners to re- 
turn to the station where they have 
a credit account. 

—More “complete” customers, be- 
cause budget buyers can, and do, 
patronize all departments at a station. 

—More customer contact. Car 
owners coming in regularly to make 
payments are exposed to other mer- 
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chandise on display, and can con- 
veniently buy “add-on” items. 

Stressing the big market, Moto- 
Pep reminds dealers: 

—Tax records show close to 80% 
of the gainfully employed still have 
incomes of $3,000 or less. Another 
survey shows that over 80% of the 
Wage earners buy on budget, or are 
planning to do so. 

—In normal times, few people have 
access to bank credit. Only 7% can 
borrow from banks without co-signers 
or security. Another 7% to 10% can 
borrow, but need endorsers. The rest 
must buy on credit, ‘and pay out of 
income. 

—With savings at an all-time high, 
50 million people with the lowest 
salaries hold only 1% of the savings. 
They plan to keep those savings. 

This being the case, Moto-Pep 
points out that budget sales are a 
“service” to customers. They can use 
and enjoy an article, while it is being 
paid for, without digging into their 
savings. And they can meet small 
payments out of regular income, with- 
out disturbing the family budget. 


used by some of his stations, especi- 
ally the larger ones. 

Sales Approach —- How should a 
dealer push the budget plan when 
face-to-face with a customer? Moto- 
Pep notes this is obviously no prob- 
lem if the customer comes right out 
and asks about time payments. 

But in a “great majority of cases,” 
the car owner doesn’t make it this 
easy. Moto-Pep then advises against 
a “direct question” that asks the cus- 
tomer how he wishes to buy. It sug- 
gests instead that the dealer proceed 
with the sale, waiting for a signal 
from the customer. Sample signals: 

“I can only pay for a cheap 
tire today.” 

“Your prices are higher than I 
ean afford.” 

“Haven't any cash with me 
today.” 

“T’d like to talk it over with 
my wife first.” 

If no signal is forthcoming, the 
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TIRES AND TERMS are in plain view of gasoline customer at this Moto-Pep station 


dealer should ask a leading question. 
Samples: 

“You’ve had an account with 
us before?” 

“Are you familiar with our 
budget plan?” 

“Weren’t you here one time 
with a friend while he was mak- 
ing a budget purchase?” 

Moto-Pep sums up: Budget selling 
is easy “if you study each customer, 


ee 


Buy Vi ML 


TIRES BATTER 


Mobilgas Dealer 


BUDGET TERMS 


\ES ACCESSORIES 


and base your sales approach on the 
remarks he makes, or his reaction to 
your leading questions.” 

Direct Mail Best — Besides this 
point-of-sale push, Moto-Pep is sold 
on direct mail. It points out: “Cold 
facts and figures prove that over a 
long period of time, direct mail solici- 
tation is the most productive in se- 
curing new budget accounts.” 

This is true because direct mail is: 
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KEEPING STATIONS STOCKED is job of this special Moto-Pep truck that makes 
“automatic” deliveries on a regular schedule 


Personal—It bears the customer’s 
name, makes him feel important, and 
therefore more responsive to the mes- 
sage. 

Timely—It reaches the home or of- 
fice at buying times. It is aimed at 
seasonal and special needs, when cars 
need service the most, and when car 
owners are most likely to buy. 

Selective—Dealers can send it to 
“blue ribbon” prospects on their 
screened mailing lists. By picking out 
a select group who are likely to want 
merchandise, and who probably will 
need credit to get it, dealers can “get 
better results at lower cost.” 

The company provides its dealers 
with a variety of direct mail mate- 
rial. If a dealer submits a mailing 
list, the company will prepare and 
mail several hundred mimeographed 
postcards at no charge. 

Newspapers and Radio—Moto-Pep 
plumps down $1,000 a month for 
newspaper and radio advertising, with 
stress on installment sales. News- 
paper ads range from smal] insertions 
of a few inches up to 30 inches. Radio 
spots are carried on Friday and Sat- 
urday to coincide with paydays of 
weekly-wage earners. Ads hammer 
on such messages as: “Buy on budget 
at the sign of the Flying Red Horse.” 


TBA Stock Control 


To make sure its dealers have 
neither too large nor too small a 
TBA inventory, Moto-Pep has set up 
an “automatic” delivery system. It 
has in service a special 14%4-ton TBA 
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NO DRILLING! 


THE One Windshield Washer that squirts 


right on the target at the touch of your finger! 
No dribble. No overshooting. Misses none 
of the wiping arc. 

The ONE Windshield Washer seen weekly 
on 16 million television screens. Talked about 
by 12 million users! 

And now, with Trico’s exclusive installation 
kits, there are no holes to drill. A screwdriver 
or wrench is the only tool you need! 

Your nearby Trico Distributor or Jobber 
will show you in ten minutes how easy it is to 
sell and install the new Trico Windshield 
Washer. 


Trico Products Corporation, Buffalo 3, N. Y. 























Our success speaks for 
itself! We service many of 
the nation’s largest retail- 
ers, with modern facilities, 
manned by highly trained 
and experienced personnel. 


If you are, or could be, a 
volume user of recapped 
tires, we'll gladly show you 
how to earn big profits, 
have continuous turnover. 


Your letter, ‘phone call or 
wire will bring our repre- 
sentative, without obligation. 


SELL THEM WITH A 


WRITTEN GUARANTEE! 





The Nation’s Largest 
SERVING 


The Nation’s Largest 
* Among those looking to us for 
dependable recapped tires: 


STRAUSS: * STORES 
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truck (see photo on p. 82) that visits 
each station on a regular schedule. 
The truck fits into the company’s 
stock control plan in this way: 

By mutual agreement with deal- 
ers Moto-Pep establishes definite 
TBA inventories for each station. In- 
ventory cards are kept in the TBA 
truck. When calling on a station, the 
TBA salesman driving the truck 
simply uses each station’s card .to 
check for stock depletion. He then 
writes up the order and delivers the 
merchandise. In this way the dealer 
can fill his TBA needs without taking 
“time out,” and does not even have to 
be present when a delivery is made. 
Mr. Connable points out that this 
system minimizes obsolescence and 
the money a dealer has tied up in in- 
ventory. It lets him use his capital for 
well-rounded TBA stock. 

The panel truck used in the opera- 
tion carries everything normally 
sold at stations, except tires and bat- 
teries, and delivers from the com- 
pany’s own warehouse. Moto-Pep has 
three pickup trucks in service. 


Broad Line Carried — Moto-Pep’s 
dealers carry a full line of TBA 
products, plus appliances and other 
items. Appliances sold by some in- 
clude radio and television sets, toast- 
ers, mixers, etc. However, no “white” 


goods (refrigerators, stoves) are 
handled. 

Bicycles are all right, but Mr. Con- 
nable discourages’ selling toys. 


“They’re dynamite,” he says, explain- 
ing experience has shown customers 
buy more than they can afford during 
“sentimental” seasons, such as 
Christmas. He adds that toys have 
no re-possessable value. 


Moto-Pep does no tire retreading 
on its own, but offers the service 
through a connection with Goodyear. 


A Business Catalyst—Fundamen- 
tally, Dealers Finance Co. is not in 
itself aimed at making a profit. Mr. 
Connable sees it as a business build- 
er. “If Dealers Finance Co. can break 
even,” he concludes, “we will make 
a lot of money” on the boost it gives 
TBA sales. 


Battery Man Promoted 


John J. Reddy, formerly sales man- 
ager for Western Battery & Supply 
Co., has been made director of sales 
to distributors, TBA accounts, and 
mass buyers of batteries, for Ameri- 
can Battery Manufacturing Co., 
Kansas City. American Battery has 
recently rebuilt and expanded its 
Kansas City plant. 


New District Manager 


Gould-National Batteries, Inc., St. 
Paul, has made Stanley J. Mahurin 
district manager for the San Fran- 
cisco region. 

















Conoco Names Personnel 
To Handle New TBA Line 


Continental Oil Co. has officially 
confirmed the fact that it has signed 
up to handle the Goodrich TBA line, 
and has picked Jack Nemeth, former 
Oklahoma City division manager, as 
head of its TBA 
sales department. 
TBA marketing 
will be under the 
general supervi- 
sion of J. H. Sny- 
der, assistant 
general sales 
manager. 

Two assistants 
to Mr. Nemeth, 
also drawn from 
Continental’s 
marketing de- 
partment, are C. 
J. Jameson, formerly assistant divi- 
sion manager at Kansas City,’ who 
will direct TBA sales in the Northern 
and Rocky Mountain Regions; and 
Don Ellis, former assistant division 
manager at Albuquerque, who will be 
in charge of TBA sales in the South- 
ern, Central and Southwestern Re- 
gions. 

All of the TBA executives will have 
their headquarters at Ponca City. The 
Goodrich TBA line will be made avail- 
able through Goodrich warehouses, to 
8,000 Conoco dealers located in 23 
states. Each of Continental’s division 
offices has added an assistant division 
manager who will specialize in TBA 
merchandising. 


Mr. Nemeth 


Sales Manager Advanced 


Garvin S. Drew, 
general sales 
manager of the 
Schrader Division 
of Scovill Manu- 
facturing Co., has 
been made as- 
sistant vice pres- 


ident. He has 
been with Schra- 
der since 1925, 


coming up 
through various 
‘sales positions, 
including a term 
as Pacific Coast Manager. He has 
been general sales manager since 
1939. 


Mr. Drew 


Boat Engine Folder 


Champion Spark Plug has put out 
a folder with complete replacement 
data on every known type of boat 
engine, both inboard and outboard. 
Heat range charts are included, as 
well as specifications for spark plug 
and breaker gap settings for boat en- 
gines, and oil-fuel mixes for out- 
boards. 


NATIONAL PETROLEUM NEWS 








TBA 





Heads TBA Operations 


M. S. Marsh at 
Standard of Ohio 
is now in charge 
of the TBA sec- 
tion of the retaii 
marketing de- 
partment. He will 
be assisted by 
Nelson Bolam, 
Max Whitmore 
and Dick King. 
Ted Arnold, 
formerly in 
charge of acces- 
sory sales, has 
been assigned to an entirely new 
post in the retail marketing depart- 
ment, in charge of dealer marketing 
service. 


Mr. Marsh 


Tire Pallets Patented 


The Hamerslag Equipment Co. calls 
attention to the fact that it is the 
owner of patents on the collapsible 
wooden tire pallets used by Standard 
of California, and described in a story 
which appeared in NATIONAL PETRO- 
LEUM NEWS on June 6, 1951, p. 64. 
In the story the construction of the 
wood tire pallet was given in some 
detail, which may have led to the 
inference that anyone desiring to do 
so might have his own pallets made. 
Instead it is a patented article and 
may be obtained only from Hamer- 
slag. The company is located at 7 
Front St., San Francisco 11, Calif. 


Another application of the Heco 
partitioned pallet is for storing bat- 
teries. Height of the plywood spacers 
is simply reduced so as to clear a 
single tier of batteries on the pallet. 
According to the manufacturer, the 
plywood spacers are strong enough 
to carry a vertical load of 6,000 
Ibs., and can stand rough abuse with- 
out chipping. 

Also the manufacturer reports that 
arrangements have now been made 
to supply this equipment from a 
shipping point in St. Louis. 

When not in use the Heco plywood 
spacers can be quickly disassembled 
and stored compactly in a minimum 
of space, as for example on top of 
idle pallets. 
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Thermoid 


helps you 
get your share 


of the big market 


for fan belts 
late Mactelteliclm alesie: 


When you make Thermoid your source of supply for fan belts and 
radiator hose, you have the advantage of top-quality merchan- 
dise backed by the kind of sales help that produces results. Yes, 
only Thermoid can give you these advantages: 


@ An aggressive source of sales helps and merchandising ideas. 


@ A source of supply that is large enough to handle any produc- 
tion requirements; small enough to assure close, personal 
supervision of all accounts. 


@ Thermoid guarantees top-quality—under your own brand 
name if you desire. 


Thermoid Fan Belts are pre-stretched! This eliminates costly 
come-backs for adjustments . .. means lasting fit ... longer, more 
dependable service. 


What’s more, the Thermoid Line is arranged to provide maximum 
coverage with a minimum of fan belt inventory. 


Thermoid Redi-Curv Hose is the finest universal radiator hose 
available. Its patented, spring-wire construction makes installation 
easy, even in tight places . .. means a minimum inventory takes 
care of a wide range of applications. 


Thermoid gives you sales help all along the way... helps you 
build and broaden your base of aggressive dealer salesmanship 


..- helps you get your share of the big market for fan belts 
and radiator hose. 


Give your dealers an exclusive quality line. Write now and find out 
how Thermoid can help you sell more fan belts and radiator hose. 


Special Sales Diutsion 


hermol 


Thermoid 
Company 


Trenton 
New Jersey 
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West Coast Oil-TBA Group Meeting 




























Los 
Angeles 


OIL AND EQUIPMENT MEN meet at Los Angeles TBA con- 
vention, left to right: Jim Dokos, regional manager, Alemite 
Division of Stewart-Warner, San Francisco; G. S. Wheatley, 
and M. S. Mertens, Standard Stations, Inc., San Francisco; Mel 
Piehl, manager, national accounts for Alemite, Chicago; and 
Jerry Mullin, Los Angeles sales manager for Alemite 


TRIO OF TEXACO representatives at Los Angeles TBA meet- 

ing, Jeft to right: Bert L. Masters, general manager, Long 

Beach zone; F. P. Carlin, of TBA sales, Los Angeles division; 

and Steve C. McCormick, TBA representative, Pacific Coast 
territory 





A FOUNDER ATTENDS—Harry A. 
Wright (left) vice president and sales 
manager, Pacific Tire & Rubber Co., Oak- 
land, Calif., tells (left to right) Marshall 
Pease, Tide Water; Ed Ulrich, Gould- 
National Battery Co., Los Angeles; and 
Dick McIntyre, Genera) Petroleum, how 
the first group of TBA suppliers got 
together to form the forerunner of pres- 
ent Oil Industry TBA Group, in 1937 





RICHFIELD TBA DISTRIBUTORS were 
represented by fourteen men at the Los 
Angeles TBA conference. Here are four 
of them, left to right: Darwin Dapper, 
San Diego; Charles Cole, Pasadena; Ed 
Radke, Portland, Oreg., and Hugh Tiet- 
jen, Los Angeles. A story about Mr. 
Radke’s operations appeared in NPN, 

July 4, 1951, p. 46 
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TBA TOPICS 





Emergency Calls by Motorists Point 
Guilty Finger at Station Salesmen 


By Frank C. Sturtevant, TBA Editor 


In a land full 
of service sta- 
tions, to say noth- 
ing of car deal- 

ers and independent auto repair shops, 
it is indeed a paradox that there are 
sO many emergency calls for help 
from motorists in trouble. Of special 
interest to the oil business is the 
fact the two major accessories—tires 
and batteries—account for more than 
40% of the total reported for last 
year by American Automobile Assn. 

While the classification of battery 
trouble undoubtedly includes a lot 
of starting difficulties not originating 
in the battery, it is nevertheless a 
fact that more weak batteries fail 
away from the service station, than 
are detected by a service station 
check. 


Third in line, after tires and bat- 
teries, as a cause of trouble is a 
classification called “ignition” an un- 
known percentage of which may be 
due to spark plug failure and hence 
is a direct responsibility of the serv- 
ice station operator. Some ignition 
troubles are caused by old, worn ig- 
nition cables. Who knows in what 
percentage of such cases a good, new 


set of ignition cables reposed on the 
shelf of the last man who filled the 
gasoline tank? 

There were 6,468,000 emergency 
calls laid to ignition trouble, while 
10,266,000 were grouped under bat- 
tery trouble, and 10,443,000 were 
caused by tires. The total for all 
causes was 48,887,000. Since the AAA 
road service garages get almost all 
their calls from passenger car own- 
ers, the figures represent an average 
of better than one call per car. 

Those are big figures. It seems like 
far too many trouble calls, especially 
in view of the great improvement in 
the car of today, and all of its ac- 
cessories. It can be argued that the 
general availability of emergency 
service tends to make the motorist 
careless, and encourages him to take 
chances on the condition of his car. 
Perhaps if the United States and 
Canada were not so well blanketed 
with automotive service establish- 
ments, the car owner himself might 
insist on a more careful check of his 
tires, battery, plugs and cables. 

Also it must be conceded that the 
service station operator cannot do 
much about the fact that 1,393,000 


people had to call for help because 
they ran out of gasoline some time 
during the past year. Of course, it 
might help a little if more dealers 
suggested a full tank to every cus- 
tomer stopping at the gasoline pumps. 

In fact, there are many ways, not 
at first apparent, where a really 
helpful service station dealer might 
do something to save more of his 
customers from breakdowns on the 
road. For instance there are a couple 
of AAA classes of trouble calls which 
seem a little vague, and entirely out- 
side the control of the man at the 
service station. 

One of these reports covers 3,877,- 
000 cars needing roading service be- 
cause they were “stuck.” An unknown, 
but probably high percentage of these 
were stuck in snow or mud, under 
circumstances where mud-snow treads 
on the tires, or chains—both items 
sold by service stations—would have 
made the call for help unnecessary. 

Then, along a little further, 596,000 
cars had gasoline line trouble. A good 
proportion of these were surely caused 
by a frozen gasoline line, when prac- 
tically every service station through- 
out Canada and the United States 
carries one or more brands of gaso- 
line antifreeze additive. 

Take two other classes: 2,127,000 
calls tagged only as “wrecker,” and 
6,226,000 listed only as needing a 
“tow.” Surely it is no business of the 
service station if drivers wreck their 
cars. And yet the comfort and con- 
venience of the driver are often con- 
tributory causes of safety. 

A driver who has to work behind 
a dirty windshield, or who has to 





MASS DEALER MEETING to outline 1952 advertising program of Armstrong Rubber Co. held recently by Pyramid Oil Co., of 
Benton Harbor, Mich., an Armstrong tire distributor. Speaking at meeting were (left to right at table in background): Deloss E. 
Daggitt, Pyramid president; Larry Caulfield, Armstrong’s Midwest Division sales manager; and Judson D. Munsell, Jr., Pyramid 


sales manager. 
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Standing at presentation easel in rear is Leo Sklarz, Jr., Armstrong advertising manager 
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drive in the rain without good wind- 
shield wipers is a set-up for a colli- 
sion. Automatic windshield washers 
are sold and installed by some serv- 
ice stations; most stations can re- 
place wiper motors; and every sta- 
tion has replacement wiper blades. 
Tires that are out of balance, or in- 
flated too much or too little are hard 
on the driver. No car handles well at 
highway speeds unless all four shock 
absorbers are in good condition. Poor 
lights get the night driver into 
trouble. Even weak spark plugs, caus- 
ing sluggish engine response, can be 
the direct cause of an automobile ac- 
cident. 

Service stations can fix all of these 
things. That is what service stations 
are for, unless we are to go back to 


20 Million Messages 


the idea that stations are for re-fuel- 
ing purposes only. 

But there still remain the more 
than 20,000,000 trouble calls tagged 
for “tires” and “batteries,” about 
which there can be little question of 
the service station’s responsibility. 
Not even the car owner himself gets 
as good a look at his tires as the 
service station dealer who has the 
car on the lift for oil change or lubri- 
cation. The tell-tale signs of tire 
wear due to mis-aligned wheels, grab- 
bing brakes, or more often just plain 
length of’ service are easily read by 
the practiced eye of the service sta- 
tion man. 

And what is more simple than to 
take a reading on a battery while the 
car is in for other service? Then 
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A famous name...top quality 
products...and powerful pro- 
motion—adds up to a sure-fire 
PROFIT OPPORTUNITY for 
you and your dealers. Be sure 
that stocks are complete ... ready 
for the Spring selling season! 





WARNER-PATTERSON COMPANY + 


telling—selling complete 
cooling system care 

to motorists across the 
nation! 


Large-space consumer 
advertising running 
consistently to tie-in with 
Spring tune-up time. 
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if the battery is down because it needs 
a recharge to compensate for exces- 
sive night driving; or because it isn’t 
getting enough charge; or because 
it is reaching the end of its life, 
something can be done about it be- 
fore the customer is stuck somewhere 
with a dead battery. And the service 
station dealer sells both recharges 
and new batteries. 


Any dealer who wants a little more 
TBA business needs only to look at 
the AAA record of breakdowns on 
the road, and realize that the great 
majority of them were not accidents 
at all, but just forty million sales that 
could have been made in some serv- 
ice station. Nothing could more sharp- 
ly emphasize the most potent serv- 
ice station sales advice ever given: 
“Discover the need, point it out, and 
sales just naturally follow.” 


+ al . 


Oil marketers, along with tire mer- 
chants, have experienced very slow 
tire sales during the early months of 
this year. Meanwhile the touring bur- 
eaus of the oil companies are fore- 
casting a big touring season about 
to begin, which means not only the 
consumption of a lot of gasoline, but 
the replacement of a lot of tires. 


There has been a great deal of 
conversation about the possibility of 
a@ general reduction of tire prices. 
Usually this has taken the form of 
oil men asking each other if there 
is likely to be a change in tire prices. 
Some promotion plans have been 
made on an alternative basis, so to 
speak, so that a quick switch can be 
made, depending on the state of price 
competition. 

The only definite word from the 
rubber industry on prices, was in the 
form of a press release from Good- 
rich, enumerating the evidence against 
a price reduction. The release points 
out that passenger tires today con- 
tain 75 to 85% American-made rub- 
ber, no longer greatly affected by 
the cost of crude, or tree rubber. All 
other cost factors such as man-made 
rubber, rayon, labor, freight are all 
higher. 

This argument is adequate proof, 
from a production standpoint, that 
tire prices cannot go down at pres- 
ent. Whether a combination of many 
tire outlets, especially the mail or- 
der and chain store tire sellers, plus 
a plentiful supply of tires, will force 
prices down remains to be seen, at 
this writing. 


By the time this column is printed 
the pre-Memorial Day tire drive, tra- 
ditional in the industry, should be 
getting underway and oil companies, 
along with other tire merchants, will 
be revealing their tire season promo- 
tion material, including tire adver- 
tising. It may be that the trend of 
tire prices will be settled by that 
time. 
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MORE THAN 10,000 small blocks of rubber are in tread of 
Coins are inserted to show separations 


Goodrich’s new tire. 


10,000 Slits to Fight Tire Skidding 


B. F. Goodrich has brought out an 
entirely new tread design for its Life- 
Saver tubeless tire designed for maxi- 
mum anti-skid effect. The objective 
is to offer in this premium-price tire 
the best protection against three 
principal factors in accidents: skid- 
ding, blowouts, and punctures. 


The anti-skid characteristics are 
provided by a tread construction 
which divides the tread surface into 
many lateral divisions so narrow that 
they run 16 to the inch. Dividing 
slots are approximately 4” deep. 

Goodrich claims the wiping action 
thus obtained shortens stopping dis- 
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Se “S 5 
FOOTBALL FOR FALL—Five-year contract for advertising tie-in is signed by, left 
to right: A. A. Feldman, Prest-O-Lite sales manager; Bert Bell, commissioner of Na- 
tional Football League; and Gordon Miller, vice president of Ruthrauff & Ryan, De- 
troit, agency in charge of the campaign 
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GRIPPING ACTION of Goodrich’s Life-Saver tubeless tire 
is shown in this picture of stop made through glass under car 


tance on ice as much as 30% over 
regular tread tires; up to 20% better 
on wet pavement; and 15% better 
on snow. In addition, traction, or 
starting ability, is claimed to be 
114% better on ice; 40% better on wet 
streets; and 25% better on snow. 


The new block design is said to 
give quieter operation, because the 
spacing of the tiny blocks raises the 
pitch of the tire noise into a range 
too high to be audible to human ears. 
Actually the sound is still there, and 
dogs can hear it, ust as they hear 
special dog whistles pitched to high 
frequencies, says Goodrich. 


The new Goodrich tubeless is now 
on the market, but is offered only 
in popular low-pressure sizes. 


Ads Use Football Tie-in 


Prest-O-Lite Battery Co., Inc., To- 
ledo, Ohio, has made a five-year deal 
with the National Football League 
which gives the battery company the 
right to tie-in various forms of adver- 
tising and sales promotion with pro- 
fessional football players and events. 
In addition to a national magazine 
campaign built around a_ selected 
group of football stars, Prest-O-Lite 
will advertise in all League programs, 
and will incorporate the football 
theme in a direct mail campaign. 

For service stations and other re- 
tail outlets handling the Prest-O-Lite 
line, it is planned to use cut-out 
standees of the players. featured in 
the advertising. Where possible the 
standees will be localized and timed 
with the schedule of the team in an 
area. 
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Tire Guarantee Extended 


Seiberling Rubber Co. in April en- 
larged the scope of its warranties 
on its truck tires and its premium 
Safe-Aire line of passenger tires, in 
addition to the usual warranty 
against defects, under which dealers 
may make adjustments at any time. 

Under its new policy, Seiberling 
also protects its truck tire customers 
against complete loss due to unre- 
pairable fabric breaks, during the 
first 25% of tread wear. , 

For the Safe-Aire line, replacemen 








due to unrepairable damage from use 
is guaranteed at no cost to the cus- 
tomer for the first 30% of tread 
wear. Seiberling determines tread 
wear by a measuring instrument 
rather than by estimate. 


Tire Company Promotion 


Howard A. Bellows, manager of re- 
tail merchandising at General Tire 
& Rubber Co., Akron, has been ele- 


. vated to the. post of vice president. 


He came to Akron last July after 
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te t 
ithe apes lamp buyers 


Car manufacturers know lamps. 
They watch results. 


beat heck. 
complaints. 


They test them to 
They want no 


That's why Tung-Sol's are the lamps that are 
used by most new car manufacturers for original 


equipment. 


That's why you can recommend and sell Tung-Sol 
with enthusiasm and corfidence to your lamp 


replacement customers. 


Use Tung-Sol lamps to get your share 
of the huge $72,000,000 annual lamp 
Tung-Sol gives 
you a complete line — a lamp for every 

truck and bus — old or new. 
Make double profit by installing 
lamps when you are doing other work, 
so you can charge for time as well 


replacement business. 


car, 


as lamps. 
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TUNG-SOL ELECTRIC INC., 







ed 


NEWARK 4, N. J. 


Sales Offices: Atlanta, Chicago, Culver City, Dallas, Denver, Detroit, Newark, Philadelphia 





Flashers, Picture Tubes, Radio, 





TUNG-SOL mekes: Ali-Giloss Seated Beam lLomps, Miniature Lamps, Signal 
TV and Special Purpose Electron 


Tubes 

















serving as New York branch mana- 
ger since 1928, and Eastern Division 
sales manager since 1937. 





Filter—Oil Can Display 


Fram Corp. offers service stations 
handling Fram filters a display which 
combines a can of oil of whatever 
brand the dealer wishes to display, 
with a Fram filter cartridge. The 
display consists of a lithographed 
panel with an adhesive backing which 
will stick to any surface, known un- 
der the trade name of “Mystic Stick. 
er.” Two brass clips anchored in 
the face of the panel, grip any one- 
quart oil can, and the filter replace- 
ment cartridge. 


New TBA Item? 


The new “Autronic Eye” made by 
the Guide Lamp division of General 
Motors might become a TBA item, 
if it proves to have enough popular- 
ity with the motoring public. It is a 
photoelectric unit, with a prismatic 
condensing lens aimed forward 
through the windshield at approach- 
ing traffic. When it picks up the 
beams of oncoming headlights it re- 
acts and automatically dims the lights 
on the car on which it is mounted. 
At the present time the device is of- 
fered as optional equipment on 1952 
Oldsmobiles. 






LIMITED 
DISTRIBUTORSHIPS 
AVAILABLE 
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HOME HEATING OIL DAY at the Eastern Petroleum credit conference, Pittsburgh, drew these participants; left to right, J. F. 
Cody, Canadian Oil Companies, Ltd., Toronto; Charles Kramb, Gulf Oil, Pittsburgh; J. S. Ditch, American Oi), Baltimore; E. A. 
Schramko, Esso Standard, Philadelphia; and J. G. McCaw, Freedom-Valvoline Oil, Freedom, Pa. 


At the Eastern Petroleum Credit 
Managers conference in Pittsburgh 
April 22-24, Wm. A. Foote, The Texas 
Co., Buffalo, used a new device for 
moving members of the audience out 
of over-crowded back rows up into 
the wide open spaces in the front 
of the room. At the session over 
which he presided he announced that 
the meeting would start with a 
“game” which turned out to be a 
series of three “commands” “rom 
Chairman Foote. First, the men in 
the last three rows were requested 
to stand; second, they were asked 
to move out into the aisle; and third, 
parade down front to unoccupied 
rows. 


Others acting as session chairmen 
were J. C. Stacks, Atlantic Refining, 
Pittsburgh; H. G. Van Tassel, Esso, 
Pelham, N. Y.; and R. G. Bannister, 
Cities Service, Philadelphia. 

Missing from the conference be- 
cause of vacations were W. M. Wat- 
son, Socony-Vacuum, New York, and 
William Stockton, Atlantic, Philadel- 
phia. 


J. F. Mckeon, Shell Oil, New York, 
gave members the history of the lost 
credit card case, which his company 
carried to the Supreme Court to 
establish a precedent. The case in- 
volved a Florida boat owner who left 
his coat, with a Shell card in the 
pocket, on board his cruiser tied up 
at the dock. Loss of the card went 
unreported for two weeks, by which 
time some $500 worth of unauthorized 
sales had been made. The original 
holder of the card was held responsi- 
ble for the loss because of his negli- 
gence. 


B. H. Ellinger, district manager, 
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PANEL SPEAKER J. S. Neff, far left, Gulf Oil, Pittsburgh, gets some advice from 

left to right, James A. Mawn, Gulf, Boston; George E. Archer, Atlantic, Providence, 

R. L; and A. C. Jephcott, The Texas Co., New York, at the Eastern Petroleum Credit 
Managers meeting in Pittsburgh 


Gulf Oil, Pittsburgh, and chairman of 
the Allegheny County Oil Industries 
Information Committee, opened the 
convention with a welcoming speech. 


Amos Bowman, Shell distributor in 
Paco Robles, Calif., has a $436,000 
public school named after him in 
Alameda County, San Francisco Bay 
area. Before moving to Paso Robles 
in 1949, Mr. Bowman was a trustee of 
the La Vista School District for 12 
years and worked as a Shell truck 
driver. The Bowman School in the 
La Vista district, which will open 
next fall, will house 400 pupils and 
bears his name for his work in that 
area’s educational program. 


H. S. Dickson, who for the past 14 
years has been in charge of retail 
marketing for Derby Oil Co., Wichita, 
has moved to Denver as_ retail 
marketing manager for Frontier 
Refining. 


R. M. Cartwright, Cartwright Oil 
Co., Pharr, Tex. has just completed 
construction of a multi-pump service 
station and a bulk plant. 


Samuel B. Mosher, president of 
Signal Oil and Gas Co., will be chair- 
man of commerce and industry com- 
mittee for 1952 Sister Kenny Polio 
Fund drive in southern California 
May 1-31. 
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INTERMISSION between sessions of the National Petroleum Assn. convention in Cleveland, April 16-18, is enjoyed by, left to right; 
Lucien Craig, Gulf Oil, Pittsburgh; E. H. Horne, National Refining Co., Cleveland; H. J. Dunmire, Freedom-Valvoline Oil, Freedom, 
Pa.; Dan J. Kriger, Stearns, Inc., New York; R. K. Welch, Du Pont, Chicago; and John E. Dickson, Ashland Oil, Ashland, Ky. 





GETTING TOGETHER before an afternoon session of the National Petroleum Assn. convention in Cleveland, April 16-18, are, left 
to right; M. R. Bower, Standard Oil (Ohio), Cleveland; Clarence Davison, Esso Standard, New York; H. W. Scott, Wolf’s Head 
Refining, Oil City; Fayette B. Dow, general counsel, NPA; A. J. Burkhardt, Sinclair Refining, Kansas City; and E. P. Shipley, Sinclair 


William R. Claxton, manager of 
Southern States Hopkinsville Co-op, 
Hopkinsville, Ky., reports his com- 
pany built a new warehouse and of- 
fice last month. 

” * = 

On June 1, John F. Campbell of 
Watertown, Mass., will take over his 
new duties as senior district repre- 
sentative of the OIIC for the Great 
Lakes district, with headquarters in 
Chicago. 

Mr. Campbell has been a represent- 
ative for the new England district for 
the past two years. In his new posi- 
tion, he will succeed Lars Carlson, 
who has resigned. 


* * * 


J. H. Stephens, president, Central 
Florida Oil Co., Ocala, Fla., has plans 
underway for construction of a new 
office building at the company’s bulk 
plant. 

* * * 

Albert E. Collins was recently hon- 
ored for his 40th year with Shell 
Oil. Mr. Collins is Shell’s purchas- 
ing and stores manager in Los An- 
geles. 
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Refining, New York 


Reese H. Taylor, president of Union 
Oil Co. of California, has been elected 
to board of directors of California 
Taxpayers’ Assn. 

aa - * 


Dan Dugan, president of the Dan 
Dugan Oil Transport Co., Sioux Falls, 
S. Dak., was recently appointed a di- 
rector of the First National Bank 
and Trust Co. of South Dakota. 


Guest speaker at a recent meeting 
of the St. Louis Oil Men’s Club was 
Ross C. Shannon, district manager of 
Socony-Vacuum at St. Louis. 

* * a 


Oil men elected to the Controllers 
Institute include: Frank W. Mac- 
Lean, comptroller, Republic Oil Refin- 
ing, Pittsburgh; G. Bobb Head, assist- 
ant secretary-treasurer, Republic Oil 
Refining, Pittsburgh; Jim Knackley, 
treasurer, Buffalo Oil Co., Dallas; 
Edward G. Sommer, assistant treas- 
urer, Kentucky Standard, Louisville; 
and William C. Toler, assistant secre- 
tary-treasurer, Plymouth Oil, Pitts- 
burgh. 


Two new vice presidents of Arabian 
American Oil Co., New York, are 
Dale Nix and J. C. Stirton. 

Mr. Nix, who is general manager 
of oil operations, will be in charge of 
technical and supply services. Mr. 
Stirton, chief engineer, will take 
charge of engineering and construc- 
tion. 

E. G. Voss, assistant treasurer of 
Aramco, has been promoted to treas- 
urer. 

* * + 


A. T. Hawkins, Goldsboro, N. C., is 
new chairman of the Consignment 
Distributor’s section of the North 
Carolina Oil Jobbers Assn. oO. C. 
Crump, New Bern, was elected vice 
chairman and J. W. Jenkins, Jdr., 
Henderson, secretary. 

* - * 

Don E. Hyames, Hyames Oil Co., 
Aliceville, Ala., is secretary and di- 
rector of the local American Red 
Cross, a director of the Chamber of 
Commerce and Rotary Club and an 
instructor in the Red Cross swimming 
and water safety programs. 
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This Week 
Continental Oil Company 
Salutes... 


William M. Markle 
Markle Oil Company 
.Winona, Minnesota 


“We started with a small tank truck and a large cash 
register.’’ That’s how Bill Markle describes his begin- 
ning as an oil jobber in Winona, Minnesota. 

It was September, 1926, when Bill and his wife, Ruth, 
organized the Markle Oil Company. Bill was President 
. .. Ruth was Secretary-Treasurer. 


Their ambition was to keep both that small tank 
truck and that big cash register busy. It was quite a 
while before they had to worry about increasing the 
size of either! 


In 1933, however, Mr. Markle decided that if they 
were to have a chance for real business growth, Markle 
Oil Company had better give up trying to promote an 
unadvertised brand. That’s when he switched to Conoco. 


Even in those days, Continental had an extensive 
advertising program that now includes national maga- 
zines, newspapers, billboards, farm papers, radio and 
television. He knew that he could call on the accumu- 
lated experience of Conoco marketers when he wanted it 
—an experience that now covers more than 76 years! 
And he was quick to sense the possibilities of the new 
tourist guide Conoco was then introducing—the Tour- 
aide—which today is bringing extra transient business 
to so many dealer stations. 

We wouldn’t know about Mr. Markle’s cash register 
—but he’s long since outgrown that small tank truck! In 
fact, his delivery and storage equipment is now more 
than five times as large! 


Both Mr. and Mrs. Markle are still active in the com- 
pany but they find time for many civic activities as 
well. Bill is chairman of the Winona County section of 
the Minnesota Petroleum Industries Committee, a 
member of the Northwest Petroleum Association and 
the Winona Commerce Association. He is associated 
with the Shrine, the American Legion and the Redmen. 
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Mrs. Markle is past president of the State Federation 
of Business and Professional Women and was one of six 
delegates to the International Conference in London in 
1950. She is a member of the board of directors of the 
Community Concert Association. 


For recreation, the Markles sail their cabin cruiser on 
the Mississippi, and exercise their riding horses on their 
Montana ranch. 


Continental Oil Company is proud to salute the 
Markles, who started with a small tank truck and a big 
cash register—and went on to fill them both. Their 
teamwork and progressiveness is, we think, typical of 
the thousands of independent jobbers who are contrib- 
uting so actively in the affairs of the communities they 
serve. 


And we’d like more jobbers like them. If you are 
interested in a jobbing contract with Continental, why 
not write to the Continental Oil Company office nearest 
you, or to Ponca City, Oklahoma. If you are not within 
reach of Continental’s gasoline supply, we would be 
happy to give you information about the possibilities 
of increasing your profits by selling the spectacular 
“50,000 Miles—No Wear’’ oil, Conoco Super, in any of 
the 48 states. 
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The Chief Assistant of every Cities Service Distributor is 

complete line of products so fine it creates priceless word-of- 
mouth advertising for his dealers. This is the surest evidence that these products live up to 
all the other strong, steady, extensive Cities Service advertising.* 

Even so, this great line that booms station business where the Cities Service emblem 
goes up, is only one money-making helper for the Cities Service Distributor. Still another 
big booster for his prosperous growth is Friendship... the kindly, earnest consideration 
shown him in every Regional contact, clear on through to the folks at headquarters. Every- 
body goes all-out to be helpful—because friendly cooperation is the rule when you're 
teamed with Cities Service. Big profits are the rule, too, for Cities Service Dealers. 


CITIES ) SERVICE 


PLENTIFUL YEAR-ROUND CITIES SERVICE ADVERTISING INCLUDES 


Local Newspapers Network Radio Station Displays Modern Package-Appeal 
National Magazines Local Radio Point-of-Sale Helps Stand-Out Station Identity 
Outdoor Posters Direct Mail Special Promotions 
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COMING MEETINGS 


MAY 

Empire State Petroleum Assn., annua] con- 
vention and trade exhibit, Hotel Roosevelt, 
New York, May 12-13. 

Liquefied Petroleum Gas Assn., annual con- 
vention and trade show, Palmer House, 
Chicago, May 12-14. 

American Petroleum Institute, Division of Re- 
fining, St. Francis Hotel, San Francisco, 
May 12-15. 

National Tank Truck Carriers, Inc., Hotel del 
Coronado, Coronado, Calif., ‘May 14-19. 

Florida Petroleum Marketers Assn., Angebilt 
Hotel, Orlando, Fla., May 16. 

American Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Sheraton Plaza, 
Boston, May 19-20. 

Oil Industry TBA Group, Midwest Section, 
Peabody Hotel, Memphi:, Tenn., May 19-20, 

Wyoming ©:1 Jobbers Assn,, Townsend Hotel, 
Casper, Wyo., May 20. 

American Assn. of Battery Manufacturers, 
Roosevelt Hotel, New Orleans, May 21-23. 

Oil Industry Information Committee, St. Fran- 
cis Hotel, San Francisco, Calif., May 21-23. 

Virginia Petroleum Jobbers Assn., John Mar- 
shall Hotel, Richmond, Va,, May 22. 

Virginia Oil Men’s Assn., John Mar-hall Hotel, 
Richmond, Va., May 23. 

North Caro:ina ou dobbers Assn., spring con- 
vention, Carolina Hotel, Pinehurst, N. C., 
May 25-27. 

Tennessee Oil Men’s Assn., Hermitage Hotel, 
Nashville, Tenn., May 25-27. 

American Petroleum Institute, Division of Mar- 
keting, Lubrication Committee, Mayo Hotel, 
Tulsa, May 27-28. 


Society of Aut 
meeting, The Ambassador and Ritz-Carlton, 
Atlantic City, June 1-6. 

Independent Oil Men's Assn. of New England, 
28th annual convention, Hotel Statler, Bos- 
ton, June 4. 

yivania Grade Crude Ol] Assn., annual 
meeting, Hotel William Penn, Pittsburgh, 
June 5-6. 

Western Petroleum Refiners Assn., regional 
meeting, Wichita, Kansas, June 5-6. 

National Fire P: Assn., annual meet- 
ing, Hotel Statler, New York, June 9-13. 

Pet tit Division of Pro- 
duction, midyear standardization conference, 
Brown Palace Hotel, Denver, Colo., June 
9-14. 

Northwest Petroleum Assn., annual summer 
business conference, Duluth Hotel, Duluth, 
Minn., June 16-17. 

Society for Testing Materials, annual 

. New York, June 22-27. 

Petroleum Assn., annual golf tourna- 
ment and stag party, Del View Hotel, Lake 
Delton, Wis., June 24 

JULY 
h Carolina Oil Jobbers Assn., Ocean Forest 
Hotel, Myrtle Beach, 8. C., July 22-23. 

I it Ollmen’s Assn., mid-year 
convention and annual golf tournament, The 
General Oglethorpe Hotel, Savannah, Ga., 
July 25-26. 

National Oil Jobbers Council, Park Place Ho- 
tel, Traverse City, Mich., July 31-Aug. 2. 

AUGUST 

Society of Automotive Engineers, national West 
Coast meeting, Fairmont Hotel, San Fran- 
cisco, Aug. 11-13. 

The Petroleum Marketers Assn. of Texas, an- 
nual convention, Baker Hotel, Mineral Wells, 
Texas, Aug. 17-19. 

National Cong of Petrol Retailers, sixth 

session, Carter Hotel, Cleveland, o., 











Kentucky Petroleum Marketers Assn., fall out- 
ing and annual golf tournament, Kenlake 
Hotel, Kentucky Lake, Ky., Aug. 20-21. 

SEPTEMBER 

Michigan Petroleum Assn., Grand Hotel, 
Mackinac I land, Mich., Sept. 8-9. 

American Society of Lubrication Engineers, 
Symposium on Fundamentals of Friction and 
Lubrication in Engineering, Hotel Sherman, 
Chicago, Sept. 8-11. 

Oil Industry Information Committee, The Tray- 
more, Atlantic City, Sept. 9-11. 

Seciety of Automotive Engineers, tractor meet- 
ing, Schroeder Hotel, Milwaukee, Wis., Sept. 
9-11. 





i Institute, Division of Mar- 

keting, ‘Lubrication Committee, The Tray- 
more, Atlantic City, Sept. 10. 

National Petroleum Assn., 50th annual meeting, 
Traymore Hotel, Atlantic City, Sept. 10-12. 

Desk and Derrick Club, national convention, 
Shamrock Hotel, Houston, Sept. 12-13. 
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CERTIFICATE OF ACHIEVEMENT is presented to Colonel Martin B. Chittick, right, 
by Colonel H. A. Cooney, chief of the New York military district, on the occasion 
of Colonel Chittick’s retirement from 32 years service with the Army and the Organized 
Reserve Corps. Colone) Chittick served during World War Il as chief, technical di- 
vision, Chemical Corps, Washington, D. C., and later was sent to Europe with the 


Office of Strategic Service. 


Now with American Mineral Spirits Co., New York, as 


technical director and director of technical sales, the colonel was with Pure Oil for 
more than 22 years 


E. B. Lien, Union Oil industrial 
sales engineer, has been appointed to 
the San Francisco district. 


R. E. Foss, West Coast division 
vice president of the Sunray Oil Corp., 
has been elected to the Wes‘ern Oil 
and Gas Assn. board of directors, 
replacing W. C. Whaley, recently 
transferred to Tulsa. 


Rudolph Schider has been elected 
a director of Mazda Oil Corp., a sub- 
sidiary of National Phoenix Indus- 
tries, Inc., New York. 

Mr. Schider was a technical ex- 
pert in the Royal Dutch Shell group 
for 30 years and was at one time 
vice president of the Mexican Eagle 
Oil Co., and a special consultant 
to the Asiatic Petroleum Corp. 


Willard C. Stuhifaut, with Ameri- 
can Mineral Spirits Co. since January, 
has been appointed a sales representa- 
tive in the midwestern territory. He 
will have. headquarters in Chicago. 


* * . 


A new director of Standard-Vac- 
uum, New York, is Harold Rabling. 
Mr. Rabling has been associated with 
the company’s interests in Australia 
and New Zealand for the past 30 
years. Since 1945 he has been chair- 
man and managing director of Vac- 
uum Oil Co., Pty., Ltd., with head- 
quarters at Melbourne, Australia. 


Lou Wilke is now in Bartlesville as 
regional manager for Phillips Petro- 
leum. Mr. Wilke was former divis- 
ion manager at Denver, 
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Russell G. Bannister, credit manager, Cities Service, Philadelphia, president, Assn. of 
Eastern Petroleum Credit Managers 


Russell G. Bannister—A ‘Credit’ to Oil Credit Men 


A long time member of the Penn Wynne-Overbrook- 
Wynnewood Civic Assn., and of the Wynnewood Volun- 
teer Fire Department, Russell G. Bannister, Cities Service 
Oil Co., Philadelphia, now has the added responsibility of 
filling the post of president of the Association of Eastern 
Petroleum Credit Managers. 

Born in Philadelphia, and a life long resident of that 
city and its environs, Mr. Bannister not only participates 
in the community affairs of suburban Wynnewood, where 
he now makes his home, but is active in the business life 
of Philadelphia. He is a director of the Credit Men’s 
Association of Eastern Pennsylvania; a director of the 
Philadelphia Control of the Controllers Institute of Amer- 
ica; and chairman of the Philadelphia Petroleum Credit 
Group. 


Mr. Bannister’s first job was in the credit department 


%% 





of a Philadelphia department store, an assignment sug- 
gested by his first employer, based apparently on the 
fact that he specialized in economics while at the Uni- 
versity of Pennsylvania. After more credit department 
work at Proctor & Gamble Co. in Philadelphia, he got 
into the oil business in 1925, as division credit manager 
for the Socony-Vacuum Oil Co. in Philadelphia. 

Mr. Bannister became the credit manager of Petrol 
Corp., of Philadelphia in 1936 and filled that post until 
Cities Service took over Petrol in 1950. 

Along the way Mr. Bannister also has acquired an in- 
terest in two oil jobbing concerns. He is director of 
Consumers Oil Service, Inc., of Paulsboro, N. J., and also 
of Community Oil Co., Inc., Charles Town, W. Va. 

The Bannisters have two daughters aged 17 and 22, the 
eldest now married. 
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Donde TRUCK TANKS 


HELP STANDARD HEAT CHICAGO WITH FAST, EFFICIENT DELIVERIES 


Standard Oil Company (Indiana) finds this Brownie five compartment 
fuel oil and gasoline delivery tank affords a maximum of payload and 
mobile efficiency for city deliveries. The tank is I.C.C. approved under 


regulation MC 303. 


MODEL 424 


This compact Brownie fuel oil and gasoline truck 
tank was custom-built for Standard Oil Company 
(Indiana) according to their specifications. Brownie 
designs and custom-builds truck tanks and trailer 
tanks to fit exact specifications and varying needs. 
Brownie’s engineering skill and unexcelled produc- 
tion facilities assure perfection in every detail of 
advanced truck tank construction. 


Brownie-built truck tanks and trailer tanks pos- 
sess exclusive patented features. These features 
may be incorporated into your custom-built truck 
or trailer tank, assuring you of enduring, efficient 
and trouble-free tank service. 


Write, wire cr phere BROWNIE about your particular tank 
problem. Brownie will be plecsed to discuss, without obligatior, 
the best solution fer your individval problem. Just send the 
complete particulars to the address below. 





FEATURES 


OF THE BROWNIE MODEL 424 


Available 1500 to 2500 gallon capacities 


Bumperettes that give desired protection by following 
the body contour completely around from one reor 
wheel to the other—affording protection and saving 
in both appearance and necessary repair. This was a 
must for city traffic. 


Compact tank with emphasis on height minimizes 
length of wheel base and affords greatest possible 
maneuverability. 


High skirted fenders for greater traffic clearance. 


Enclosed cabinet protects hose reel, pump and meter 
system. 


BROWN STEEL TANK COMPANY 


2901 FOURTH STREET S. E. MINNEAPOLIS 14, MINNESOTA 








Your best pitch 


in hot weather 


PM SUN 
SUMMER 
LUBRICANTS 


A Complete line of Finished Oils-Blending Oils-Greases € Bases 
FOR SALE UNDER YOUR OWN BRAND NAME 


SUN OIL COMPANY °* Philadelphia 3, Pa. * in Canada: Sun Oil Company, Ltd., Toronto and Montreal 













